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cord of Stock Fire 


Before Nat’l Board 


Throughout his address as president 
bf the National Board of Fire Under- 
writers, Paul B. Sommers, president 
\merican Insurance Co., Newark, de- 
fended the record and lauded the ac- 
complishments of stock fire insurance. 
His address was delivered at the annual 
meeting of the board, held in New York 
yesterday. It is nearly seventy-five years 
Quoting 





since the board was organized. 





in thinking that they will be immune from accidents this year. 
That is the number of uninsured automobiles in New York—the 
same percentage probably holds true in your community. Live 
agents solicit their business from this group. Let our new rates 
and broader policies assist in placing this business on your books. 


London & Lancashire 
GRO U FP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. ¢ ORIENT 
INSURANCE COMPANY + LAW UNION & ROCK INSURANCE COM- 
PANY, LTD. «* SAFEGUARD INSURANCE COMPANY OF NEW YORK 
STANDARD MARINE INSURANCE COMPANY, LTD. (FIRE DEPARTMENT) 
LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 











from his address: 

“The lessons of past accomplishments 
are drowned in the clamor for new and 
fact, under some 
accomplishment 


untried schemes; in 


present-day reasoning, 
a virtue. 

“Nowhere is there an achievement to 
parallel our own United States. There 
must be value in a system with such a 
record. I speak thus in defense of the 
American system of private enterprise. 
The institution of capital stock fire in- 
surance has played an indispensable part 
inthe functioning of that system. 

“There isn’t a job that wasn’t born of 
individualism and created by enterprise. 
The very security of the home and na- 
tion is reliant upon earnings. America 
didn’t just grow; it was made. Capital 
stock company fire insurance, by provid- 
ing protection against the financial pen- 
alties of nature’s hazards, gave men the 
confidence to go ahead. 

Silent Partner 

“Stock insurance has been a silent 
partner in every enterprise that went 
ito the making of our nation. It was 
m no small measure the supporting arm 
of stock insurance that gave the confi- 


tself is looked upon as a vice instead of | 





‘ence without which capital would not 
lave ventured into new_ enterprises. 
Stock insurance is an established institu- 
tion. It is built upon the foresight and 
‘courage of those who, in the hope of a 
teasonable financial reward, risk their 
‘unds to aid the nation’s progress. The 
companies have not neglected to support 
Federal, state and municipal undertak- 


(Continued on Page 33) 
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Withered Weeds 


The barrenness of the withered weeds of Renewable 
Term insurance—favorite plan of the predatory Term-ites 
—is vividly contrasted with the fruitfulness of permanent 
life insurance such as this case affords:— 





‘ A Twenty-Payment Life policy issued 
September 25, 1889, dividends to buy paid-up additions. 
The death claim was recently paid. Face amount, $3,000. 
Paid-up additions, $2,292. Post-mortem dividend, $33.82. 
The total, $5,325.82. Excess of death payment over the 
premiums, $3,541.42. Note that the paid-up additions,— 
painlessly made,—swelled by $2,292 the policy’s $3,000 


more than two-thirds. 








face 

If this policyholder had taken Renewable Term, at 
age 65 it would have deserted him and his wife, leaving 
one or both of them to find maintenance in the almshouse, 
or the homes of their children, if they had any. Further, 
the Term policy would have had no cash and loan values, 





no reduced paid-up value, no Extended Term provision,— 
utterly useless in an emergency. 

Renewable Term is little more than a bare stalk, utteriy 
to wither at a time when approaching age imperatively 
needs protection. 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


WILLIAM H. KINGSLEY 
Chairman of the Board 


INDEPENDENCE SQUARE, PHILADELPHIA 


2,000 Metropolitan 
Fieldmen Here Cheer 
Ecker and Lincoln 


Give Rousing Greeting to Their 
Leaders Who Recount Company’s 
Services to Public 


TWENTY-FIVE YEAR REVIEW 


Company’s Great Contribution to 
Community as Well as to Policy- 
holders, Beneficiaries 








When Frederick H. Ecker, chairman 
of the board of the Metropolitan Life, 
stood before 2,000 managers, assistant 
managers and leading agents of the com- 
pany on the stage of the Waldorf-As- 
toria’s grand ballroom Wednesday morn- 
ing to open the annual convention of 
the field force, it must have been in the 
minds of some that they had not met 
since Mr. Ecker was the first witness 
before the Temporary National Economic 
Committee in its investigation into life 
insurance in February. All knew the 
excellent impression he made there as a 
competent champion not only of the 
Metropolitan but of the institution of 
life insurance. The assemblage, packing 
the floor and both galleries, gave him a 
resounding greeting that went on and on 
and included cheers and songs. Later 
when he addressed the gathering, Presi- 
dent Leroy A. Lincoln, too, had to stand 
up to a prolonged session of applause, 
cheers and songs. There was no doubt 
about the temper and spirit of the Met- 
ropolitan field force. 

Comments on Monopoly Inquiry 

Almost immediately Chairman Ecker 
plunged into events which have been in 
the public eye. He explained that the 
Metropolitan was selected as one of the 
companies for study by the Monopoly 
Committee solely because it is the larg- 
est company and would be a kind of 
laboratory, although some people had 
imagined that the company was under 
investigation. When the investigators 
from the SEC, which did the work for 
the TNEC, appeared at the home office 
they were given every facility and full 
cooperation. Mr. Ecker stated that they 
took back to Washington with them 
10,000 separate pieces including docu- 
ments, memoranda and even letters from 
personal files. 

Chairman Ecker went on to explain to 
the managers and agents that at no time 
was there any claim of mismanagement. 
There was some weird publicity such as 
the newspaper statement that the excess 
of income over disbursements of al! com- 
panies for twenty years, which totaled 
some $20,000,000,000, was profit when it 
was, in fact, chiefly the accumulated re- 
serves. Mr. Ecker told how the com- 
pany and the policyholders had bene- 
fited from the high type of public- 
spirited men who had served on the 
board of directors, how the company 

(Continued on Page 14) 
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THERE’S NO LONGER A WARM CHAIR 
By the Kitchen Stove 


Grappa never worried about old-age 
dependency. He knew that there would 
always be a warm chair by the kitchen stove 
and three square meals a day as long as he 
lived. 

But today, we can’t count on living with 
our children when we get old. There’s no 
spare bedroom in a three room apartment; 
no place for a chair beside the efficient range; 


no chores to make us feel that we’re earning 
our keep. 

There are, however, plenty of nice places 
to live, if we have the money. 

The logical way to make sure of a comfort- 
able and dependable retirement income—for 
ourselves and for those who entrust the care 
of their insurance to our hands—is by means 
ofa Travelers Retirement Endowment policy. 


THE TRAVELERS 


The Travelers Insurance Company 
The Travelers Indemnity Company 


The Travelers Fire Insurance Company 
The Charter Oak Fire Insurance Company 


HARTFORD . 


CONNECTICUT 






















I May 26 


— 


New ( 
May 18 


agents, 


cials of 
cathere’ 
, f 
pany 5 
ing, the 
the con 
cations. 
invited 
respect 
ing con 
Mounta 
City, 
Springs 
the me 
at Del 
Rertrar 
Cheste1 
Pacific 
Thes 
this y¢ 
yention 
years ¢ 
nately, 
sponse 
tion 0 
period. 
“1939— 
opport! 
and e 
sentati 
home 
Love 
chard 
was Pp 
meetin 
marks 
can 1 
lesire’ 
pre-de 
could 
day 
tough, 
order- 
tions 
traine 
derwr 
pacity 
for tl 
edge 
of sel 
the ti 
er hi 
doer 
for a 
way.” 
We 
Vic 
come 
his u 
ship 
recog 
outst 
conse 


twel) 


Vi 
taki 
ve 





Y 26, 19; 








i May 26, 1939 














————— 


New Ocean House, Swampscott, Mass., 
May 18—Some 150 enthusiastic general 
agents, agents, wives and company offi- 
cials of The Massachusetts Mutual Life 
vathered here today to open the com- 
pany’s first New England regional meet- 
ing, the third in a series of six for which 
the company had no production qualifi- 
cations. All field representatives were 
invited to attend the meetings for their 
respective meetings, earlier sessions hav- 
ing come beginning May 11 at Lookout 
\fountain, Tenn., followed by Atlantic 
City, Swampscott, Cleveland, Excelsior 
Springs, Mo., and to be concluded with 
the meeting of the west coast agencies 
at Del Monte, Cal., May 25. President 
Bertrand J. Perry and Vice-President 
Chester O. Fischer are attending the 
Pacific Coast meeting. 

These regional mectings take the place 
this year of the national annual con- 
ventions of the company held in recent 
years at Swampscott and Chicago alter- 
nately, using this as a test of agent re- 
sponse and reaction in ensuing produc- 
tion over a following twelve months 
period. The theme of the meeting, 
“1939—the Salesman’s Year,” provided 
opportunity for excellent inspirational 
and educational presentation by repre- 
sentatives of the field as well as the 
home office. : 
Lovell H. Cook, co-general agent, Lit- 
chard & Cook agency, Springfield, Mass., 
was program chairman for the regional 
meeting here, and in his opening re- 
marks said in part: “The salesman who 
can revive old desires and create new 
lesires will be a leader in 1939. In the 
pre-depression years, almost any dub 
could sell; it was a buyer’s market. To- 
day, as always when the going gets 
tough, it is the real salesman, not the 
order-taker who will succeed. Condi- 
tions are ripe today for the thoroughly 
trained, professionally militant life un- 
derwriter. 1939 is proving to be a ca- 
pacity testing year. Now is the time 
for the salesman to put his best knowl 
edge and ability into the responsibility 
of selling and servicing life insurance— 
the time for the quitter, idler and dream- 
er has given way to the day of the 
doer . . . and your company will work 
for and with you to make it stay that 
way,” 

Welcomed by Vice-President Behan 
Vice-President Joseph C. Behan wel- 
comed the group to the sessions, giving 
his usual inspirational and good fellow- 
ship message. He then gave personal 
recognition to those agents who made 
outstanding records in production and 
conservation of business in the past 
twelve months. 

Strong Position of Company 
Vice-President Alexander T. Maclean, 
taking “Our Company” as his subject, 
wwe as his thought-provoking message 
te idea that while many people are 
pzzled about many phases of industry, 
ad particularly about the situation of 
te railroads of the country, the outlook 
‘good, especially when we realize that 
'ansportation is one of the key factors 
" the economic progress of America. 
‘@ spoke of the particularly satisfac- 
ty status of the Massachusetts Mu- 
ial, commenting that the company’s real 
‘tate mortgages have been made on 
ch a conservative basis that even if 
alues should show a shrinkage of 50%, 
istead of 35%, which is the general 
‘proximate standing to date, the Mas- 





By Frank L. Armstrong 


sachusetts Mutual would still be amply 
secure in the policyholders’ interests, in 
the matter of real estate mortgage loans. 
He referred to the fact that the com- 
pany has adhered to the policy of con- 
sidering business properties in prefer- 
ence to farms and residential proper- 
ties as being the most desirable for 
conservative, long-view investment pro- 
grams which the company has always 
followed. 

E. Graham Bates, Richard Blackmur 
agency, Boston, opened the agent talks 
with the subject, “My Time Is Worth 
Money,” in which he presented a thor- 
ough-going analysis of the income value 
of calls, interviews, sales, prospects, 
taken from his own records from 1934 
through 1938. His principal thought was 
that he as an agent must justify the 
commissions which he receives from the 
company by making his time valuable 
to his prospects and clients—stressing 
the idea that one dissatisfied prospect 
or client reacts more unfavorably on 
the entire institutions of life insurance 
than the much-cited “multitude” of sat- 
isfied policyholders through the very 
force of action induced by irritation; 
and that similarly good service follow- 
ing good salesmanship can immeasurably 
increase the consumer acceptance of the 
economic values and uses of life insur- 
ance. 

J. Guy Smart, Manchester, N. H., agent 
who joined the company’s field forces 
23 years ago, took for his topic, “It’s 
the Long Pull That Counts,” discussing 
and illustrating the need for following 
through, selling several members of the 
same family from a single cold canvass 
interview—one of his achievements re- 
peated many times each year of his 
nearly quarter century servicing of the 
Manchester area. In this matter, he 
cited one total of $92,000 in life insur- 
ance sold to members of one family— 
“a Smart family,” as a fellow agent com- 
mented. 

Corydon K. Litchard, co-general agent, 
Litchard & Cook, Springfield, and a 
Massachusetts Mutual leader in promo- 
tion of the Chartered Life Underwriter 
movement, took for his subject “The 
CLU Designation.” He emphasized the 


added responsibility undertaken by every 
wearing 


underwriter who attains to 


the gold key of life underwriting. He 
said that every agent who had not yet 
attained unto the maximum of his pro- 
duction ability owes it to himself to 
study the CLU courses and qualify for 
the designation, which sets him apart 
as a professional and therefore trained 
and progressive underwriter. He con- 
gratulated the company forces, consid- 
ering total agent personnel, on the num- 
ber who had achieved CLU designation, 
and those now studying for examina- 
tions, reminding them that all Massa- 
chusetts Mutual agents who win this 
award now have examination costs re- 
funded by the company. 

A panel discussion on “Prospects— 
How I Find Them,” led by Paul Black- 
mur, Richard Blackmur agency, Boston, 
presented as speakers Russel S. Had- 
lock (Blackmur); Walter Vander Wolk, 
Springfield; John L. Stone, Hartford, 
Conn.; Morton J. Hall, Albany; Ken- 
neth A. Harvey (Blackmur) and Abe 
Suher, Springfield. Mr. Hadlock em- 
phasized the need for proper mental 
attitude in keeping up to par and over- 
coming a natural tendency of the human 
towards inertia. A recently completed 
audit of his personal life insurance set- 
up revealed needs in his own program- 
ing, leading him to revalue the institu- 
tion of life insurance and to achieve a 
new goal for his own part in this great 
public service. The need for source 
groupings in his personal search for the 
Golden Fleece (prospects) was discussed 
by Mr. Vander Wolk—Reciprocity; Re- 
ferred Leads; Social and Civic Organiza- 
tions; “Nests” Newspapers and Publi- 
cations; Policyholder Family Contacts; 
Observations and Gossip. His work with 
large organizations, using the salary de- 
duction plan, together with prestige 
building, was presented by Mr. Stone. 
Mr. Hall, in a humorous vein. made the 
point that his distinctive red hair (he 
being Albany’s only titian-crowned life 
insurance representative) marking him 
as one apart, had made him learn that 
he must live up to that distinctive mark 
of individuality, since he could never 
blame his errors on “some other fellow 
along the street.” Mr. Harvey advised 
against emphasis on the social side of 
the selling and servicing of life insur- 
ance, remarking that it provided too 





ALEXANDER T. MACLEAN 


JOSEPH C. BEHAN 


Massachusetts Mutual Leaders Show 
How To Meet Present Market 


easy a way for the prospect to defer 
action—the reason for the call. 

Seneca M. Gamble, agency assistant 
at the home office, took for his theme 
“Uncle Sam Can Help You,” revealing 
recent trends in Massachusetts Mutual’s 
direct-mail advertising service, which has 
been winning increasing agent apprecia- 
tion, tying the agent more directly into 
the selling picture in a personalized man- 
ner through company interest in making 
direct-mail advertising costs to the agent 
in the lowest possible brackets. He also 
showed the achievements by the field 
representatives asa result of their use 
of the service during the six years since 
its inception in May, 1933. “The proper 
use of direct mail advertising in con- 
junction with the company’s other ad- 
vertising activities, serves to prevent or 
to cure Chinese rheumatism—caused by 
the iron in the salesman’s system turn 
ing to lead and settling in the trousers 
seat.” 


Business Insurance Discussion 


A noon luncheon was followed by a 
panel meeting on “Business Insurance.” 
General Agent Richard Blackmur, Bos 
ton, had the meeting in charge. In 
view of the strictly regional and there- 


fore common interests of this Massa- 
chusetts Mutual group, Mr. Blackmur, 
a firm believer in seeing the trends 


from the pulse of the business man and 
his interests took for his theme the ap 
plication of business insurance and 
its uses as applied to corporations and 
partnerships here in New England. He 
said in part: “With between 40,000 and 
50,000 corporations and partnerships do 
ing business in New England, of which 
group 22,000 corporations and 6,900 
partnerships filed in Massachusetts in 
1937, there is an ample field even in 
these recession times to render a needed 
and adequate life insurance and_ busi 


ness insurance service to this group 
particularly those capitalized in the 
under one million dollar bracket.” 


Breaking this New England field into 
four company classifications, Mr. Black 
mur cited—l. Close Corporations. 2 
Business Partnerships. 3—Sole Owner- 
ships. 4—Key Men—he went on to ex 
plain simply and briefly the breakdown 
of these forms. He revealed throughout 
his talk the entire approachability of 
business insurance coverages and. the 
personal touch which, combined with 
good business and sound judgment, make 
the average close corporation or smaller 
business partnership succeed—a_ condi- 
tion wiped out too often by death. He 
emphasized the increasing need of 
soundly drawn and executed business 
agreements, supplemented by properly 
written business insurance to liquidat 
stock interests in case of death or dis- 
solutions. 

In the matter of the existent and 
probable future tax situations, Mr. 
Blackmur pointed out that the life un 
derwriter should not only respect but 
encourage the cooperation of the trust 
officer and the attorney in making a 
complete setup for the client. He em 
phasized the thought that it is the job 
of the life underwriter to reveal to the 
prospect or client the need that is in- 
herently existent and can be fulfilled 
by proper uses of life insurance. 

The evening dinner dance in the New 
Ocean House ballroom was in charge of 
Agency Vice-President Joseph C. Behan, 
who presented service awards as a fea- 


(Continued on Page 10) 
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Actuaries of Pacific 
Coast Hold Meeting 


PROGRAM COVERS WIDE RANGE 


Autumn Conference Will Be in Del 
Monte When Investment Heads Will 
Attend the Sessions 


The Actuarial Club of the Pacifie States 
met in Angeles May 11 and 12. The 
\utumn session will be held in Del Monte. 
\mong the papers discussed were those 
of Francis M. Hope on A _ Survey of 
Permanent Total Disability Insurance; A 


Los 


W. Havens, Pacific Mutual, Asset Share 
Calculations and Their Relation to Com- 
mission Levels; A. W. Lewis, Pacific 
Mutual, Apportionment of Home Office 
Handling Expense. The foregoing were 
formal papers. 


Among the informal topics was group 


and regular methods for protecting the 
unpaid balances of mortgages or home 
purchase contracts, on which the point 


was raised that when the insurance pre- 
mium was deducted from the total pay- 
ment no change was contemplated in the 


payment, but the period required for the 
repavment of the loan was extended. 

“The need for cooperation between life 
companies to improve the situation with 
respect to commissions, premium rates, 
non-forfeiture values, underwriting rules, 
etc.,” brought out that there had _ been 
much competition in non-forfeiture 
a plea for better cooperation for 
more uniformity in underwriting, and the 
need for improving the selection at the 
source A tendency toward standardiza- 
tion of premium rates was noted. 

Another informal topic was: Is a war 
clause in life insurance policies desirable ? 
The companies are divided as to necessity 
for it. Use of punch cards for premium 
billing was discussed briefly. As to pre- 
mium billing collection practices, some of 
the speakers said that monthly premium 
business handled individually proved trou- 
blesome; others said the business had been 
successful and their companies were defi- 
nitely favorable to it. Group family poli- 
cies, by C. E. Herfurth, was another 
formal paper read. 

]. L. Kavanagh, Occidental Life; E. V. 
Hoff, Occidental, and Charles Mehiman, 
Colorado Life, were elected to member- 
ship. The club decided to invite the heads 
of investment departments to meet with 
the club at Del Monte. The question of 
having the underwriters participate in the 
next meeting was left to a decision of the 
program committee. 


too 


values; 


HOPES FOR LONG LIFE DASHED 


V. R. Smith, general manager, Confed- 
eration Life, and president Canadian 
Club, Toronto, raised club members’ 
hopes as regards prospects for long life, 
then dashed them to earth. He cited 
statement that in Great Britain the av- 
erage span of life has been increased 
seven years by improved nutrition and 
expressed the hope that eventually men 
will live for 150 years. The sting came 
when he declared that such improvement 
would not affect any of those in his 
audience, as they were born too early, 
but it might affect future generations 


HOOPER HARRISBURG SPEAKER 


J. Henry Hooper, Baltimore, general 
agent for Provident Mutual, was guest 
speaker at the Harrisburg Association of 
Life Underwriters’ recent meeting. Presi 
dent Robert R. Burtner presided. Vice 
President Paul R. Teitrick reported for 
the program committee. The association 
approved the membership applications of 


Frank W. Kilan, I ebano yn: A. L. Beh- 
nev, Annville; Joseph C. Hoffman, Har- 
risburg; Richard L. Kitzmiller, Shippens 
burg; Adolph H, Marcus and James W 
RKunk, Harn sburg , 


BOWLES ON STATE SUPERVISION 


George A. Bowles, Virginia Commis 
sioner, Was guest speaker at a recent 
meeting of the Norfolk and Portsmouth 
Life Underwriters \ssociation He 
talked on state supervision and some 
of the responsibilities of an insurance 
commiussione! 


MEET IN NEW YORK IN JUNE 


Jefferson Standard Will Assemble Four 
Hundred for Convention That Will 
Occupy Three Days 

Ralph C. Price, vice-president Jefferson 
Standard, that 
company’s convention to be 
York June 14, 15 
Convention headquarters will be the Park 
Central Hotel and it is expected that 400 


persons will attend. 


announces plans for the 


held in New 


and 16 are complete. 


There will be two business sessions at 
which time company leaders will be the 
featured speakers. E. Frank Andrews, 
Greensboro agency, and Albert Lee Smith, 
general agent in Birmingham, Ala., are 
the principal speakers for the first day’ s 
— D. E. Buckner, associate actu- 
ary; W. Umstead, Jr., Raleigh agency, 
and bert S. Reeves, Louisville agency, 
will address the second session. 


President Julian Price will extend the 
welcome and Ralph Price will serve as 
general chairman, The entire agency de- 


partment staff will attend and a special 
train will be used in taking care of trans- 
portation, beginning at New Orleans. 
There will be a one-day stop at the home 
office. 


ANNUAL TRENTON MEETING 
The annual gathering of the Trenton, 


N. J., district, New York Life, was held 
May 15 with C. W. Becker, Trenton 
manager, in charge. Speakers were F. 


S. Munsell of Philadelphia, inspector of 


State Would Confiscate 
Abandoned Policy Funds 


The New York Assembly has passed 


and sent to the governor the McNaboe 
bill to require domestic life companies 
to file with Insurance Superintendent 


before November 10 in cach year a state- 
ment of unclaimed or abandoned funds 
due beneficiaries; to publish the list an- 
nually in a newspaper designated by su- 
perintendent, and to pay over all un- 
claimed funds to the state comptroller 
on or before April 10, the comptrollet 
to deposit 75% in a general fund of the 
state and the remainder in a special fund 
for payment of claims. It is estimated 
that $7,000,000 will be obtained from the 
New York State companies subject to 
the amendment. 


OHIO STATE LIFE GROWING 

Assets of the Ohio State Life now 
exceed $20000,000, according to a report 
submitted by President Claris Adams to 
the board. The gain in insurance in 
force in the first quarter of 1939, Mr. 
Adams said, was the largest in a number 


of years. Business in force now amounts 
to $96,437,935, the highest in the com- 
pany’s history. Mr. Adams also an- 


nounced that payments to policyholders 
and their beneficiaries in the first quar- 
ter of 1939 were higher than usual, 


ST. PAUL DISTRICT MANAGER 


Gregory R. Hagan has been appointed 














agencies, and James T. Phillips, actuarial district manager in St. Paul for the 
department. Mutual Benefit. 
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Persistency Placed 
Above Volume Sale 


LINCOLN NATIONAL ANALYsr; 
Emphasizes Question of How 
Should Be in Force in Respec 
Amount That Has Been Produced 


Much 
t to 
In keeping with its New policy ¢; 
measuring the quality of its agents a 
an insurance-in-force 
by volume 
Life 


series of 


basis instead 0 
Lincoln Nation, 
has just completed the first in 
analyses, Th 
actual and expecte; 
persistency of agencies. It should p 
far, the in helping th 
eeneral agent answer the question, “Jus 


produced, 


persistency 


study deals with 


company says, 


how much insurance in force should m 


agency have in respect to the amount ; 
has produced ?” 

The persistency analysis 
agency’s actual insurance in force agains 
the expected amount. The expected figur 
is based on the company’s average experi 
ence. The final ratio of actual to e, 
pected persistency represents a comparisoy 
of the agency’s over-all persistency ray 
with that of the company. : 

Says the Lincoln National : 
persistency rate parallels the com 
pany’s average, its ratio of actual to ex 
pected insurance in force is 100%. | 
its persistency rate is better than th 
company’s, its ratio is more than 100% 
if worse than the company’s, less thar 
100%. The ratio is not affected by vol- 
ume of production. Rather, it depend 
on the quality of business produced an 
the persistency of that business. 

To illustrate with actual figures: As 
sume an agency has a ratio of 100% an 
its insurance in force totals $2,600,00 
If this agency had a ratio of 133% (higl 
est reported in the analysis) it would actu 


measures the 


I 


: If the agen 
cVs 


ally have insurance in force of $3,500,00 
On the other hand, if the agency had a 
83% ratio of actual to expected a 
ency (lowest reported in the survey), 


would have insurance in force totaling onl 


$2,100,000. The $1,400,000 difference oi 
insurance in force depends upon whether 
the ratio is 133% or 83%. Although tl 
original production would have been th 


same in both cases, a large difference 1 
total renewal earnings would have resulted 
from this difference in ratios. 

NEW BUILDING PROGRESSES 

Blocks of highly polished Minnesot 
rainbow granite are rapidly being place 
in the new home office building Bankers 
Life of Iowa is erecting in Des Moines 
The laying of limestone above the gran 
ite is also progressing speedily, and stet 
work has reached the fourth of the si 
floors which will make up the structure 


PILKINGTON ILLINOIS MANAGER 


Robert G. Pilkington, Jr., has beet 
named Illinois regional manager b 
Bankers Life of Nebraska, with hea’! 


quarters in Chicago. He entered life in 
surance in 1931 and was with the Equt 
able Society in Chicago for eight years 
For the past three years he has beet 
educational masaitied at Reno. 


TEXT BOOK BEING CHANGED 
Ray Roberts, general agent State 
Mutual Life, Worcester, and chairmat 
Los Angeles Chamber of Commerce life 
insurance cé mminittee, announces that the 
text book on life insurance written by 
Mr. Reynolds to be part of the adult 
educational curriculum of 
public schools, is being made into a Se! 
of twelve lessons for teachers. 


Re Vv 


NEW BALTIMORE AGENCY 
With Roy B. 





Lanham as general age 
for Baltimore and Maryland, the Lin- 
coln National Life has opened new a! 
attractive offices in the Baltimore Tr 
suilding, Baltimore. Mr. Lanham we 
formerly assistant agency manager ! 
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earch Bureau Holds 
joa Chicago Meeting 


sMALLER COMPANIES TAKE PART 





tire Week to Discussion of 
- Prive List of Those 
Who Attended 


Devote 
Agency 


es of United States life in- 
surance companies having less than $125,- 
000,000 of insurance in force met for a 
frank discussion of some of the agency 
problems they have in common at a 
meeting held under the auspices of the 
Life Insurance Sales Research Bureau at 
the Edgewater Beach Hotel, Chicago. 
May 15-20. The Bureau had _ invited 
those of its member companies which 
fell in this size group to send repre- 
sentatives to the meeting and the at- 
tendance included men from such distant 
points as Portland, Me.; Seattle, Phila- 
delphia, Birminghan and Chattanooea. 
The five-day program was conducted 
largely as a discussion seminar with vari- 
ous members of the Bureau staff in the 
chair and frequent _contributions from 
the group on the topics under discussion. 
The schedule included one or more 
hours on the following subjects: Agency 
department objectives and policies ; finan- 
cial problems; improving the quality of 
business; agency department organiza- 
tion; home office supervision; equipping 
the agency force; agency morale; moti- 
vation; recruiting agents and general 
agents; selection of agents; compensat- 
ing agents and general agents; financing 
agents; the agency plan. 

Company men at the meeting included 
these: 


George A. Adsit, vice-president, Girard Life; 
W. L. Baldwin, president, Colorado Life; George 
Barmore, vice-president, Federal Life; Frank L. 
Barnes, vice-president, Ohio State Life; Richard 
Boissard, vice-president and general manager, 
National Guardian; John Cadigan, vice- 
president, New World Life; L. D, Cavanaugh, 
executive vice-president, Federal Life; Guilford 
Dudley. Jr., vice-president, Life & Casualty; 
E. A. Frerichs, superintendent of agencies, Se- 
curity Mutual of Nebraska; Morris Fuller, vice- 
president, State Farm Life; W. D. Haller, secre- 
tary and agency manager, United Life & Acci- 
dent; J. A. awkins, vice-president, Midland 
Mutual; George R. Holdhusen, superintendent 
of agents, Wisconsin Life. 

M. A. Hyde, vice-president secretary, 
Security Mutual of Nebraska; Trish, 
president, Union Mutual; J. L. Johnson, educa- 
tional director, Wisconsin Life; A. H. Kahler, 
second vice-president, Indianapolis Life; Spencer 
R. Keare, assistant vice-president and superin- 
tendent of agents, Federal Life; Raymond F. 
Low, president, American Reserve; F. Leon 
Mable, superintendent of agencies, Security Mu- 
tual of Binghamton; R. C. Maclellan, vice- 
president, Provident Life & Accident; J. D. 
McSpadden, agency supervisor, Liberty Na- 
tional; S. E. Miles, agency manager, Provident 
Life & Accident; R. S. Moore, assistant super- 
intendent of agencies, Midland Mutual; John 
J. Moriarty, agency vice-president, American 
Mutual. 

Dudley Owen, vice-president, Lamar Life; 
Donald I. Parker, actuary, Security Mutual of 
Nebraska; John J. Parkinson, manager of con- 
servation, New World; LeRoy Portteus, vice- 
president, Indianapolis Life; E. B. Raub, presi- 
dent, Indianapolis Life; W. M. Rothaermel, vice- 
president, Continental American; William J. 
Rushton, president, Protective Life; Frederick 
D. Russell, president, Security Mutual of Bing- 
hamton; G. A. Stearns, sunervisor of agencies, 
Union Mutual; A. W. Tompkins, vice-presi- 
dent, State Farm; V. L. Thompson, agency 
manager, Midwest Life; A. C. Wellman, vice- 
president, Protective Life; W. V. Woolen, agency 
vice-president, Capitol Life; J. D. VanScoten, 
vice-president, Standard of Pittsburgh. 

Members of the Bureau staff from Hartford 
at the meeting were Tohn Marshall Holcombe, 
Ir., manager; B. N. Woodson, L. W. S. Chap- 
man, L. J. Doolin and Ward Phelps. 


Executiv 


y 


and 





NORTHWESTERN MUTUAL PLANS 
The Association of Agents of North- 
western Mutual Life will hold its sixty- 
third annual convention at the home of- 
ice in Milwaukee July 24 to 26. Ac- 
cording to Harold Kaufmann, Minne- 
apolis, chairman of the standing commit- 
tee, set speakers for the regular sessions 
have been chosen, and further details 
will be arranged at a committee meet- 
ing here early in June. Other commit- 
tee members are Julian Walter, Chat- 
tanooga, Tenn.; Bruce Gilmore, DeKalb, 
Ill; Douglas McLain, Springfield, TIL, 
and A. C. F. Finkbiner, Philadelphia. 


Brady Buckley, Springfield, Mass., is as- 
sociation president; Clarence E. Smith, 
vice-president, and Westley Tuttle, Mil- 
Waukee, secretary-treasurer. 

















F, J. FREER 


The Great-West Life announces ap- 
pointment of F. J. Freer as manager of 
mortgage investments and P. S. Bower as 
manager of bond investments. These 
promotions have been made to fill the 
vacancy created by the recent death of 
C. E. Trimmer, former treasurer of the 
company. ; 

Mr. Freer came to the investment staff 
of the Great-West Life in 1930 from 


P. S. BOWER 


assistant treasurer of the company in 
1933. In his present capacity he will 
have charge of the entire mortgage in- 
vestments of the company. 

Mr. Bower joined the actuarial depart- 
ment of the Great-West Life in 1925. 
He transferred to the investment de- 
partment in 1930 to organize the bond 
investment section. Mr. Bower was ap- 
pointed assistant treasurer in 1933 and 
has established a well-earned reputation 





the land settlement department of the for his thorough knowledge of bond 
Canadian National Railways, becoming investments. 
LEGISLATION IN MARYLAND PLAN WISCONSIN MEETING 





Governor Signs Bill to Increase Pay of 
State Actuary to $6,000 a Year; 
Raise Limit on Loans 

The Maryland legislature has passed 
several bills of interest to life insur- 
ance which have been signed by Gover- 
nor Herbert R. O’Conor. 

The actuary of the Maryland Insur- 


‘ ance Department will receive compensa- 


tion of $6,000 a year under the pro- 
visions of a law which had the strong 
backing of the Insurance Department, 
which was faced with difficulty in filling 
the position because of the fact that the 
compensation was limited to $4,500 a 
year. 

Amendment of the Maryland law to 
enable insurance companies to increase 
certain loans authorizes loans by insur- 
ance companies up to 66 2/3% of the 
appraised value of real or leasehold 
property secured by first mortgages in- 
stead of the former limit of 60%. The 
State Insurance Department, while not 
sponsoring the bill, made no objection to 
it if appraisals are conscienciously and 
conservatively made. 

Reduction of the fees the Maryland 
State Insurance Department is author- 
ized to charge for the valuing of in- 
dividual policies of life insurance com- 
panies is provided in a new law. Under 
the provisions of the measure this fee 
is reduced from $30 per million to just 
half that amount. 





WILBUR WYNANT DEAD 

Wilbur Wynant, 69 years old, Ply- 
mouth, Ind., organizer and chairman of 
the board of directors of the Atlas Mu- 
tual Life, died recently in his home of a 
heart attack. He was prominent in In- 
diana, Illinois and Ohio insurance circles. 
He formerly headed the State Life of 
Illinois and the Reserve Loan Life of 
Ohio and had represented other com- 
panies. He organized the Fraternal In- 
surance Society of Fort Wayne. which 
later merged with the Lincoln National 
Life. 





THREE APPS LAST WEEK 
John Weldon of Wilmington, Del. 
set the Bankers Life of Iowa pace in 
the week ended May 16, with three apps 
for $25,000. 





State Association to Meet at Wausau 
June 14; Speakers and Committee 
Heads Named 
Members of the Wausau (Wis.) Life 
Underwriters Association will be hosts to 
the third annual convention and sales 
congress of the Wisconsin State Asso- 
ciation of Life Underwriters, which will 
be held in Wausau, June 14. C. K. Gus- 
tafson is president of the Wausau unit. 
Chairman of the general convention com- 
mittee is George R. Bennett, with John 
L. Opermann chairman of the sales con- 
gress; C. T. Tucker of credentials com- 
mittee, Del Curtis of registration, and 
Robert H. Helling, reception committee. 
It is expected that 300 life underwriters 
will attend the sales congress and con- 
vention. Aiding in the arrangements for 
the convention are Robert Hesse, Madi- 
son, president of the state association, 
and Gilbert Green, of the local Chamber 

of Commerce. 

Convention speakers will include Hol- 
gar Johnson, president national associa- 
tion; A. R. Jaqua, Cincinnati. Ohio, asso- 
ciate editor Diamond Life Bulletins; 
Harry T. Wright, Chicago, secretary na- 
tional association, and Ralph M. Ham- 





burger, Minneapolis, general agent, 
Northwestern Mutual. 
ADMITTED TO A. L. C. 
The Knights Life Insurance Co. of 


America, home offices, Ridge and Gal- 
veston Avenues, N. S., Pittsburgh, has 
been admitted to membership in the 
American Life Convention, Colonel C. 
B. Robbins, manager and general coun- 
sel of the Convention, announced today. 
The admittance of the Knights Life In- 
surance Co. of America to membership 
in the American Life Convention brings 
the total number of companies in the 
organization to 151, domiciled in thirty- 
eight states, the District of Columbia 
and Canada. 
NAMED BROKERAGE MANAGER 
Julius May has been appointed bro- 
kerage department manager for South- 
ern California of the Bankers National 
Life, Montclair, N. J., according to an 
announcement made by Perez F. Huff, 
resident vice-president for the Pacific 
Coast. Mr. May is well known in Los 
Angeles. 


Part-Time Agreement 
Called Prestige Builder 

HOLGAR JOHNSON GIVES VIEW 

Tells San Francisco Men of Part Na- 


tional Association Program Has in 


Public Good-Will 








That the agency practices agreement is 
still a major prestige-builder for the 
institution of life insurance in its con- 
tacts with the public was the chief mes- 
sage that Holgar J. Johnson, president 
National Association of Life Underwrit- 
ers, brought to members and guests of 
the San Francisco Association meeting 
yesterday. 

“If the association expects to carry 
through its prestige-building public rela- 
tions program with complete success,” 
said Mr. Johnson, “we must necessarily 
recognize that this implies a part we 
must play in proving to the public that 
they are getting a high quality of service 
and a high type of agent. As a means 
of doing just that, we as an association 
must necessarily support the Agency 
Practices Agreement and work definitely 
for the elimination of the part-time 
agent in urban centers and the unfit 
agent everywhere. 

“When the public becomes aware to a 
greater degree of the self-regulation and 
improvement within the industry itself, 
they will be inclined to look with greater 
confidence upon both the agent and the 
institution he represents.” 

Cites Commissioner's Talk 


As evidence of the fact that a few 
part-timers and unfit agents can under- 
mine the educational work done by a 
host of ethical career underwriters, Mr. 
Johnson quoted from a recent speech 
by Insurance Commissioner Charles F. J. 
Harrington of Massachusetts in which 
the commissioner stated that 75% of the 
complaints received at the Insurance De- 
partment could be traced to improper 
advice or improper servicing by part- 
timers. 

“Of course,” continued Mr, Johnson, 
“the institution has made great strides 
in its efforts to better agency practices 
during the past few vears. But until 
we can go to the public and show them 
that every agent is a qualified agent, our 
public relations work cannot be 100% 
effective.” 

Comment to General Agents 

In addressing the San Francisco gen- 
eral agents’ and managers’ group at a 
special breakfast meeting, Mr. Johnson 
spoke in similar vein, urging his listeners 
to build career underwriters “and not 
just hire men as production factors. 

“General agents create their own ‘unfit 
agent’ problem when they hire individu- 
als who will give them, they believe, a 
certain volume of production over a tem- 
porary period,” he said. “I am convinced 
that the thing our general agents and 
managers must do is recognize the fact 
that when they recruit a person, they 
should recruit only those whom they 
trust will become career underwriters.” 

The National Association head brought 
out the essential kinship between the 
recruiting problem and the unfit agent 
problem, declaring that the solution of 
the first will in a great measure aid in 
bringing about the solution of the second. 





New York Medical Bureau 


And Silicosis Measures 

The New York senate has struck out 
the enacting clause of the Steingut bill 
amending the workmen’s compensation 
law and the labor law, in relation to 
authorization of compensation medical 
bureaus and laboratories. 

The senate has also passed and sent 
to the assembly the Condon bill to amend 
the compensation law in relation to treat- 
ment and care for disability caused by 
dust diseases. 


FREDERICK FRENCH DEAD 
Frederick French, 52, former general 
agent, Northwestern Mutual, Salt Lake 

City, Utah, died in that city May 11. 
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Piper Comments On 
Industrial Business 


TO LOOK INTO COUNSELLORS 


One New York Policyholders’ “Ad- 
isor” Said to Have Fifty 15-Minute 
Radio Programs Here 





The Piper joint legislative committee 
on the revision of the New York In- 
surance Law in its report to the legisla- 
ture points out that of the $20,700000,000 
Industrial insurance in force at the end 


of 1937, one-fifth was on the lives of 
New York State residents. The report 
also stated that 99% of the Industrial 


insurance written in New York State 
goes to the Metropolitan, the Prudential 
and the John Hancock. It states further 
that between 1933 and 1937, $28,000,000,- 
000 worth of Industrial insurance was 
terminated. Seven percent of this was 
matured endowments and death claims. 
Terminated by cash was 29% and 64% 
by methods not involving any payment 
to policyholders. A further statement in 
the report is that 19% of all endowment 
insurance issued in New York State was 
on the lives of children under one year. 

On the subject of insurance counsel- 
lors, which the report suggests be the 
subject of investigation by the commit- 
tee, it says: “It is reported that one in- 
surance counsellor has now established 
offices in several cities and that he has 
fifty 15-minute radio programs each week 
ry carried by stations in the vicinity of 


New York City.” 


Appointed Contsalles 
For Jefferson Standard 


Julian Price, president, Jefferson Stand 
ard Life, has announced that Victor A. 
Sapp, assistant controller, has been ap- 
pointed to fill the position of controller. 

Mr. Sapp began his life insurance 
career with the Jefferson Standard, en- 
tering the service of the company in 
September, 1919. As a member the ac 
counting department he has filled the 
position of bookkeeper, assistant cashier, 
cashier, and assistant controller. His 
promotion to the post of controller is 
effective immediately. 


COVERED UNDER GROUP PLAN 


Western Cartridge Co. Provides Life In- 
surance for 3,500 Employes; Under- 
written by Travelers 


Announcement has been made by the 
Western Cartridge Co. of the institution 
of a Group life, accident and sickness 
insurance plan for the benefit of its 
3,500 employes in the Winchester Re 
peating Arms division and the Bond 
Electric Corp. division, New Haven, 
Conn. Al! full-time employes are imme- 
diately eligible for participation in the 
plan, five months’ service being required 
of new employes hired after its effective 


date. The plan, underwritten by the 
Travelers, is on a contributory basis. 
The individual amounts of life insur- 


ance range from $500 to $3,000, and are 
payable in the event of the employe’s 
death from any cause while his insur- 
ance is in force. The total amount of 
life insurance provided for under the 
policy is approximately $3 000,000. Week 
ly accident and sickness benefits, based 
upon the same classification of em- 
ployes, range from $7.50 to $30, and are 
payable in the event of total disability 
resulting from any non-occ upational ac- 
cident or any sickness requiring services 
of a physician. Approximately $35,000 
weekly indemnity is provided for by the 
policy. 


SIX CLAIMS IN FIRST YEAR 

Bankers Life of Iowa’s April policy 
payments totaled $1,981,056.07. Of this 
amount, living policyholders received 
54%, or $1,067,678.07, in dividends, dis- 
ability and annuity checks, etc. To 
beneficiaries of the 208 policies which 
became death claims in April, Bankers 
Life paid $913,378. Six death claims 
were paid on policies in force less than 
one year. 
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New Maryland Commissioner 


Underwood & Underwood 
JOHN B. GONTRUM 
The office of Maryland Commissioner 
of Insurance, to which he was appointed 
several days ago, is now being filled by 
John B. Gontrum, formerly Maryland 
Secretary of State. Mr. Gontrum took 
the oath of office on May 18 and went 
to his new offices later in the day where 
he was greeted by the staff of the Com- 
missioner’s office. 
Cominissioner is a 


The new leading 
lawyer and was a candidate for the at- 
torney-general of Maryland nomination 
in the primary election last Fall. Soon 
after Gov. Herbert R. O’Conor took of- 
fice in January he appointed Mr. Gont 
rum Secretary of State, an office he 


filled until he became Insurance Com 
missioner. For the last four years Wes- 
ley S. Hanna has been Commissioner. 





Occidental to Write 
Group Life Insurance 


TO INCLUDE ACCIDENT COVER 





On Employe Groups from 10 to 49; May 
Include Hospitalization; Amounts 


From $1,000 to $5,000 





Occidental Life announces it now will 
write Group insurance for employe 
groups of from ten to forty-nine em- 
ployes. It will be sold to firms but not 
to clubs or societies. It will include 
life insurance plus accidental death and 
dismemberment and (where twenty-five 
or more employes are included) hos- 
pitalization features if desired; it will 
be written on the annual renewable Term 
plan; in amounts from $1,000 to $5,000 
according to schedules based on employ- 
ment classification; 75% of the employes 
of the firm must apply for the insur- 
ance; premiums may be paid monthly, 
quarterly, semi-annually or annually by 
employer and employe jointly; benefits 
may be paid in lump sum, or part lump, 
or part monthly income or entirely in 
monthly income for a specified period. 

Unon termination of employment the 
insurance ceases at the end of that 
policy month, but the employed may then 
exchange his insurance without medical 
examination for any individual policy ex- 
cept Term insurance at the rate for his 
attained age; insurance must be inaug- 
urated through the employer whose mas- 
ter policy must be secured before em- 
ploves may be solicited. 

The new insurance is available at first 
in all the territory in Continental North 
America where the company is licensed, 
save the State of Towa, Pennsylvania 
and Louisiana. 


AGENT TO PLAY BASEBALL 

Ted Duay, who has been with the 
Thomas E. Hartman agency, New, Eng- 
land Mutual Life, Newark, will play’ base- 
ball this season with the Memphis Base- 
ball Club of the Southern Association. 
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Actuaries Re-elect Meat 
Klem Secretary; New Coungi 





RAY D. 


MURPHY 


In connection with the fiftieth anni- 
versary meeting of the Actuarial Society 
of America at the Waldorf-Astoria last 
Thursday and Friday, the present officers 
were re-elected, Ray D. Murphy, vice- 
president and actuary of the Equitable 
Society, being elected president, the only 
changes in the slate being the election 
of John M. Laird, vice-president Con- 
necticut General Life, to a full term as 
vice-president, and Walter Klem, assist- 
ant actuary, Mutual Life of New York, 
who was elected secretary succeeding 
Joseph B. Maclean, who has been sec- 
retary for a number of years. Mr. Mac- 
lean was elected member of the council. 


The following were elected to the 
council: Horace R. Bassford, actuary 
Metropolitan Life; George W. Bourke, 
actuary Sun Life of Canada; Lorne K. 
File, actuary Canada Life; Joseph B. 
Maclean, associate actuary Mutual Life 
of New York, and Edmund M. McCon- 


ney, vice-president Bankers Life of Des 
Moines. 


BRITISH PRUDENTIAL’S YEAR 





Assets Show Heavy Increase While New 
Business Fell Short of 1937; In 
Force $4,390,000,000 
Assets of Prudential Assurance, Lon- 
don, on December 31 showed an increase 
of £15,723,319 during last year to £6,- 
139,159 ($1,730,695,795). Income from all 
sources for 1938 totaled £56,222,018 ($281,- 

110,090), an increase of £1,586,838. 

New sums insured in the Ordinary 
branch exceeded £31,762,000 ($158,810,000) 
This figure was £695,000 short of the 1937 
record, but was £1,000,000 over the 19% 
figure. The number of life policies in 
force at the end of the year in the 
Ordinary and Industrial departments was 
over 29,300,000 and the total sums in- 
sured, including declared bonuses, is now 
over £878,000,000 ($4,390,000,000) 

OLD LINE LIFE MEETING 

Plans are well under way for the an- 
nual convention of agents of the Oli 
Line Life of America to be held at 
Lawsonia on Green Lake, Wis., Juve 26 
to 28. Merle F. Ryan, company treas- 
urer, is general chairman of the con- 
vention. Other convention chairmen are 
Paul A. Parker, agency director; War- 
ren J. Moore, secretary; H. B. Sturte- 
vant, actuary; N. Loughran, advertising 
manager. Speakers will include C. & 
Davis, manager eastern railroad depart- 
ment, Pacific Mutual Life, and A. &. 
Jaqua, editor Diamond Life Bulletins. 


McDERMOTT FIELD ASSISTANT 

Clyde McDermott, one of the large 
personal producers of the agency, has 
been promoted to be field assistant to 
Rudolph F. E. Wiedemann, district man- 
ager for Hollywood for the Kellogg Van 
Winkle general agency, Equitable So- 





ciety, Los Angeles. 
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A BALANCED DIET 
-vital to your Familys Health 


A well-balanced daily diet for healthy people 
should include a plentiful supply of “Protective 
Foods’’—-milk and other dairy products, fresh vege- 
tables and fruits. These are necessary to maintain 
health and build resistance to disease—not simply 
“desirable extras.” 


Your diet should also include “Building Foods,” 
particularly meat, fish, cheese and poultry——neces- 
sary to make sturdy muscles. It should in addition 
contain daily servings of ‘““Energy Foods’’—sugar, 
bread, cereals and fats— which create power for 
work, play and all other activities of the body. 


All of the elements contained in such a diet are im- 
portant to protect health. Milk is particularly valu- 
able. Wherever possible every child should have a 


quart and every adult a pint a day—as a beverage « -: 


or used in other food. 


But a “‘balanced diet” is concerned with more than 


just “what” you eat. “How” and “when” must be iil 
considered. The eat-and-run habit is likely to take |% 
a heavy toll in stomach disorders. If you have only |::: 


fifteen minutes, a light meal such as a bowl of crack- 
ers and milk followed by fruit will do you more good 
than a heavier meal swallowed practically whole. 


3 State 
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Fat at regular intervals and whenever possible take 
time to sit quietly at a table and enjoy a well-chosen 
meal. Regular eating habits are especially important 
for growing children. 


Give real thought to your diet—whether you eat at 
home or in restaurants. You will find it decidedly 
worth-while, for remember this—keeping healthy 
begins with the eating of proper foods, in proper 
quantities, at proper times. 


Your whole family may profit from reading the 
Metropolitan booklet ‘“‘The Family Food Supply.” 
It describes the values of various foods and the 
elements they contain. Homemakers, especially, 
will like the advice on how to plan appetizing, 


nourishing and inexpensive meals. A post card cr 


the coupon will bring you a copy. 





METROPOLITAN LIFE INSURANCE CO. 
1 Madison Ave., New York, N.Y. 
Dept. 639-U 

Please send me, without obligation, your 
booklet, “The Family Food Supply.”’ 


ee - 


Address a 
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Plan to visit The Metropolitan's Uxhibits at 
THE NEW YORK WORLD'S FAIR and THE GOLDEN GATE INTERNATIONAL EXPOSITION IN SAN FRANCISCO 


METROPOLITAN LIFE INSURANCE COMPANY 


FREDERICK H, ECKER, Chairman of the Board 


LEROY A. LINCOLN, President 


ONE MADISON AVENUE, NEW YORK, N. Y,. 


Copyright, 1939, by Metropolitan Life Insurance Company 


























This advertisement appears in the May 27th issues of 
Collier's and Saturday Evening Post; in Time, May 29th; 
and in the June issues of Atlantic Monthly, Harpers 
Magazine and National Geographic Magazine. 


The total circulation of all these magazines is more than 22,500,000. 


An advertisement headed "Do you know your vitamins?” 
appears in the June issues of American Magazine, Good 
Housekeeping, Hygeia, Ladies’ Home Journal, McCall's 
Magazine, Parents’ Magazine, Redbook Magazine and 
Woman's Home Companion. 
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Accident & Health 
Insurance Day at the 
N. Y. World's Fair 


No wide awake life insur- 
ance agent or broker should 
overlook the prestige building 
value of this special day, June 
23, arranged through the alert- 
ness of the Accident & Health 
Club of New York. This event 
ean profitably be tied in with 
your sales campaigning now 
for personal accident insur- 
ance. 


The PREFERRED ACCI- 
DENT’S 55th anniversary Pol- 


icy, with its unusually attrac- 
tive features for applicants 
who may qualify, can help you 
in your solicitations. It con- 
tains many liberal features at 
a low premium cost. It is one 
of many accident policies is- 
sued by this company offering 


exceptional opportunities to the | 


LIFE INSURANCE AGENT 


who is not afraid to talk 
accident insurance during his 
interviews. 


These policies are backed by 
a casualty company that has 
specialized in offering quality 
accident insurance to preferred 
classes of risks for more than 
fifty years. 


Accident insurance is the 
easiest form of insurance to 
sell. Everyone is a prospect, 
daily newspapers are full of 
leads, the demand is increas- 
ing and April’s Accident & 
Health Week observance cen- 
tered the attention of the 
nation on this line. 


You might as well capital- 
ize on this form of insurance 
as you go along. If you don't 
someone else will. 


Send for complete details on our 
accident policies. 


The 
PREFERRED ACCIDENT 


Insurance Company of New York 
New York, N. Y. 


80 Maiden Lane 














HEARD on the WAY 








For the Prudential’s dramatic serial tending to impair her health or shorten 


which will have its initial broadcast over 
the Columbia network Monday, May 29, 
at 2:45, two youthful radio actors have 
been selected. Noel Mills, who has ap- 
peared on many radio programs will 
portray Joan Field in “When a Girl 
Marries” and John Raby will be in the 
role of the struggling young lawyer who 
marries above his social station. They 
will be supported by Frances Woodbury, 
well known for her work on many net- 
works. 

A fine portrait in oils of Sir William 
Palin Elderton, C. B. E., managing direc- 
tor and actuary of the Equitable Life of 
England, is hung in the Summer exhibi- 
tion of the Royal Academy of Arts, Lon- 
don. It is the portrait by Harold 
Knight, R. A., which was presented to 
Sir William by the company early this 
year, and shows him in a blue lounge 
suit and matching tie with white pinhead 
spots. The critics describe it as a first- 
rate piece of portraiture. 





In 1854 the guardian of a 10-year-old 
girl living in Weyhill, England, took out 
a policy on her life. Now the little 
girl has died at the age of 95, establish- 
ing what is claimed to be an insurance 
record for all time. The policy ran con- 
tinuously for eighty-five years. Benefi- 
ciaries under the woman’s will receive in 
bonuses nearly three times the sum in- 
sured. 

The policy was taken out with the 
Legal & General after it had been es- 
tablished eighteen years. It was a with- 
profit £300 life policy. The premium 
was £5 10s. 9d. ($27.68), which means 
that, in all, £470 13s. 9d. ($2,353.43) was 
paid to the company. During the eighty- 
five years bonuses accumulated which 
have amounted to £829 ($4,145), which 
represents an average of 1 3/5% per an- 
num compound interest over the entire 
period. The value of the policy at death 
was thus £1,129 ($5,645). 

The Legal & General has hundred of 
documents relating to this old policy. 
Many of the clauses in the policy are 
worded identically as they are today in 
modern policies. 

A local clergyman was referee for the 
girl when the policy was applied for. He 
must have been a wit, for in answer to 
the question: “Do you know of anything 


her life?” he wrote: “Nothing except 
want of breath and the common fate of 
all, whether insured or not.” 

The clergyman added: “As she has 
only resided here for a brief period I 
am about as much fitted to be a referee 
as the reigning monarch of Timbuctoo.” 





Here’s a yarn, just come to light, of a 
life insurance policy which was sunk in 
the Yangtze River, China, when the UV, S. 
gunboat Panay was bombed by the Jap- 
anese. The story as it came to me is 
this: 

A perfectly good Penn Mutual Family 
Income policy reposes at the, bottom of 
the Yangtze River, above Shanghai, 
somewhere in the “sea chest” of Lieuten- 
ant A. F. Anders, executive officer of the 
ill-fated Panay. But.despite its watery 
grave, it is still a valid policy, protecting 
the Anders family against all hazards 
involved in the event of Lieutenant And- 
ers’ death. 

Commander Philip F. Hambsch of the 
Penn Mutual’s Baltimore agency, who is 
well known to many of the United 
States Navy with policyholders in most 
of the known world, reports a letter 
from Lieutenant Anders, written from 
the U. S. Naval Hospital at San Diego 
where, for a year, he has been conva- 
lescing from injuries received during the 
Japanese bombing of the Panay, and in 
actual command after a Japanese bullet 
put the commander out of action. Un- 
der odds which proved overwhelming, 
Lieutenant Anders directed the effort to 
repel the attack of the Japanese planes, 
continuing his orders by writing in chalk 
on the ship’s bulkhead after a shot in 
the neck had rendered him spegchless. 
With the other survivors, he escaped 
from the sinking ship and proceeded 
overland through great hardships, finally 
reaching the U. S. cruiser Augusta at 
Shanghai. A_ severe coughing spell 
shortly thereafter dislodged the leaden 
slug which had temporarily destroyed 
Lieutenant Anders’ power to speak. With 
a Distinguished Service Medal and other 
honors he has been resting at San Diego. 
Now, “good as new” again, he is able 
to control his injured hands and write 
to Commander Hambsch to ask for a 
duplicate of the policy lost in line of 
duty when the Panay was sunk. 


Uncle Francis. 





HOLGAR JOHNSON’S SCHEDULE 





Final Speaking Tour of National Presi- 
dent Takes Him From West Coast 
to Maine in Month 

Holgar J. Johnson of Pittsburgh, presi- 
dent National Association of Life Under- 
writers, will close his scheduled series of 
speaking tours as chief executive of the 
association with eleven addresses that 
will carry him from San Diego, Calif., 
to Portland, Me., during the last days 
of May and the month of June. 

In his last tour as president, Mr. 
Johnson will talk at the “country club 
sales congresses” of the Vermont, New 
Hampshire and Maine Associations, held 
on June 22 at Barre, 23 at Manchester 
and 24 at Portland, respectively. 

The complete schedule follows: May 
29—San Diego; 30—Arizona Association 
at Phoenix; June 1—Oklahoma Associa- 
tion at Oklahoma City; 2 and 3—Texas 
State Association at San Angelo; 13— 
Chicago; 14—Wisconsin State at Wau- 
sau; 15—Minnesota State at Minne- 
apolis ; 16—Akron; 22—Vermont State at 
Barre; 23—New Hampshire State at 
Manchester; 24—Maine State at Port- 
land. 





HUNT G. A. AT LUBBOCK 
Louis Earl Hunt has been appointed 
general agent by General American Life 
at Lubbock, Texas. The district com- 
prises sixteen counties. Mr. Hunt has 


SEEKS TO CANCEL POLICIES 


Occidental Life Contends Racketeér’s 
Life Is Not an Insurable Risk; 
Files Suit 

“A racketeer’s life is not an insurable 
risk.” So contended the Occidental Life 
Insurance Co. in a suit filed in Superior 


Court May 20 in which it seeks authority 
to cancel policies of $10,000 and $55,000 
on the life of Robert Cowan, former 
wealthy cleaning plant owner, now under 
sentence for life for murder. 

“Cowan represented himself as having 
no other occupation other than running 
a cleaning and dyeing plant, whereas he 
was engaged in the more hazardous oc- 
cupation of racketeering and vandal- 
ism,” the company’s complaint charged. 
“He was not an insurable risk and was 
in constant danger of death and subject 
to punishment by the state to death or 
imprisonment,” the complaint continues. 

Cowan was convicted in April, this 
year, along with five others, for the 
eight-year-old murder of John Stock- 
man, negro night watchman in a clean- 
ing plant. 

The policies the company seeks to can- 
cel were taken out May 22, 1937, and 
made Mrs. Lillian Cowan, his wife, bene- 
ficiary. 








been in life insurance for ten years and 
has had experience as agency manager 
as well as producer. 
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Two More Speakers 
On St. Louis Progra 

ENGELSMAN ANNOUNCES NAMES 





Governor Stassen of Minnesota and |) 
der-Sec’y of Treasury Hanes to ' 
Further Convention Theme 





Harold E. Stassen, governor of Minne 
sota, and John W. Hanes, under-secre. 
tary of the treasury, two men whose re. 
cent activities have made them widely 
known in the political and financial jij 
of America, will be speakers on the 
Golden Anniversary Convention progran 
of the National Association of Life Up. 
derwriters, to be held in St. Louis on 
September 25-29, it has been announced 
by Ralph G. Engelsman, program chair- 
man, 

Governor Stassen, who rode into the 
state capital on a landslide vote last No. 
vember, has swiftly become one of the 
nation’s ranking young Republicans 
Only 32 years old, he represents th 
“new leadership” of his party that is he. 
coming increasingly active on the politi- 
cal scene. Under-Secretary Hanes js 
one of President Roosevelt’s most recent 
appointments to a high post; last No- 
vember 1, after leading in the reorgani- 
zation of the New York Stock Exchange 
as a member of the Securities and Fx. 
change Commission and after Only four 
months’ service as assistant secretary of 
the treasury, Mr. Hanes was appointed 
to his present position, second only to 
Secretary Morgenthau. 

_Those who have definitely accepted in- 
vitations to appear before the national 
meeting now include Matthew Woll, 
Juan T. Trippe, Fred A. Healy, Mr 
Stassen and Mr. Hanes. Further names 
both of those prominent in public life 
and in life insurance, will be announced 
as their acceptances are received, ac- 
cording to Mr. Engelsman. They will all 
develop the theme of the meeting, “The 
Contribution American Life Insurance 
Has Made to American Life,” as it ap. 
plies to their own businesses and pro- 
fessions, in their talks before the con- 
vention. 

Some Facts About Hanes and Stassen 


Born in Winston-Salem, N. C., John 
W. Hanes was graduated from Yale in 
1915 and began his business career with 
the American Tobacco Co. He accepted 
appointment by President Roosevelt as 
a commissioner of the Securities and Ex- 
change Commission in December, 1937, 
and served in that capacity until Presi- 
dent Roosevelt named him assistant sec- 
retary of the treasury on July 1, 198 
Mr. Hanes was appointed under-secre- 
tary of the treasury by the President on 
November 1 of last year. He has super- 
vision of the Bureau of Internal Revenue 
and a wide range of other duties in- 
volving tax matters. His speeches and 
articles as a member of the SEC stressed 
the need of cooperation between govern- 
ment and business. 

Born only 32 years ago, Harold E. 
Stassen has climbed in a few eventful 
years from a Dakota county farm boy to 
the commanding position of chief exec- 
utive of a great state. He worked his 
way through the University of Minne- 
sota, taking his B.A. in 1927 and his law 
degree in 1929. He was admitted to the 
bar in the latter year and began the 
practice of law in South St. Paul. In 
1930 he filed as a candidate for county 
attorney and won his first victory at the 
polls. He met the tests of labor trouble 
in his district, and won the confidence 
of both working and business men with 
his equable work as mediator and attor- 
ney. With an excellent record behind 
him, Mr. Stassen won easily when he 
came up for re-election in 1934. In 
1937 a boom was started that carried him 
into the governor’s chair last year over 
seasoned campaigners. 





FOSTER ADDRESSES VETERANS 

Guy L. Foster, general agent at Mat- 
chester, N. H., for John Hancock, at- 
dressed a recent meeting of the Amer- 
icanism class, Manchester Chapter ° 
Disabled American Veterans, 
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Mutual Counsel 


In spring and fall, summer and winter, 
the representatives and policyholders 
of the Massachusetts Mutual enjoy not 
only the great resources and splendid 
facilities of this progressive financial 
institution, but also that mutual counsel 
and co-operation which make every 
relationship a definite advantage to all 


those who rely on our service. 


Meassachuset Mutual 


LIFE INSURANCE COMPANY 
Springfield, Massachusetts 
Bertrand J. Perry, President 
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Paul Sanborn Backed 
For Nat’l Ass’n Trustee 


FRANK B. SUMMERS NOT TO RUN 
Sanborn Resigns From Nominating Com- 
mittee Following Endorsement 
by Boston Group 





The resignation of Paul C. Sanborn 
from this year’s nominating committee 
of the National Association has been 
tendered to President Holgar J. John- 
son and Ralph G, Engelsman, chairman 
of the committee, following the endorse- 
ment of Mr. Sanborn by the Boston 
Association of Life Underwriters to suc- 
ceed Frank B. Summers, now national 
trustee from Boston, who will not be a 
candidate for re-election. 

At the mid-year meeting of the Na- 
tional Association, Mr. Sanborn’ was 
elected to the nominating committee but 
at that time it was not known that Mr. 
Summers would not be a candidate for 
re-election, nor was it foreseen that the 
Boston Association would prevail upon 
Mr. Sanborn to accept that associations 
endorsement for nomination for the 
trusteeship about to be vacated. 

Last year, Paul F. Clark of Boston, 
now vice-president, John MHancock, 
ceased to be a trustee so that with the 
withdrawal of Mr. Summers one of the 
largest local associations in the country 
finds it necessary to endorse the candi- 
dacy of a new man. 

Mr. Sanborn is serving this year as 
the chairman of the Million Dollar 
Round Table. He has been active in be- 
half of his local association and is at 
present a member of the executive com- 
mittee of the Boston General Agents 
and Managers Association. 

If nominated and elected, Mr. Sanborn 
will bring to the Board of Trustees a 
comprehensive and varied life insurance 
experience together with youthful en- 
thusiasm which is indicated by the fact 
that he was only 21 when he was in- 
ducted into the business eighteen years 
ago. A general agent of the Boston 
agency, Connecticut Mutual, he is a 
producer of large volumes of personal 
business and has written more than a 
million dollars of business in fifteen of 
his eighteen years in life insurance. In 
spite of extensive traveling to keep 
speaking engagements at meetings of 
various underwriters associations and his 
duties as a general agent, he is still main- 
taining his usual production pace. 


Piper Committee Given 
Broader Powers to Probe 


The resolution to continue the Piper 
Committee, the joint legislative committee 
to revise the New York insurance law, 
which carried an appropriation of $30,000, 
passed the Saturday session of the legis- 
lature. The committee has much wider 
powers than heretofore being authorized to 
investigate among other phases of insur- 
ance, the industrial business with special 
reference to its effect upon the social and 
economic life of citizens of this state; ade- 
quate representation of policyholders in the 
directorates and management of mutual life 
insurance companies; regulation of the ac- 
tivities of insurance counsellors and ad- 
visors; all controversial subjects which 
were excluded from the Insurance Recodi- 
fication Bill; and any and all other sub- 
jects relating to insurance which have been 
or may be brought to the attention of the 
committee. 


CANADIAN SALES BETTER 


Sales of Ordinary life insurance in 


Canada and Newfoundland in March 
showed the first increase in many 
months. The total at $33,500,000 was 


2.38% above March a year ago. 

The result of the gain in March was 
that sales for the first quarter, in spite 
of declines in January and February, 
were slightly above those of last year. 
Total volume for the first three months 
was $94,800,000, against $94,600,000 for the 
same 1938 period. The figures are based 
on returns to the Canadian Life Insur- 
ance Officers Association and are ex- 
clusive of Group and annuities. 


Named in Philadelphia 








By Manufacturers Life 





JOHN R. RHOADS 


Manufacturers Life announces appoint 
ment of John R. Rhoads as agency as 
sistant in its Philadelphia branch where 
he will be associated with Branch Man 
ager Walter Gallagher. After graduation 


from Penn State College Mr. Rhoads 
was connected with a commercial con- 
cern as assistant sales manager. In 1930 


he joined the Equitable Society and for 
the last two years he has represented 
Connecticut General Life. Mr. Rhoads’ 
average annual production has been over 
$400,000 and he has specialized in estate 
planning and tax analysis. 








James H. Brennan, general agent at 
Chicago for Fidelity Mutual, was guest 
speaker at a recent meeting of the La- 
Porte County Life Underwriters Asso- 
ciation at Michigan City, Ind. 





Smmmaaien 





EPHEMERAL PLANS 


The history of selling insurance is too much a record 


problems. 








is ingrained as the most successful procedure in all Company 
agencies. Persistent use of a sound stabilized sales procedure 
is responsible for a history of continued success. 


STATE MUTUAL LIFE 


ASSURANCE COMPANY 


of Worcester, Massachusetts 


Incorporated 1844 


Over 95 Years a Synonym for Security 








of false starts, of stallings, of changes. 
sales plans is excessive because agents have been bewildered 
by a multiplicity of sales helps, each aimed at plugging up 
a hole left by its predecessor. 


When the need for simplicity and persistence in methods 
is acute, when sales conditions themselves present enough 
problems for the agent to face, he has often been asked to 
apply sales methods as strange and ephemeral as_ the 


The State Mutual Plan has ended its fourth successful 
year, its fundamentals developing instead of changing. It 


Mass. Mutua 


(Continued from Page 3) 
ture of the dinner before the entire 
enthusiastic gathering. 

Selling Plans to Fit Needs 

Orrin S. Spencer of Hartford, Conn., 
was chairman for the Friday morning 
session with General Agent Roderick 
Pirnie of Providence, R. I., formerly ac- 
tively associated with the Massachusetts 
Life Underwriters Association as speak- 
er on “Programming.” 

In his usual enthusiastic manner, Gen 
eral Agent Pirnie stirred even the most 
blaze agents present by his simple, di- 
rect yet emotional breakdown of the 
thought and action behind estate plan- 
ning sales. “In programming, remem- 
ber those people who will be interested 
in the prospect’s or client’s estate be- 
yond those of whom he will think and 
speak—those having just claims which 
will upset his proposed and planned be- 
quests ... separate his economic from 
his physical death to sell convincingly,” 
he summarized. “Remember, in your 
own office, run a file of men and situa- 
tions of each sale you make not 
merely a file of policies.” 

Cc. Emanuelson, J. S. Braunig 
agency, Boston, was second speaker, 
taking for his topic “More For Your 
Money” In an analytical, straightfor- 
ward presentation, Associate General 
Agent Emanuelson described with black- 
board illustrations the mechanical end 
and advantages of Massachusetts Mu- 
tual’s Special Protection Policy, stress- 
ing the advantage to the client in re- 
turns over regular Term insurance. “We 
are fortunate in having a company that 
is so sales minded,” he commented, 
“since the released material from the 
home office has such valuable tie-in with 
the policy forms.” 

Charles W. Hall, assistant director of 
agencies at the home office, Springfield, 
spoke on “New Models—1939,” confin- 
ing his major remarks to company-agent 
interest in the new policies, sales fold- 
ers and plans for a repetition of the 
Massachusetts Mutual dog-subject wall 











The mortality of 
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calendars. “In selling, remember ¢ 

needs and strive always to place . 

protection feature of life insurance aboy, 
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the retirement income form of sejj 
he summarized. 

General Agent J. S. Braunig Bost 
conducted the final panel on “ih 
Ideas That Work,” a field in which 
had gained reputation both in his Ch. 
cago and Boston general agencies Th, 
speakers chosen to cite experiences + 
this field were Raymond J. Brewer . 
Utica, N. Y.; Stephen S. Armstrong of 
Providence, R. 1.; Kenneth W. Perr, 
and John W. Suitor of Springfield: Wat 


ing” 


’ 


ter E. Bailey and Winn Merrill of Hart 
ford, Conn. 

“What Did You Buy?” was Mr, Brey. 
er’s topic, in which he stressed the im. 
portance of thorough understanding by 
the client of what he has purchased, jt 
possibilities and uses. “The proper de. 
livery of the contract will complete the 
sale and result in much future insur- 
ance,” he commented in this regard 
“Handle the policy carefully. To you 
it is just another policy, but to ‘the 
client it is the document he puts in his 
safe deposit box with his will and the 
deed to his home. He probably knoys 
that his home will not sell for more than 
the mortgage. He may also know that 
his assets are little more than his debts 
but this insurance contract is worth 1) 
cents on the dollar, so let us treat it as 
his (the client’s) most valued possession.” 
In concluding, he revealed the value of 
the spendthrift clause in the policy, 

Mr. Perry, in offering a brief, com. 
plete selling idea, revealed a Gallup sur- 
vey as indicating the most popular single 
resolution for the New Year was “to 
save more money.” With two established 
premises: Need of a track to run on and 
strong desire to save money, he sug- 
gested showing the prospect that with a 
monthly pay check, eight days’ pay goes 
to the grocer, butcher, milkman; eight 
for rent, light, heat; three for doctors, 
dentists and professional men; four for 
clothing; four for cigarettes, movies, golf 
and general luxuries; three for automo- 
bile, leaving the one day in a twenty-one 
day month for saving for self. He sug- 
gested the saving for self first, “to main- 
tain interest of all others in you.” 

Pointing out the need, in selling young 
men, particularly the unmarried group, 
of provoking thought towards respect, 
saving and family, Mr. Suitor suggested 
in regard to respect and advancement 
that “Bankers and business men have 
come to regard life insurance as a ba- 
rometer of a man’s qualification ; it means 
that he is saving money, is serious about 
his future, has chosen a safe, conserva- 
tive investment plan—an_ indication of 
how much you think of yourself.” To- 
wards the saving angle, he comments 
that “Life insurance is a guaranteed 
savings plan which will not only help 
you to accumulate money safely, but 
will also assist you in doing so regularly 
and systematically.” For his own future 
family problem, Mr. Suitor suggests the 
client be reminded of the need to stress 
cash and loan values for a business op- 
portunity; dividend accumulations as 4 
backlog; paid-up insurance and extended 
Term or endowment if he must give up 
premium payments.” 

After the panel discussion, as at the 
business insurance session on the pre- 
ceding afternoon, the “So Long!” was 
given at an enthusiastic luncheon, all 
being loud in praise of this regional 
session in the MassMu series, with com- 
mon and therefore personalized problems 
discussed and treated. The local re- 
gional committee working under Lovell 
H. Cook, Springfield, included Corydon 
K. Litchard, Springfield; Richard Black- 
mur and J. S. Braunig, Boston, and 
George M. Galt, Springfield. 


LEAD BOSTON MUTUAL LIFE 

A complimentary banquet will be tet 
dered the Portland, Me., district office 
by home office officials of the Boston 
Mutual Life at the Poland Spring House 
on June 15. The Portland group, head- 
ed by Superintendent G. M. Doucette, 
won the president’s cup, leading all_ the 
company districts for paid-for combined 
increase in the February-March cai- 
paign. 
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L. J. Doolin to Join 
Fidelity Mutual Soon 


WITH SALES RESEARCH BUREAU 


‘st Experience in Life Insurance 
~~ - and Was an Equitable So- 
ciety District Manager 





Lawrence J. Doolin, who recently com- 
pleted ten years with the Life Insur- 
ance Sales Research Bureau, will join 
the agency staff of Fidelity Mutual about 
July 10, headquarters at Phila- 


delphia. 

In a letter to member companies of 
the bureau, Manager Marshall Holcombe 
said: “In the years since Larry joined 
the bureau he has visited more of the 
members than anyone on our staff and 
has made countless friends both for the 
bureau and for himself.” 

Starting in life insurance in 1923 with 
a rate book, Mr. Doolin was later ap- 
poitited a district manager for the 
Equitable Society in charge of New 
Hampshire. In 1929 he joined the Re- 
search Bureau. Since 1933 he has been 
head of the bureau’s consultation service, 
a member of the bureau’s budget com- 
mittee, and a member of the manage- 
ment committee. He is a graduate of 
University of Vermont. 


with 





TRIBUTE TO FRANKLIN W. GANSE 
Franklin W. Ganse, dean of Boston 
leaders in the life insurance side of the 
trust field, was guest of honor at the 
annual dinner meeting and ladies night 
of the Boston Life Insurance and Trust 
Council on May 23. Mr. Ganse will be 
& years old on May 31. His associates 
presented him with a $100 note as a 
birthday present and suegested that “He, 
most future-minded Council member, 
spend it on viewing at the New York 
Fair and the World of Tomorrow.” 


Optimistic Note Struck as Plans 
Are Launched for Managers Outing 


The meeting together of 150 general 
agents and managers of New York City, 
Brooklyn and Newark for the annual 
outing of the Life Managers Association 
of Greater New York is already being 
anticipated as an opportunity for the ex- 
change of constructive ideas and opinions 
to stimulate production activity during 
the Summer months and to show the way 
to increased life insurance sales during 
the entire last six months of 1939. The 
outing and golf party will be held this 
year at Rockville Center Country Club, 
Long Island, it being the practice of the 
Life Managers to shift the scene of its 
annual outdoor party from Westchester 
County to New Jersey to Long Island 
in order to keep in close touch with the 
home grounds of its members. The date 
is Thursday, June 15, coming convenient- 
ly at just about the halfway mark of the 
year’s activity. 

Past experience has proved that one of 
the most stimulating meetings of the 
year is this sports affair when the gen- 
eral agents and managers, charged with 
the responsibility in many instances of 
directing their companies’ largest agen- 
cies, meet in good fellowship and fair 
competition to play golf or to chat to- 
cether on the porches or on the lawn of 
the clubhouse. According to opinion, 
the conversation in such informal gather- 
ings is bound to be helpful. On this par- 
ticular occasion when Harry F. Gray, 
president of the association, has lined up 
the support of all the managers groups 
in Greater New York, he expects the 
coming together of the 150 managers 
will of itself be inspiring. 

Mr. Gray, in appointing the heads of 
his general committee, said in a letter 
to them: “Many helpful suggestions and 
a great deal of inspiration is derived 


from groups sitting around on the lawn, 
playing golf on the links, and just being 
one of a large group of wonderful men, 
and I am hoping that this field day out- 
ing will be the turning point in our busi- 
ness for this year and make the second 
half profitable and pleasant for all the 
members of the association.” The tone 
of his letter is well timed for reports 
indicate that May business will show an 
improvement over April and that the 
trend is upward. 

General chairman for the managers 
outing is Samuel Wolfson of the 
Berkshire Life. Mr. Wolfson called a 
luncheon meeting of his committee on 
Monday of this week to discuss plans for 
the affair and to delegate particular com- 
mittee jobs. On the committee are 
Clancy D. Connell, Provident Mutual, 
representing the downtown round table; 
Philip B. Holmes, Connecticut General, 
from the midtown association, and AI- 
fred G. Correll, New England Mutual, 
who is president of the Brooklyn mana- 
gers. Osborne Bethea, Penn Mutual, is 
in charge of publicity; Matthew J. 
Lauer, Continental American, and John 
M. Fraser, Connecticut Mutuai, are in 
charge of sports; Mr. Fraser and H. 
Arthur, Schmidt, New England Mutual, 
will handle prizes, and the entertainment 
chairman is Harold L. Taylor, Mutual 
Life of New York. 





JOHN M. FRASER’S ANNIVERSARY 

John M. Fraser, general agent, Con- 
necticut Mutual, New York City. was 
guest of honor at a testimonial dinner 
last evening on his twentieth anniver- 
sary with the Connecticut Mutual. His 
brother, Peter M. Fraser, executive vice- 
president of the company, was toast- 
master at the affair, which was attended 
by many prominent insurance men. 


Equitable’s Garden 
Opened at N. Y. Fair 


PRESIDENT PARKINSON SPEAKS 


Designed as Pleasant and Convenient 
Place for Meeting Friends; Some 
Special Programs Planned 


The Garden of Security, representing 
the Equitable Society at the World's 
Fair in New York was formally opened 
and dedicated May 23, with addresses 
by Mayor LaGuardia; Grover Whalen, 
president of the fair; Stephen F. Voor- 
hees, vice-president and chief architect 
of the fair; Louis H. Pink, New York 
Superintendent of Insurance, and Thomas 
I. Parkinson, president of the Equitable 

The Garden of Security was con- 
structed on a half-acre landscaped plot 
in the form of an open-air amphitheatre, 
dominated by a reproduction of the 
Equitable statuary group, “Protection,” 
which revolves atop a thirty-six foot 
pedestal. 

The Equitable’s garden is located in 
the main exhibit area at the approach 
to the Empire State Bridge. The statue 
group, rising above the pavilions and ter- 
races, offers a readily identified land- 
mark for visitors at the fair, and makes 
effective the purpose for which the gar- 
den was designed—as a pleasant and 
convenient meeting place for friends and 
as a message center so that friends, part- 
ing to follow different fair itineraries, 
may keep in touch with each other. 

In addition, it is planned to use the 
garden for occasional addresses on vari- 
ous phases of security and for other 
special programs. The opening exercises 
at the garden were attended by direc- 
tors and officers of the Equitable, man 
agers in the New York area and a repre- 
sentation of home office personnel. 

President Parkinson said in his ad 
dress that “individual intiative, self help, 

(Continued on Page 14)) 
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SOCIAL SECURITY 


Co-operative protection against 
curiosity, maliciousness, and 


ordinary outside disturbances. 
SKK 


In the community of life insurance, 
the interests of each individual 
— agent and policyholder — are 


protected by the strength of the 


GIRARD LIFE 


INSURANCE COMPANY OF PHILADELPHIA 


Opposite Independence Hall 
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Taxes Take 22 Cents; 
Life Insurance 6 Cents 
BUYING POWER OF ONE CENT 


Phillips Says $20,000,000,000 Would Be 
Added to Coverage If One More 
Penny Were Invested 


National tax and income figures arte 
President T. A. Phillips, Min 
nesota Mutual Life, to show the possi- 
bilities of 


carried. In a 


cited by 


increasing the life insurance 
message to his agents 
President Phillips says: 

the total national in 
come vary but it is safe to say that the 
total tax bill for 1938 took at least twen 
of each dollar of na- 
income. Turing now to our own 
find that the total premiums 
paid for life insurance in 1938 are esti 
mated at $3,800,000,000 which in turn is 
estimated at being six cents out of each 
dollar of national income. In the face 
of these figures I believe there are very 
few life insurance men who would feel 
that we have finished our work in writ- 
ing new insurance. There can be no 
doubt as to the public’s preference, and 
surely, life insurance men need not let 
their part of national income remain at 
six cents. 


What One Cent Would Buy 


“When we realize that an additional 
one cent out of each dollar of national 
income would increase the life insurance 
in force by approximately $20,000,000,000 
what person will dare estimate the ulti- 
mate coverage life insurance is to fur- 
nish? In a short space of twenty years 
the portion of each dollar of national 
income which goes for life insurance has 
tripled, having risen from 2.03 cents jn 
1919 to 5.93 cents in 1938. 

“Big as taxes appear to be; burden 
some as they may be, and unfair as some 
of them undoubtedly are, they must 
serve nevertheless as a tremendous stim- 
ulus to life insurance men. They fur- 
nish added proof of the ability of the 
\merican people to still further acceler- 
ate the growth and popularity of life 
insurance.” 


“Estimates of 


ty-two cents out 
tional 


field, we 


LEAD COMPANY FOR QUARTER 
The Michigan state agency, Ohio 
State Life, H. E. Van DeWalker, man- 
ager, led all the other agencies of the 
company in the volume of insurance 
written in the first quarter of 1939, ac- 
cording to an announcement made in 
Columbus recently by Agency Vice- 
President Frank L. Barnes. Carl Adams, 
manager of the Cleveland agency, led 
all other agents in personal production. 


CARAVAN ON MOVE 

The Southern California Caravan of 
the Life Underwriters Association of 
Los Angeles journeyed to Santa Ana 
recently where a joint session was held 
with the Orange County Association, 
Then the caravan proceeded to San 
Diego, where a similar session was held 
with the San Diego Association the fol 
lowing day. 


DEATH CAUSES REPORTED 
That death strikes more frequently 
between ages 50 and 59 than among the 
youthful or aged, is indicated in an 
analysis of death claims paid by the 
Great-West Life in 1938. Heart disease 
continues the leading cause of death. 
but cancer increased from 10% to 15% 
f total claims last year, when compared 


POFF MADE OFFICE MANAGER 
Appointment of Harley E. Poff as 
home office manager, Jefferson National, 
has been announced. Mr. Poff began his 
insurance career thirteen years ago with 
Mutual Life of Illinois. Later he joined 


Abraham Lincoln Life, becoming con 
troller. For the last two years he has 
been general agent of Alliance Life at 


Springfield, Ill 


Medical Selection Problems Before 


International Congress at Paris 


When the International Life Insur- 
ance Medical Congress met in Paris 
last week among the speakers address- 
ing it were Dr. Samuel B. Scholz, medi 
cal director of the Penn Mutual Life, 
who is a vice-president of the congress; 


and Dr. Henry Wireman Cook, vice- 
president and medical director of the 
Northwestern National Life and_presi- 


dent of the Association of Life Insur- 
ance Medical Directors of America. The 
Medical Congress meets every three 
years 

’ Speaking on “Arterial Hypertension 
from an American Insurance standpoint,” 
Dr. Scholz stated that the death rate 
from heart and blood vessel diseases is 
increasing and is higher for the United 
States than for other nations. An im- 
portant influence in the high U. S. death 
rate from these diseases is the tempo 
of American life, according to Dr. 
Scholz. In 1937 ten of the larger repre- 
sentative American life insurance com- 
panies averaged 41.4% of théir total 
death claims from diseases of the heart 
and arteries. 


Mortality Increases 


Dr. Cook’s paper was summarized 
briefly in The Eastern Underwriter last 
week. He discussed cardiovascular dis- 
ease impairments, especially as a selec- 
tion problem. His emphasis was on 
chronic degenerative cardiovascular dis- 
eases rather than valvular heart disease, 
the former being largely synonymous 
with “rheumatic heart disease.” The 
chronic degenerative cardiovaseular dis 
eases include coronary disease, angina 
pectoris, hypertensive heart disease, 
apoplexy, so called “myocarditis,” and 
is closely associated and combined with 
renal diseases. 

The topic is of growing interest to in 
surance companies because of increased 
mortality in recent years of the age 
group 45 to 59 inclusive at issue. Effect 
of high mortality on large policies is 
also marked in this group. 

“If insurance companies are accepting 
cardiovascular cases between 40 and 55 
years of age at a loss,” said Dr. Cook, 
“and if today we have sufficient knowl- 
edge to prevent that loss, it would seem 
good policy to take appropriate action.” 

Dr. Cook said that the unfavorable 
experience in the age 40 to 60 group is 
due largely to cancer, diabetes and car- 
diovascular-renal disease. With cancer 
the companies are practically helpless 
from a selection viewpoint. They are 
doing a great deal with diabetes in vari- 
ous ways, but from a mortality percent- 
age standpoint those two diseases are un- 
important in comparison with cardiovas- 
cular disease which costs United States 
companies approximately 50 cents out of 
every dollar paid in death claims. 

In explaining why in his discussion he 
emphasized chronic degenerative cardio- 
vascular disease rather than giving much 
attention to rheumatic mitral disease he 
said the latter accounts for less than 
3% of the death claims of the life com- 
panies. He believes that in a large per- 
centage of cases there are sicnificant 
underwriting danger signals which com- 
petent examiners and home office under- 
writers can discern and interpret. Often 
overlooked or disregarded, they must 
come to mean as much to the insurance 
medical departments as a heart murmur 
or other physical sign or symptom which 
is adequately assessed. 


Need Careful Examinations 

Of primary importance is the choice of 
a competent examiner consistently edu- 
cated as to the kind of examination the 
company requires. Superficial and hur- 
ried examinations must give way to more 
careful, intelligent and detailed ones in 
order to match the company’s selection 
against that of the applicant. The latter 


may be trying to hide facts and symp- 

toms which he, or his private physician, 

has discovered about himself. 
Examiners should be constantly on the 


lookout for symptoms. Early cardiac 
symptoms are frequently referred to by 
a patient, (even by a physician), as “in- 
digestion.” There has been an erroneous 
tendency to refer to as of gastric rather 
than cardiac origin certain symptoms 
when noticed after meals. Those symp- 


toms include highly significant sense of 





DR. SAMUEL B. SCHOLZ 


fullness, oppression or pain, or slight 
respiratory distress. 

Then there are the mental and’ moral 
aspects because of the very close asso- 
ciation between nervous. strain and 
cardiac disease. He called attention to 
statement of the medical director of 
another American company that men of 
large affairs in the professions, economic 
and political worlds should be given a 
percentage debit rating merely for the 
strain involved in their daily work and 
its cardiovascular bearing. 

In his comments on blood pressure he 
would put hypertension at the head of 
the list of cardiovascular danger signs. 
It is easily estimated, definitely meas- 
ured and accurately analyzed statistical- 
ly. It furnishes the most constant single 
sign post accompanying degenerative 
cardiovascular disease, the sign post vis- 
ible in 75% of the cases. 

Revise Ideas on Blood Pressure 

In Dr. Cook’s opinion the life com- 
panies must be prepared to revise down- 
ward their previous conception of nor- 
mal blood pressure. Today we must 
recognize that although average blood 
pressure rises with age the “normal” 
probably does not. 

A rating table which he suggested to 
the convention in Paris as a minimum 
demonstrated that he regards the ratings 
recommended by the Joint Medico-Actu- 
arial Investigation as too liberal. He be- 
lieves that the tendency to rate hyper- 
tension will continue to be more and 
more strict. 

“I would strongly caution against the 
assumption that an elevated systolic or 
diastolic in a middle-aged man of affairs 
was caused by a trivial cause,” he said. 
So called “trivial causes” he described 
as excitement, hurrying to the office, a 
cigar, an abcessed tooth, etc., “and the 
same caution applies to the case when 
an elevated blood pressure was found at 
a previous examination and the current 
estimation is within ‘normal limits’.” 

Discussing pulse rate and rhythm Dr. 
Cook said that men from 45 to 60 in 
good health usually have a pulse from 
60 to 72. If their pulse is in the eighties 
they are open to serious suspicion. He 
called especial attention to soft systolic 
apical murmur in the middle-aged or 
older group and which careful examiners 
may find is really due to dilation and 


=— 
hypertrophy and not to something |., 
serious, 

In discussing family history Dr, Cook 
told the convention of the rating form, 
las for cardiovascular disease which he 

: 2 € 
had offered the American Life Conven 
tion at its 1936 convention, 

In discussing the electrocardiogram }), 
Cook said: 

“If we could obtain an electrocardip. 
gram in every case over age 40, and fn 
amounts over $5,000, many early losses 
from cardiovascular disease could }, 
avoided. Unfortunately, that is not pos. 
sible, but in America the electrocardio. 
gram is obtained routinely in all larg, 
cases—$100,000 or over. In the case of 
certain positive findings its value has 
been clearly established. 

“In the early years in the use of th 
electrocardiogram far too much weight 
was attached to its negative evidence: 
that is, in cases with borderline o; 
doubtful cardiovascular findings or his. 
tory a negative electrocardiogram wa 
supposed to disprove the presence of 
organic disease. This we know is no} 
true. Even after a typical coronary o. 
clusion a normal electrocardiogram may 
be obtained in a few weeks or eyey 
days.” 

Dr. Cook thought that perhaps if th 
expense of an electrocardiogram tracing 
is reduced its use would become more 
extended and applied to applicants for 
smaller amounts. 

Dr. Cook concluded by discussing 
over-insurance and applications for large 
amounts. “These cases require especial- 
ly careful examination and scrutiny for 
any of the suspicious signs of cardiovas- 
cular disease as it is here that the in- 
fluence of anti-selection is most evident 
The man of 50 to 60 who suddenly feels 
the need for $100,000 to $1,000,000 of coy- 
erage may have been influenced by 
sound selling arguments, or he may have 
been influenced by some recent advice 
of his physician or by his own symp- 
toms. It is a nice test of selection acu- 
men to determine which motive is op- 
erative. If the total insurance is be- 
yond a conservative ratio of earned in- 
come, or if any borderline signs or symp- 
toms of beginning cardiovascular dis- 
ease have been in the past or are now 
present, a liberal or naive underwriting 
of the risk will probably prove costly.” 





BUFFALO ELECTS DIRECTORS 


The Buffalo Life Underwriters, Inc, 
has elected four new directors for three- 
year terms: Sanford A. Carroll, Group 
manager Buffalo office, Aetna Life; Jack 
Castle, agent State Mutual; Walter A. 
Schworm, agent Mutual Benefit, and 
Lewis C. Slesnick, superintendent of 
Buffalo office No. 1, Prudential. 





BALTIMORE MANAGERS MEET 


Attended by an unusually large num- 
ber of persons, the General Agents and 
Managers Round Table of Baltimore 
staged a decidedly successful meeting in 
3altimore last month. Isaac S. George, 
general agent, National Life of Vermont, 
presided. 





ANOTHER HALL MONTH 


Walter T, Shepard, general agent Lin- 
coln National Life, and his agency force 
celebrated the opening of Arthur F. Hall 
Month with a breakfast in Los An- 
geles May 1, preliminary to making an 
effort to surpass last year’s production 
in honor of Mr. Hall. 





LOS ANGELES FORUM SPEAKERS 


The forum of the Life Underwriters 
Association of Los Angeles heard Roy 


Schroder, Pacific Mutual Life, _ talk 
recently on “What You Put In—Yow 
Take Out,” and Morris Sichel, Massa- 


chusetts» Mutual, on “Some Sales Helps 
and Ideas.” 


WAUSAU TO BE HOST 

The Wausau Association of Life Un- 
derwriters will be host to the annual 
convention and sales congress of the 
Wisconsin association in June, with 
George Bennett as general chairman 02 
arrangements. 
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amu Gives Ideas 
ae Philadelphia CLU’s 


ROBERT DECHERT IS SPEAKER 
Comments on Some Legal and Tax 
Angles in Life Insurance; Advises 

Carefully Drawn Will 

Robert Dechert, chief counsel for the 
Penn Mutual, Philadelphia, was the 
speaker at the luncheon meeting of the 
Philadelphia Chapter of Chartered Life 
Underwriters on May 10. ; 

In his talk Mr. Dechert emphasized 
the importance of a proper relationship 
between underwriters, attorneys. and 
trust officers and speaking as an insur- 
ance man, he emphasized the value of 
the discretionary powers In a trust agree- 
ment and the value of a trust agree- 
ment as against rigid optional settle- 
ments—in event of inflation. _In this 
connection he stressed the possibility of 
combining options and trusts as a hedge. 

On the subject of business insurance 
Mr. Dechert emphasized particularly the 
point that either the stock or the insur- 
ance will be taxable and that no devices 
for avoiding the tax can have hope of 
standing. What the business agreement 
does is to eliminate legal delays and 
costs. 

The Federal estate tax law and also 
the Pennsylvania tax law require that 
executors recoup from _ beneficiaries 
taxes on their share of life insurance 
which, though not a part of the estate 
in the Orphans Court would be taxable 
in the estate. 

A properly drawn will should provide 
specifically for the payment of such 
taxes from the residue of the estate un- 
less it is clearly the desire of testator 
that beneficiaries bear their own taxes. 


Columbian Nat’l Has New 
Hospital Policy —The Yankee 


A hospitalization policy entitled “the 
Yankee” and covering both accident and 
sickness has been announced by the 
Columbian National Life of Boston. 
This policy is so designed that the vari- 
ous benefits may be purchased in differ-, 
ent amounts according to the needs and 
desires of the policvholders. For ex- 
ample, the daily hospital residence and 
nursing indemnities may be arranged in 
any amounts from $5 to $10 per day for 
thirty days during each disability. In 
case of childbirth pavments are made 
up to seven days. The policy mav be 
written to include maximum surgical ben- 
efits of $75, $150 or $225, iust as desired. 
\ccidental death and = dismemberment 
may be purchased in any amounts frem 
$1,000 to $5,000 at an especially attractive 
rate. The Hospital Indemnity is the 
basis of “the Yankee.” To it mav be 
added any or all of the other benefits. 
This flexible arrangement follows the 
idea established more than two years 
ago by the Columbian National Life when 
its series of “build your own coverage” 
\. & H. plans was designed. Under 
that arrangement fieldmen of the com- 
pany may sell as much or as little of 
the various benefits offered by accident 
and health insurance as their prospects 
may need and want. 

The new policy will be offered to males 
and employed females at the same rate. 
There is a slight premium increase for 
unemploved females. An attractive fea- 
ture of “the Yankee” is that it pays the 


same commissions as accident forms— 
25% 


CASHIERS HEAR ZIMMERMAN 

Charles J. Zimmerman, Chicago, gen- 
eral agent Connecticut Mutual, addressed 
the Life Agency Cashiers’ Division, Chi- 
cago Association of Life Underwriters, 
at its April meeting. He talked on 
building agency morale. Maurice Wahl 
Strom, Mutual Trust Life, spoke on 
“Short Cuts in Check Writing.” 


James M. Clark, general agent for 
John Hancock at Peoria, completed his 
first year in charge of that office March 
31 and showed an increase in production 
Over the previous vear of 160%. 


W. E. Davies Heads N. J. 


Supervisors Association 

At the annual meeting of the Life 
Agency Association of Northern New 
Jersey held last week in Newark, Wil- 
liam E. Davies of the Newark agency, 
Penn Mutual, was elected president. 
Other officers elected were John W. 
Wood, Prudential, vice-president, and 
John Ely, Penn Mutual Life, secretary 
and treasurer. The association held its 
annual out- 
ing Wed- 
nesday at 
the Preak- 
ness Hills 
Country 
Club, Preak- 
ness, N. J. 

Mr. Davies 
started in 
the life in- 
surance busi- 
ness in 1930 
with the 
Newark 
agency of 
the Aetna 
Life. In 1933 
he joined 

. " the Penn 
WILLIAM E. Miinal om 
an agent and became a regular mem- 
ber of the company’s Leaders Club and 
the Five Star Producers and was also 
the agency’s premium leader each 
month and qualified for every company 
convention. 

Appointed a supervisor on May 1, 1937, 
he has taken an interest in life insur- 
ance matters throughout the State of 
New Jersey and is an active member of 
the Life Underwriters Association of 
Northern New Jersey. He is a resident 
of Scotch Plains, N. J., is married and 
has two daughters. 





DAVIES 





Fight agents of the George P. Shoe- 
maker agency, New York City, Provident 
Mutual, visited the home office in Phila- 
delphia May 9. 


Pittsburgh Supervisors 
Hear Berwick on Selling 


The Pittsburgh Supervisors’ Club at its 
May meeting held last Monday in the 
Roosevelt Hotel, heard H. B. Berwick, 
supervisor field service department Manu- 
facturers Life, discuss the subject, “Rais- 
ing the Standards of the Average Repre- 
sentative.” 

“The job of the life underwriter,” said 
Mr. Berwick, “is not to sell life insur- 
ance, but to sell those things which people 
want and need and which life insurance 
can provide. . . . One of the first things 
that the life underwriter planning to work 
on a program basis must do, is to have his 
own insurance properly worked out on a 
similar basis. Simple income selling 
is the answer to re-educating the agent 
and the prospect away from the habit of 
buying in lump sum lots.” The speaker 
pointed out that in his own company a 
considerable increase, averaging $250 per 
case and ranging from 15% to 50%, was 
experienced by selling on the basis of in- 
come needs. The policyholder must be con- 
vinced of the inadequacy of his life insur- 
ance before a sale can be made, he said, 
and this is most easily accomplished by 
picturing that life insurance not in terins 
of thousands of dollars, but in terms of 
income. Simple programming such as Mr. 
Berwick advocated should not be confined 
to large insurance holders, he said, but 
should be adapted to the needs of the 
average prospect. 

Bert F. Mansmann, president of the 
Supervisors’ Club, presided at the mect- 
ing. W. M. Milligan, newly appointed 
manager of the Manufacturers Life in 
Pittsburgh, introduced the speaker. 





SAWIN HEADS ASSOCIATION 

The agents’ association of the Louis 
F. Paret agency in Camden, N. J., and 
Philadelphia for Provident Mutual Life 
has elected Edward A. Sawin president, 
A. Mason McNeill, vice-president; Alice 
E. Roche, secretary ; C. Ridgeley Sweem- 
ey, treasurer. 
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THREE NEW A. & H. CONTRACTS 





Loyal Protective of Boston Gives “Five 
Feature” Privileges to Insureds 
Under These Policies 
The Loyal Protective Life of Boston 
has just put on the market two new 
combination health and accident policies 
and one new accident policy for business 
and professional risks (classes AA and 
A). These policies have been designed 
to give policyholders freedom from re- 
strictions and his privileges are set forth 
in the following “five feature” arrange- 

inent: 


“The insured shall have the right to main- 


tain this policy in force until age 65, during 
shall not have the 


insured 


which time the 

right, without the 
1. To cancel this policy; 

2. To refuse to accept any premium if paid 

within the time specified for its payment; 

3. To make any increase in premium or addi- 


company 
consent of the 


tional charge; 
4. To place any rider or restriction on the 
policy ; 
To make any reduction in the indemnities 
provided herein by reason of his perform- 


” 


wm 


ing more hazardous duties. 


These three policies are issued on the 
non-aggregate basis and for accident pay 
up to five years for total disability on 
any one claim. The two combination 
policies pay up to fifteen months for any 
one claim for sickness; one at full rate 
regardless of confinement and the other 
at full rate for confinement and either 
full or half-rate for non-confinement, 
depending on the premium, up to six 
months for any one claim and up to fif- 
teen months for confinement and non- 
confinement combined. 

Hospital and surgical reimbursement 
is available under these policies at the 
option of the insured. 

The policies also contain provisions 
for accidental loss of life, limb or sight 
in elective amounts, an_ identification 
provision, cover losses resulting from 
flying as an airplane passenger on regu- 
lar routes, and allow a ten-day grace 
period forethe payment of renewal pre 
miums. 


ADDRESSES RAMSAY AGENCY 

Francis T. Fenn, Jr., Thompson agen 
cy, Connecticut Mutual, Hartford, ad 
dressing the Ramsay agency, same com 
pany, Newark, N. J., this week said a 
good prospect is the young man who has 
just become engaged but an agent has 
got to see him early and show him a 
small program at low cost. Wives and 
sweethearts, he said, are first to get the 
news. 
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IDEAS that CLICK 
By Paul Troth 

No two agents sell insurance in exactly 
the same way, which also applies to the 
way they get prospects. What they sell 
and how they sell it is principally an idea. 
Some ideas which have proved successful, 
and which are now being employed, will 
be offered readers of The Eastern Under- 
writer in this column from time to time. 


No. 86 

When the going gets tough there is 
less competition in the field. There’s a 
bit of philosophy from a producer who 
still has his chin up in spite of the fact 
that some of his brother agents have 
pulled the shades down and joined the 
nation’s unemployed. The agent is Norris 
L. Bowen who is with the Lawrence E. 
Simon agency, Massachusetts Mutual, New 
York City, and I went to see him because 

















“FRA Troth_. 


Courage, Mister!) Paying premiums isn’t 
the problem it’s the solution to the problem. 


| liked the philosophy he packed into a 
recent article in the Radiator, his com- 
pany’s house organ, which he entitled “Our 
Greatest Competitor—Fear.” Here are just 
two statements from that article: “Go out 
and sell your goods as though you realized 
that you were selling the very bread of 
life; not just a paper contract, but food 
for widows and orphans.” And here is the 
other: “Prepare every case as though your 
life depended upon it and then present it 
as though vou didn’t give a damn,” Mr. 
tJowen added: “The language is exagger- 
ated but the theory is sound.” 

Asked for an idea that will click in to- 
day’s market, Mr. Bowen answered: “We 
need to be reminded more than we need 
to be educated. FE-very man has ideas of 
his own that have clicked. We all feel 
that we have had at least one perfect 
sales interview. The thing for an agent to 
do is to reconstruct that interview ; analyze 
it; profit by it. We can hold up that in- 
terview when we were nearly 100% per- 
fect and adopt that bit of excellence as a 
standard. The idea that sold yesterday’s 
prospect is the idea for an agent to use 
today.” 

Mr. Bowen cited a couple of his old 
cases when he felt he really did a job. In 
one of them the prospect started by say- 
ing he didn’t want life insurance, didn’t 
need it, couldn’t afford it and he’d already 
been rejected four times. Mr. Bowen an- 
swered: “It’s lawyers like you who need 
insurance men like me.” A year later in 
a letter the prospect, re-examined and 
closed, referred to Mr. Bowen as his “in- 
surance counsellor.” In the other case the 
prospect had three friends in the business 
but Mr. Bowen showed him “his value as 
an economic producing unit” and closed him 
for $25,000 

“Adversity,” says Mr. Bowen, “divides 
men into two classes: those who get dis- 
couraged and those who get mad. I was 
told a long time ago that when business 
comes only half as easy, a man has to 
work twice as hard.” 


Metropolitan 


(Continued from Page 1) 


had grown with the full benefit of their 
services. Answering any possible ques- 
tion on this subject he said that in all 
his more than fifty-six years with the 
Metropolitan he had never seen a single 
instance of an attempt to exert influ- 
ence either through directors or inci- 
dental to the company’s investments. He 
recalled that there had never been an 
opposition ticket for the election of di- 
rectors and there never would be any 
because of mismanagement. 


Good Investment Record 


Touching on investments and what the 
Metropolitan management had achieved 
in the past twenty years one-half of 
which were depression years, Mr. Ecker 
said that the average net earned income 
was 4.6% taking into account all invest- 
ment profits and losses. Bonds and 
mortgages plus real estate after allowing 
for losses and gains netted an average 
of 4.29% over the past twenty years, 
both excellent results in the light of 
present interest rates. 


Tells of Parkchester Development 


Turning to the great “Parkchester” 
housing development which is under his 
personal direction, Chairman Ecker said 
that by careful study it was estimated 
that the 43,000 people who would be 
housed there would have a total income 
of $35.280.000. Based upon a $3,000 in- 
come there would be available for spend- 
ing $19.687,500 of which there would be 
spent for food $8 859.000. or 45%; for 
general merchandize $2,756,000, or 14%; 
for groceries without meat, $2815.000; 
dairy products, $1,220,000; candy, $787.- 
500. In addition to the apartment rentals 
the Metropolitan will capitalize the com 
mercial value of store and other rentals. 


President Lincoln Reviews Services 


During the past vear President Lin- 
coln had visited all but two of the terri- 
tories of the company and he received a 
rousing greeting from the assembled rep- 
resentatives when he arose to speak. He 
undertook to give a quick review of some 
of the highlights of Metropolitan activi- 
ties during the past twenty-five years 
and what the Metropolitan has meant to 
the community. He said that perhaps 
the most striking example of the Metro- 
politan’s fundamental principle of put- 
ting policyholders’ interests above all 
other considerations was its mutualiza- 
tion carly in 1915. He said it was a 
natural outgrowth of the high sense of 
responsibility toward policyholders which 
dominated the company. In 1914 stock- 
holders received dividends of only $140,- 
000 out of a business with a gross an 
nual income of more than $125 000.000 at 
the time, while policyholders that year 
received nearly $8,000,000, more than 
fifty times what the owners of the busi- 
ness received. Altogether in the years 
preceding mutualization Metropolitan re- 
turned in cash or premium credits ap- 
proximately $50.000.000 and since mutual- 
ization over $320,000,000 more to policy- 
holders whose contracts, as written, en- 
titled them to not one penny of such 
funds, he said. 


Many Progressive Benefits 

President Lincoln went on to say that 
the provisions of Metropolitan policies 
today are more liberal and flexible than 
they were twenty-five years ago but the 
cost to the policvholder is less. He went 
on to recount the progressive improve- 
ments to benefit policyholders, such as 
loss of eyesight or limbs or accidental 
death benefits and other benefits not 
only made available to new policyholders 
but much of them made retroactive and 
applied to old policyholders. Another 
example was the provision making poli- 
cies paid up at age 75 so that now there 
are outstanding 70,000 such old paid up 
policies under the terms of which the 
policyholders would still be paying pre- 
miums. Another feature was the double 
indemnity clause. 

Another measure of Metropolitan’s 
accomplishment is the amount of money 
paid to policyholders and their benefi- 


payments were $38,000,000. In 1938 the 
amount exceeded $566,000,000. Also in 
1938 a total of more than $4,600,000 was 
paid in death claims where insurance had 
been in force for less than a year. 

The many welfare activities of the 
Metropolitan were also cited by Mr. 
Lincoln, and he referred particularly to 
the company’s cooperation with New 
York State health authorities in estab- 
lishing the Pneumonia Control Commis- 
sion. It is estimated that the company 
has saved $5,000,000 on pneumonia death 
claims alone through this work. 

The progress of the past twenty-five 
years, said President Lincoln, has been 
shared by the agent also. Agents’ aver- 
age weekly earnings last vear were 218% 
of those of 1913. The 20000 agents of 
the Metropolitan average in earnings 
well over $50 per week and managers 
and assistant managers are getting 
double what they got twenty-five years 
ago. Furthermore, he said, under the 
present contract the agent gets a larger 
share of his earnings from services. 
nearly two-thirds of the average agents’ 
earnings last vear being from furnishing 
service other than the sale of new in- 


surance. 
A Day at the Fair 

Yesterday was civen over to the New 
York World’s Fair the convention jour- 
neying out to view the Metropolitan’s 
exhibit which is the creation of Dr. Louis 
I. Dublin, third vice-president. Fair au- 
thorities designated yesterday “Mctro- 
politan Life Day.” 

The Group Division had a_ separate 
two-day convention earlier in the week. 
Friday and Saturday morning will be de- 
voted to a series of separate gatherings 
with a managers’ meeting Saturday 
morning. The annual convention dinner 
will be held at the Waldorf-Astoria Sat- 
urday evening. 


Equitable’s Garden 


(Continued from Page 11) 
cooperation and practical planning are 
of the essence of life insurance; they are 
also of the essence of democracy. Life 
insurance is a very human institution 
and its greatest by-product is the peace 
of mind and capacity for human expan- 
sion which its protection brings to in- 
sured and beneficiaries alike. It is this 
security and peace of mind which life in- 
surance contributes to human life that 
are represented by the Equitable’s Gar- 
den of Security. The Equitable is at 
the World’s Fair because of its desire 
to emphasize the contribution which its 
life insurance and annuity protection 
make to the contentment and happiness 
of today and to the accomplishment of 
tomorrow. 

“Security is the goal of all life insur- 
ance and cooperation is its method of ac- 
complishment. In the world of tomorrow 
security will be not only more import- 
ant but more effective. As we contem- 
plate the contribution which science and 
mechanics are prepared to make to the 
world of tomorrow, we can only add to 
our admiration the hope and the prayer 
that there may be like progress in our 
institutions of political science and eco- 
nomics which deal with human sccurity 
and human relations.” 





CLU COMPENDIUM READY 
The New York Chapter Chartered Life 


Underwriters will meet June 1 at the 
Hotel Martinique. Speaker will be W. 
Rankin Furey, general agent, Berkshire 
Life, Pittsburgh. The new compendium 
on company practices will be ready for 
distribution to members at that meet- 
ing. The nominating committee will re- 
port. 





APPLEBY’S QUARTER CENTURY 
Troy W. Appleby, president Ohio Na- 
tional Life, Cincinnati, rounded out 
twenty-five years of service with that 
company, May 19. In his honor a testi- 
monial dinner was held at the Nether- 
land Plaza Hotel with more than 250 


directors, officers, ficldmen and home of- 
fice employes attending. 





Brooklyn Life Supervisors Agree That 
New Agent Must Memorize First 
Sales Procedure 

The logical sequence of ideas if hot 
the actual words of a sales talk shoyjj 
be memorized by the new agent before 
he goes out into the field, members oj 
the Life Supervisors Association of 
Brooklyn agreed at their discussion ses. 
sion following a luncheon meeting Tues. 
day. The meeting was the last in q 
series which has developed the varioys 
steps in the recruiting and training of 
new men. Rather than have an invited 
speaker for these meetings, the Brook. 
lyn supervisors have held round table 
sessions exchanging their own ideas and 
experiences. 

The annual outing and business meet. 
ing when new officers will be elected wil] 
be held Friday, June 2, at the Island 
Hills Country Club, Sayville, L. I. Re. 
tiring president is Carl E. Haas, Mp. 
tual Benefit. In charge of outing plans 
are Herbert Austin and H. F. Alexan- 
der, both New York Life. 

Two new members of the association 
are Thomas P. Allen, Lewis agency, 
Massachusetts Mutual; and Harry Hai- 
blum, Warshauer agency, Guardian Life. 

Enthusiasm for the idea on the part of 
the new agent is of prime importance in 
sending a new man out into the field to 
sell, the supervisors agreed. <A_ good 
first approach, it was said. is retirement 
income because it meets less resistance 
and has a selfish appeal. One super- 
visor goes over a new man’s first list of 
prospects with him and with each name 
they uncover a need and determine an 
approach which will get interest. Mr. 
Alexander, who is with the George 
Kederich agency, explained a_ simple 
sales approach he gives to new agents 
in which he has them ask their pros- 
pect to buy at five or six different times 
in the early part of the presentation. He 
divides the new man’s prospects into four 
groups according to whether they are 
single, married with a small income, mar- 
ried with a larger income, or older men 
The first approach is directed to the 
largest group of prospects. 


TALK CIVEN ON PSYCHIATRY 





Claim Made That 60% of All General 
Hospital and Medical Illnesses Are 
Essentially Emotional 
The Boston Life & Accident Claim 
Association met May 19 and elected the 
following officers: President, Peter E 
Tumblety, Columbian National; — vice- 
president, W. K. Hitchcock, Royal Ar- 
canum; secretary, G. Owen Flynt, Mon- 
arch Life; treasurer, George R. Bacon, 
Massachusetts Accident. The speaker 
of the evening was Dr. Kenneth Tillot- 
son, chief psychiatrist, Mclean Hospi- 
tal, Waverley, Mass., a Massachusetts 
General Hospital unit, on the psychiatric 
approach to disability. He said that 
psychiatry “has come to the very front 
door of the modern and up-to-date gen- 
eral physician and surgeon and is play- 
ing a most important role in the medical 
services and out-patient departments of 

every general hospital.” 

Dr. Tillotson recommended a_ psychia- 
tric examination of al! applicants for 
life, accident or sickness insurance “on 
the basis of the present day theories and 
practice of medicine, that at least 60% 
of all general hospital and general medi- 
cal illnesses are essentially emotional and 
psychiatric in development and symp- 
tonology and, therefore, in treatment, if 
recovery is to take place.” 





NEW YORK CITY BUSINESS 

The Life Underwriters Association of 
New York City estimates total sales of 
life insurance in New York City for 
April were $45,814,000 compared with 
$46698,000 in April, 1938. 





JOHN J. SMALL DEAD 
John J. Small, 68, special agent New 
York Life in Portland, Ore., since 1924, 
died at his home, May 19, after a short 
illness. 
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Many Ladies Attend — 
New York City Meeting 


SARA FRANCES JONES A SPEAKER 





Ibert Linton Presents Paper on 
= ioe ot the Uses and Abuses of 
Term Insurance 


With a good attendance of ladies, the 
Life Underwriters Association, of New 
York City held a dinner meeting lues- 
day evening at which one of the guest 
speakers was a woman, Sara Frances 

a Chartered Life Underwriter and 
one of the leading producers of the 

Equitable Society in Chicago. The sec- 
ond speaker was M. Albert Linton, presi- 
dent Provident Mutual Life, who dis- 
cussed some of the uses and abuses of 
Term insurance. Jecause the evening 
was designated “ladies’ night,” President 
Louis A. Cerf, Jr., who presided, had 
with him at the head table besides the 
guest speakers and general agents of 
the Provident Mutual, Helen Wolfsohn, 
the new president of the League of In- 
surance Women, Mrs. Dorothy Briggs 
and Beatrice Jones, a director of the 
New York City association who intro- 
duced the Miss Jones from Chicago. 

Sara Frances Jones declared in her 
talk: “I believe the picture is very bright 
for the woman underwriter today—right 
now and for the future.” Looking back 
over the years she has been in the life 
insurance business, Miss Jones reviewed 
the improvements that have been made 
and the growth of the number of women 
agents in the business. She gave men 
credit for this development and stated: 
“We must realize that it is our privilege 
to work shoulder to shoulder with men 
in our profession.” 

Especially helpful were the human in- 
terest stories which Miss Jones was 
able to tell about her own clients in- 
volving the sale of business insurance as 
well as Ordinary life and annuities. She 
said that women want to come into life 
insurance selling because it is a life 
work which combines these qualities: 
“Earning power based entirely on the 
result of one’s own effort. Security in 
one’s profession, because no one ever 
discharges any man or woman in our 
business who is a good producer. A 
profession where increasing years be- 
come an advantage rather than a dis- 
advantage and certainly not a hazard.” 
Miss Jones continued: “And then par- 
ticularly in the case of women, and I 
also think in the case of many men, we 
want a work where we also enjoy an out- 
let for real service.” 

Linton Buys Old-Age Endowments 

“Term insurance properly used is a 
valuable type of life insurance cover- 
age,” declared President Linton in open- 
ing his address and he revealed that of 
the new business being issued by com- 
panies licensed in the State of New 
York about 15% is on a Term plan. He 
said later that his guess would be that 
the 15% about measures the proportion 
needed under present conditions to 
cover situations where Term insurance 
fits the circumstances of the case. He 
delivered a severe indictment, however, 
of the advocacy of Term insurance as a 
substitute for permanent insurance on 
the life or endowment plan intended to 
be carried over a substantial period of 
time. 

President Linton made this interesting 
comment about his own life insurance: 
“From the start I have pinned my faith 
on old-age endowments and over three- 
fourths of my insurance is on forms 
which mature at or close to age 65. Not 
a dollar that I have put into these polli- 
cies has been lost. Instead the principal 
1s intact and added to it is a fair rate of 
interest return on the investment ele- 
ment in the premium. The current net 
cost has increased somewhat in recent 
years as a result of the abnormally low 
Interest rates in the money market; but 
otherwise the contracts give no evidence 
of having gone through the most severe 
depression of all times. As I look for- 
ward to the retirement age these con- 
tracts appear most attractive. Looking 


Jones, 


back over the past and into the future, 
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President’s Month Dinner 


By Manhattan Gen’! Agents 

Manhattan Life general agents of the 
New York City area held a president’s 
month dinner May 10 in the sky gardens 
of Hotel St. Moritz, when they enter- 
tained their leading agents. President 
T. E. Lovejoy was the guest of honor 
and James G. Ranni was toastmaster. 
John A. Campbell presented Mr Lovejoy 
with a gold pencil and pen set. 





I can think of no program that I would 
consider as a sound substitute. The on 
paper theories, divorced from the facts 
of actual experience, go where they be- 
long—into the waste basket. I am. only 
thankful they didn’t lead me astray when 
I was young and as is so often the case 
with youth, more inclined to follow at- 
tractive theories than to heed the les- 
sons of the past.” 


S. S. Dunning Fidelity 
Mutual Supervisor, Phila. 


Fidelity Mutual announces the addi- 
tion to its agency staff of Sydney S. 
Dunning, who for the past twelve years 
has been an assistant to Elliott Hall, 
Penn Mutual, New York City, in train- 
ing and supervision work. Mr, Dunning 
becomes supervisor in Philadelphia. He 
is a graduate of New York University 
School of Life Insurance, but he got his 
life insurance training earlier than that. 
His father, F. O. Dunning, Plainfield, 
N. J., has been in life insurance for more 
than forty years and is still an active 





and effective producer. He, too, was 

with Fidelity Mutual many years ago. 
DR. P. G. DRAKE DEAD 

Dr. Percy Grennough Drake, assist- 


ant medical director Travelers Insurance 
Co., died May 22 after a long illness. He 
was born in Rye, N. H. 








Money for 


Sickness Expenses 


As medical science gains ground in fighting disease and 
improves our chances of retaining and regaining health— 


nursing, hospital and surgical costs increase. 


These costs may constitute a 
good by health insurance. 


major disaster unless made 


For years the Connecticut General has paid expenses in- 


curred for care by those accidentally injured. 


expenses due to sickness. 


Now it pays 


Sickness Expense Insurance (issued only with accident in- 


surance) provides reimbursement 


incurred as follows: 
Daily Benefits 
Limit 70 days for 


For hospital room, up to 

For trained nurse, up to 

For medical care while in hospital 
(this provision optional) 


Additional Benefits 


For miscellaneous hospital expenses, up to 


For surgical operations, up to 


for expenses actually 


any one illness 


$5 a day 
$5 a day 
#3 a day 


$25 
$100 


exact amount depending upon nature of operation 


Combined with reimbursement accident insurance this con- 
tract assures extra funds when extra expenses are faced. 
Weekly income during disability also available. 


For rates, ete., consult our local office. 


Connecticut General 
Life Insurance Company 


Hartford 


, Conn, 


John H. Dingle Resigns 

As Chicago General Agt. 
FUTURE PLANS NOT ANNOUNCED 
E. W. Gale of Massachusetts Mutual 


Home Office Will Conduct Agency 
Pending New Appointment 








John H. Dingle, head of the Dingle 
agency in Chicago for Massachusetts 
Mutual, has resigned as general agent, 
effective June 1. He has not announced 
his plans. 

E. W. Gale, of the home office agency 
department, will be the company’s rep- 
resentative in charge of the agency for 
the present, pending the selection of 
Mr. Dingle’s successor. Mr. Gale, until 
recently a resident of Chicago, has had 
a wide insurance business experience in 
that city. 

Mr. Dingle’s association with the com- 
pany dates from January, 1916, when 
he became a member of the Chicago 
agency headed by the late L. Brackett 
Bishop. In 1919 he joined Norris H. 
Bokum in forming a new general agency. 
This partnership became one of the na- 


tion’s top-flight life insurance organi- 
zations. Upon Mr. Bishop’s death, 
Messrs. Bokum and Dingle took over 


the business of the old agency and for 
several years were the sole general 
agents in Chicago for Massachusetts 
Mutual. Upon Mr. Bokum’s death in 
May, 1937, Mr. Dingle opened a new 
agency which has been under his charge 
during the last two years. 





SPEAKS AT GARDINER AGENCY 
J. Vincent Talbot, new general agent, 
Northwestern Mutual Life, Newark, N 
J., addressed agents of the Harry Gardi 
ner agency, John Hancock, New York 
City, this week giving them some of his 
sales philosophy. Among his ideas Mr 
Talbot compared the value of a man to 
his family, to a piece of property which 


was under trustecship. He stated that 
if he should die and a trustee of the 
estate was named and in that estate 


there was a piece of property on which 
there was a twenty-five year lease, and 
from which his estate would receive a 
net return of $5,000 a vear, the trustee 
would insure it against loss. It was not 
only good business judgement, but the 
courts would compel him to do this. The 


head of a family is a producing piece 
of property and a very definite portion 
of that income goes to the care and 
comfort of his family. If he does not 


insure that income he is not a good 
trustee for his family. The amount of 
protection which he gives his family 
exemplifies the kind of a trustee he 
wishes to be. 

L. O. M. A. MEETING TODAY 

The Life Office Management Associa- 
tion is holding a conference in St. Louis 
for its mid-west and southern member 
companies yesterday and today. Host 
company is the General American Life 
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PROCEEDS 
Any law which compels surrender to 
the state of unclaimed proceeds of ma- 
tured life insurance policies invades 
rights that have been regarded as fun- 
Governor 
bills to 


passed by the 


damental. There are before 


Lehman at this writing two 
achieve this purpose, both 
New York Legislature at the last mo- 
ment before adjournment. One, known 
as the McNaboe-Sobol bill, is not only 


objectionable in principle but is so 
drawn as to defeat its own purpose. The 
other, introduced by Senator Hampton, 
while no less objectionable in principle, 
at least has the virtue of workability 
and recognizes the realities. 


New York is 


tempted to seize unclaimed policy pro- 


not the first state to be 


ceeds. If there must be such laws they 
should not do violence to contract 
rights. The right of a state to the un- 
claimed proceeds of life insurance poli- 
cies is still subject to judicial settle- 
ment. The situation with reference to 


abandoned bank deposits is quite differ- 
ent. The between the bank 
and the depositor is that of debtor and 
creditor. Also, such situations have been 
confined to the state in which the bank 
operates. It has been pointed out to 
those sponsoring these bills that a vastly 


relation 


different situation arises where the legis- 


attempts to deal with an insur- 


transacting 


lature 
ance business in 


several states. 


company 


There are two views on the power of 
the legislature to seize unclaimed pro- 
The first is that the legislature 
has jurisdiction to deal with such funds 
arising from contracts made in the state, 
both those with domestic companies and 
foreign The other 
that the state’s jurisdiction arises from 


ceeds. 


companies. view is 
the fact that the company is incorpo- 
the state that 
the state can regulate the contracts of 


rated in and therefore 
where 
There are said to 
be serious constitutional questions con- 
cerning both of these theories. 

McNaboe Sobol 
account of constitu- 
restricted the measure to 
of domestic companies re- 


its corporations, regardless of 


they may be made. 


The draftsman of the 
bill 


tional 


evidently on 
doubts 


the contracts 


gardless of where they may have been 
made. This bill would transfer to th 
State of New York the unclaimed pro- 


ceeds of a life insurance policy issued, 


for example, in California upon the life 
of a California resident. 

It is understood that the New York 
Insurance Department in considering leg- 
islation of this type felt that jurisdiction 
would have to be restricted to the place 
of the contracts. The Hampton bill at 
least avoids the uncertain mazes of both 
theories by restricting it to the contracts 
of domestic companies made and to be 
performed in New York State. It had 
been estimated that this latter bill would 
raise $5,000,000 for the revenue hungry 
legislature. Here is another disillusion- 
ment for revenue raisers. There are no 
vast sums to be garnered from unclaimed 
proceeds and they are sure to be less 
and less. 





FEDERAL VS. STATE SUPER- 
VISION 

For nearly a century the subject of 
Federal vs. State supervision of insur- 
ance has been discussed, worn thread- 
bare by theorists, by insurance prac- 
titioners of various kinds, and by learned 
judges in opinions that have been among 
the most carefully reasoned. Last week 
at the Spring meeting of the Casualty 
Actuarial Society another contribution 
and a timely one—was made to subject 
by Rainard B. Robbins, vice-president 
and secretary, Teachers Insurance & An- 
nuity Association, who centered his at- 
tention on the famous Paul vs. Virginia 
decision which when rendered way back 
in 1868 held that “Insurance is not com- 
merce.” This was and has 
the basis of the U. S. Supreme Court 
determination that insurance cannot be 
reached by Congress under the com- 
merce clause of the Constitution. And 
although constitutional lawyers have for 
many years questioned the decision and 
its supporting arguments, it still stands. 

It was not Mr. Robbins’ purpose in 
his thesis to take up the cudgels for 
either side of Federal vs. State Super- 
vision. Taking a broad-gauged viewpoint 
he believes that. the present system of 
state supervision, built up over a period 
of many years, has made a place for it- 
self so solid that any agitation for Fed- 
eral control could not disturb it. Sup- 
porting this feeling is conviction 
that “we have lost the early feeling 
that Federal control was a panacea for 
all ills and along with it the hope that 
state taxes-and the details of state super- 
vision might be eliminated.” It is prob- 
ably best insurance-wise to build the fu- 
ture on the structures of the past. 


remained 


his 
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L. S. MOORHEAD 


L. S. Moorhead, president of the As- 
sociated Indemnity and Associated Fire 
& Marine of San Francisco, has been a 
New York City visitor during the past 
week. En route here from the West 
Coast he spent a few days at Chicago 
and while East he also visited Balti- 
more and Washington. Returning home 
yesterday, he planned stop-offs at Chi- 
cago and Denver. While in New York 
Mr. Moorhead “took in” the World's 
Fair, accompanied by R. L. Inglis, the 
\ssociated’s resident vice-president in 
the East, and Mrs. Inglis. May 30 will 
mark Mr. Moorhead’s twenty-fifth an- 
niversary in the insurance business and 
it is noteworthy that his entire career 
was spent with the late Claude W. Fel- 
lows, founder and president of the As- 
sociated, up to the time of his death last 
July 15. Mr. Moorhead was elected pres- 
ident last August. He reports that the 
business of Associated Companies for 
this year to date is keeping pace with 
the same period of 1938 which was an 
excellent year. 

* * * 

Chief Fire Marshal Thomas P. Brophy 
of New York City last Friday cele- 
brated his thirty-second anniversary of 
active service in the fire department. 
He is today recognized as one of the 
most able authorities on incendiary fires 
in the country. Formerly a reporter on 
the old New York Herald, Mr. Brophy 
joined the fire department because of his 
keen interest in the battle against arson. 
He has probably caused the arrest and 
conviction of more arsonists than any 
other fire marshal in the country. : 

* * x 


Dr. Franz W. Rosenfeld, an investment 
statistician of Zurich, who achieved his 
doctorate from the University of Zurich 
a few years ago with a thesis on life 
insurance and banking and their influence 
on investment conditions in Switzerland, 
is in this country for the purpose of 
studying investment conditions confront- 
ing insurance companies here. 

* * * 

J. P. Gibson, Jr., president, Excess 
Underwriters, Inc., New York City, has 
recently been elected president of the Rye, 
N. Y., Figure Skating Club, which annu- 
ally in March puts on an ice carnival at- 
tracting wide attention. 

* * * 

Dr. Elisabeth Baldwin Ward, dauchter 
of Dr. William Rankin Ward, vice-presi- 
dent and medical director, Mutual Bene- 
fit, and Mrs. Ward, and Frederick Lum 
Trowbridge of Newark, were married 
Saturday. The wedding took place at 
the home of the bride. 








John R. Hardin, president of the Mu- 
tual Benefit Life, was voted an honorar 
member of the Newark Chamber of Co. 
merce by a resolution adopted at its Sey. 
enty-first annual meeting May 17, }, 
thus became one of only six persons who 
have ever been so recognized by the New 
Jersey chamber unit. 

aK a ok 

John F. Fenton, claims investigator of 
the Travelers’ Boston branch office, was 
congratulated May 20 by his associates 
upon completion of thirty years’ servic, 
with the company. Employed first in the 
home office, he was transferred to Chi- 
cago, and remained there as an investi. 
gator for two years, returning to the 
home office again as examiner in the 
group claim department. In 1924 he was 
transferred to the claim division of the 
Boston office as an investigator, the post 
he now holds. 

* * 

James C. Young has resigned as Vir. 
ginia special agent for the Corroon & 
Reynolds group of companies. He made 
his headquarters at Richmond. He js q 
son of the late John P. Young of Louis 
ville, for many years Kentucky stat 
agent for the New York Underwriters 
He is a nephew of the late James M. 
Young, long Virginia special agent for 
the Georgia Home. 





Dr. and Mrs. Henry Wireman Cook 
and their daughter, Virginia, on ship- 
board en route to the International Life 
Insurance Medical Congress at Paris. 

ok ak mK 

Mrs. Florence Mills, who runs the 
Charles B. Mills Co. agency, has been 
elected president of the Business and 
Professional Women’s Club of Berkeley, 
Calif. She is a daughter of Charles H. 
Spear, former mayor of Berkeley, and a 
sister of Fred A. Spear of Los Angeles 
and Burnham Spear of Oakland, both 
general insurance men. 

“ 

E. J. Tarr, K.C., president of the 
Monarch Life Assurance Co. of Toronto, 
has accepted the chairmanship of th 
Manitoba Civil Service Superannuation 
Board, which will administer the new 
government pension scheme. 

* * x 


Luther W. Wells, district manager, Pa- 
cific Mutual, Richmond, Va., has re- 
turned from Kansas City where he was 
a delegate to the Uniting Methodist Con- 
ference at which union of the Northern 
and Southern branches of the Methodist 
Church was effected. 

* * 


Claris Adams, president Ohio State 
Life, was one of the speakers at the 
Ohio Bankers Association convention in 
Toledo. 


* 
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E. Schuyler Lott, II 

The spot news of the week is that E. 
Schuyler Lott, II, grandson of “Uncle” 
Edson S. Lott, board chairman United 
States Casualty, has just joined the 
(American) Lumbermens Mutual Cas- 
ualty on its New York production statf. 
It’s almost unnecessary for me to say 
that this news will awaken the memories 
of many casualty insurance people to 


the vigorous campaign waged against 
the “mutuals” by “Uncle” Edson. Cham- 
pioning the stock company cause he 


spent thousands of dollars on literature 
in his constant attack on mutual insur- 
ance. 

Time heals. 
Edson and S. 
Liberty Mutual, 


Last November “Uncle” 
Bruce Black, president, 
one of the largest car- 
riers in that field, sat together and ex- 
changed pleasantries at the annual ban- 
quet of the Casualty Actuarial Society. 
Mr. Black spoke just before Mr. Lott. 
Neither glared nor growled about the 
other’s business. 

Now “Uncle” Edson’s 
joined the (American) Lumbermens 
Mutual, another large mutual carrier 
headed by J. S. Kemper, and undoubt- 
edly Grandpa wishes him the best of 
luck. From 1926 to 1933 Schuyler was 
connected with the United States Cas- 
ualty as an agency supervisor traveling 
Southern territory. Since 1933 he has 
been engaged in other lines of business. 
Friends tell me that he’s a good sales- 
man. 


grandson has 


+ * * 
British Offices Find Foreign Business 
More Difficult 


Presiding at the annual meeting of the 
Scottish Union and National, Erskine Jack- 
son declared that the increasing difficulties 
which British offices are experiencing in 
retaining their foreign business, and which 
arises out of the growth of the national 
spirit, has an effect beyond the welfare of 
the insurance offices themselves, and influ- 
ences the whole national economy. 

Chairman Jackson dealt especially with 
the United States. Rate reductions in 
American fire business, he said, continue 
to be enforced, causing a shrinkage in the 
premium income without any corresponding 
lessening of the total liabilities, while the 


trade position restricts the opportunity to 
acquire new business. At the same time, 
there is an upward trend in the burning 
rate, which, taken in conjunction with fall- 
ing premiums, must accentuate the effect 
on the loss ratio to be expected in the 
immediate future. 
“24 


Theodore H. Haas’ Government Job 


I learned the other day that Theodore 
Haas, who recently resigned as an at- 
torney with the Association of Casualty 
& Surety Executives to take a job with 
the Department of Justice at Washine- 


ton, D. C., is engaged in a study of the 
laws governing Indians in the United 
States. Mr. Haas, who has been ap- 


pointed special attorney in the Depart- 


ment of Justice, will collaborate in prepa 
ration of a treatise or case book compre- 
hensively surveying the entire field of 
existing law on Indian affairs. The De- 
partment of Justice and the Department 
of the Interior have been compelled to 
undertake this study by reason of the 
increasing volume of litigation relating 
to Indian affairs. Furthermore, there 
have been no serious attempts made to 
correlate the mass of Federal laws, judi- 
cial decisions (many unreported) and ad- 
ministrative rulings in this branch of law. 
Except for a handful of law review ar- 
ticles written during the past half-cen- 


tury, the legal literature about Indians 
lacks worthwhile studies. Hence this 
special survey. 

While with the association Mr. Haas 
delved exhaustively into the many 
phases of the Social Security law, did 


lot of work on tax matters and the New 
York Insurance Code. 
* * x 


Old Tontine Society Closes 

The winding up of the Glasgow Tontine 
Society recalls a popular form of invest- 
ment combining annuity and lottery which 
is now a thing of the past. The “tontine” 
was formed by a group which subscribed 
capital for investment in heritable prop- 
erty. Each stockholder risked his holding, 
not on his own life but on any life he 
wished to specify—usually that of a healthy 
child. 

The stockholder whose nominee survived 
the longest gained all the assets of the 
tontine. The “life” received nothing, but 
the stockholder or his heirs drew interect 
from the investment until the “life” died. 
At that stage the stockholder forfeited his 
share in the tontine. 

The Glasgow Tontine Society, which 
has just sold the last of its building assets, 
was formed in 1816 with a capital of 
£20,000 ($100,000) in 800) shares” of 
£25 ($125) each. In 1901 only four “lives” 
remained alive, and the representatives of 
the stockholders entered into a new ar- 
rangement to pool their assets and share 
the property. It is believed that this was 
the last of the tontine concerns. 


Kenneth Wilson Writes of Royal Tour 
Wilson, associate editor of 
Post, Toronto, and well 
insurance people in the 
United States, is traveling on the Royal 
train with Their Majesties on their tour 
of Canada. His dispatches, printed in The 
Financial Post, are appraising the impact 
of the Royal visit on the Canadian people. 

In one of his dispatches to The Financial 
Post Mr. Wilson told something of the 
organization incidental to the tour. “Be 
hind the thousands of words you are read- 
ing concerning the Royal visit is the most 
elaborate and efficient press liaison service 
ever created to handle an affair of this 
tvpe,” he writes. “There is a complete 
card-index system containing the names of 
over 1,500 newspapermen who will at one 
time or another handle some phase of the 
trip.” This index is moving across the 


Kenneth R. 
The Financial 
known to many 


L. & L. Group Greets General Manager Rogers 





York 


who is 


Gathered at the New 
General Manager A. S. Rogers 
London, are the above group 
from Hartford. Left to right: 
Indemnity; Carsten Claussen, 
Rogers; William W. Gilmore, 
tary, New York office; Mr. 


W. W. Sr 
manager 
manager at 
Kingan. 





country with the Royal train. Every man 
and woman in the network has a serial 
number, all carry identification cards issued 
by Commissioner Wood head of the Royal 
Canadian Mounted Police. There are also 
twenty-one different colored armbands with 
identification marks issued to all kinds of 
persons who need to have access to the 
Royal entourage. 

In all of Canada there are something 
like over 18,000 persons who are ticketed 
and identified in this way. There are 400 
photographers as well as the 1,500 news- 
papermen. There are 7,000 railwaymen who 
have been given special jobs along the 
route. There are 6,000 first aid workers— 
all with their serial and identification cards, 
badges and bands. 

This highly-organized system has a two- 
fold purpose. First, to give newsmen and 
those taking part in the arrangements 
every opportunity to do their work effici- 
ently and well. Secondly to exercise a 
rigid check over every detail of the vast 
and complicated machinery along the 6,000- 
mile route. 

In short, at every single point those who 
seek preferred positions must be equipped 
not only with a credentials such as 
armbands, badges and identification cards, 
but individual passes for each event. 

* * * 


London Insurance Offices Buying 
Country Mansions for Storage 
of Records 

A number of the big London insurance 
offices have during recent months pur- 
chased large country houses within about 
fifty miles of London with the object 
of using them to store valuable docu- 
ments and articles of historic interest 
in the event of war. It is felt that in 
an emergency these alternative premises 
would prove very useful, but independ- 
ently of this primary consideration some 
offices are contemplating having per- 
manent storage space in the country for 
some of their records. 

The vast volume of papers which has 
to be preserved is overcrowding the 
available room in certain London of- 
fices. Probably much of the material 
that must be kept will rarely need to 
be referred to, and it is therefore ad- 
visable to store it in a district where 
space is less valuable than in the heart 


offices of the 


headed by 


Ella Barnet Photo 
London & Lancashire to greet 
on a visit here from the head offices in 
United States Manager Gilbert Kingan 
nith, vice-president London & Lancashire 
London & Lancashire at Chicago; Mr 
San Francisco; J. T. Goeller, 


local secre 


of London. The insurance companies, 
in thus providing separate premises for 
their old records, are following a policy 
the banks long ago adopted. 

As a result of this action on the part 
of insurance offices, at least three of 
the leading London real estate concerns 
have brought out special lists of country 
mansions having from twenty to fifty 
rooms in the midst of spacious grounds, 
and are circularizing the companies with 
them. These lists stress the point that 
the houses offered are “in safety areas.’ 
Three such mansions were purchased by 
insurance offices at the end of April 

* * * 


British Amend Chartering Conditions 
For War Risks Pool 

The British Tramp Shipping Administra 

tive Committee has decided to withdraw 

its circular of April 20 relating to the War 

Risks Cargo Pool and discharging ports, 
and to substitute the following: 


(1) For the duration of the British Gover: 
ment’s War Risks argo Pool, in cases wher 
charterers desire to take advantage of the pro 
visions of the said pool, all vessels are to come 
direct from final loading port to Falmouth fo 
orders (unless ordered on signing bills of lad 
ing to a direct discharging port), in which cases 
the range of discharging ports is limited to 
United Kingdom/Irish Free State/Havre/Ham 
burg/Scandinavian and Baltic ports 

(2) In cases, however, where charterers de 
the charter party to contain further options t 
those mentioned in paragraph (1) above, charter 


vessels as per claus 4 of the 
Party, in whic ll 


ers may order 
Centrocon Charter 


h cases op 


tions are retained, including clause 23; but not 
withstanding the charter party may contain the 

further options, charterers may still elect to 
waive such further options and to order sucl 


lading to Falmouth 
rs retain onl 
} 


signing bills of 
in which event chartere 


vessels on 
for orders, 


the options as per paragraph (1) above 
(3) In cases where, under paragraph (1) or 
paragraph (2) above, and for the duration of 


the said War Risks Cargo Pool only, charterer 


bring vessels direct from final port of loading 
to Falmouth for orders, the 6d. per ton extr 
for so doing embodied in F.C.P will 1 
apply. 

(4) In cases where vessels are sent direct 


signing bills of lading to Falmouth for orders, 
charterers to dispatch orders within twenty 
hours after receipt of captain’s telegram notify 
ing arrival at Falmouth, Sund olic 
excepted, beyond which period 
on demurrage as per clause 13 of 
Charter. In cases where vesse 
Falmouth for final orders from ) 
of call, the provisions of clause 23 of 
Centrocon Charter will apply in full 


All other terms and 
plan remain unaltered 
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National Board View 
On Fire Form Revision 


NEW CONTRACT NOT NEEDED 


Executive Committee Helde Acceptable 


Changes May Be Made by Rider 
to Existing Policy 





In the report of the executive commit- 
tee Chairman Robert P. Barbour, who is 
United States manager for the North- 
ern Assurance, told the National Board 
of Fire Underwriters in annual meeting 
in New York yesterday, that the com- 
mittee believes attendance of company 
executives at the annual meetings of the 
Chamber of Commerce of the United 
States, and participation in its activities, 
are of great importance. It is believed 
such attendance promotes better under- 
standing of the institution of capital 
stock company fire insurance among 
executive representatives of various busi- 
nesses and industries served by the fire 
companies. 

Regarding the committee on coopera- 
tion with casualty interests, Mr. Bar- 
bour said that those in the fire business 
have long recognized the need for closer 
cooperation between capital stock com- 
panies writing different kinds of insur- 
ance, eventually to eliminate duplication 
of effort with consequent saving in un- 
necessary expense, 


Revision of Standard Policy 


As to revision of the standard fire in- 
surance policy, 
the position that the National Board is 
not opposed in principle to a revision of 
existing standard policies if there are 
vital reasons for considering revision es- 
sential at this time and the standard that 
may be agreed upon is likely of ple 
by most of the states. The changes so 
far proposed, to the extent that they ap- 
pear acceptable, do not seem of. suffi- 
cient importance to warrant adoption as 
a new standard, especially since such 
changes, if applic ible, may now be made 
by rider attached to existing standards. 
Furthermore, if revision is intended to 


provide a standard for all states, then 
it should naturally be in such form as 
will accommodate itself to the statutes 


of the various states. 

“We now have the benefit of legal in- 
terpretations of present standards. Any 
revision, no matter how carefully drawn 
would undoubtedly result in litigation to 
determine the legal interpretation of 
new language, new provisions and the 
omission of present ones. For many 
reasons your committee has felt that so 
important a matter should have very full 
consideration before determining upon 
revision. If so determined, every pro- 
vision and the wording of existing stand- 
ards should be carefully considered so 
that any new standard shall be clear in 
its terms, fair alike to insured and in- 
surer, properly protect the interest of 
each and adaptable for use in insuring 
all kinds of people and covering all types 
of property, large and small, in city, 
town and country, for the basic policy 
must serve that wide and_ universal 
purpose.” 


PUBLIC FIRE REPORT 

Banking and Insurance Commissioner 
Reilly of New Jersey has filed his final 
report on liquidation of the Public Fire. 
Unless protested the report, becoming 
effective June 13, calls for a final divi- 
dend of 1% in addition to those paid 
previously. 


ASKS U. S. WAR RISK INSURANCE 


The United States Maritime Commis- 
sion has asked Congress to enact a 
plan for government marine war risk 


insurance. 


the committee “has taken- 


BROOKLYN BROKERS MEET 


Kenneth J. Bidwell Guest Speaker; An- 
nual Golf Tournament to Be 
Held June 6 
The regular monthly luncheon meet 
ing of the Brooklyn Insurance Brokers 
Association was held Wednesday at_ the 


Hotel Bossert, Brooklyn, and presided 
over by J. E. Fries. Kenneth J. Bid- 
well, manager of the inland marine de 


partment of the Manhattan Fire & Ma- 
rine, was guest speaker. Mr. Bidwell, 
who has acquired a broad knowledge of 
the inland marine business both in this 
country and abroad, spoke on “The ‘Con- 
stitution’ of the Inland Marine Business,” 
after which he answered questions re- 
garding this particular line of coverage. 

Sylvester P. Eisemann, chairman of 
the golf committee for the annual tour- 
nament, which will be held this year at 
the North Hills Country Club, L. I, on 
June 6, urged the members to support 
the committee in arranging the details 
for the affair. The tickets including 
lunch, dinner and greens fees will be 
$5.50. Prizes donated by members and 
friends of the association will be dis- 
played in the window of the Brooklyn 
branch of the Continental, 158 Montague 
Street. 





Employers’ Group Opens 
New Hampshire Department 
Effective June 1 the Employers’ Group 

of Boston will open a New Hampshire 


department under the supervision of Al- 
mon W. Sargent as resident manager, 


with offices in the Merchants Bank 
Building, Manchester. Mr. Sargent has 
been with the Employers’ for thirty 


vears and has worked in its New Eng- 
land Department as head of its audit- 
ing department, later as automobile un- 
derwriter and more recently as office 
manager. He has served in practically 
every position in the group’s New Eng- 
land Department at one time or another. 
He is a brother of Frank O. Sargent. 
resident manager of the New England 
Department. He will now have super- 
vision of New Hampshire and Vermont 
for the three companies. 

Assisting A. W. Sargent will be Nor- 
man QO. Ingalls, superintendent of the 
Manchester claim department; Francis 
H. Chadwick, payroll auditor, and C. E. 
L. Kimball, supervisor of the engincer- 
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“Experience joined with Common Sense, 


to mortals 


Alliance Agents enjoy association with a Company that has 
the experience .. . years of provable service and 
prompt settlement of claims to which to point. 
are real assets to Alliance Agents. 
coupled with their own common-sense analyses, are an unbeatable 


approach to most selling problems! 





THE ALLIANCE INSURANCE COMPANY 
OF PHILADELPHIA 


Arch St., 


209 W. Jackson Boulevard 
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They find that these “pluses”, 
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John Street, N. Y. 
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WILLIAM WERNER DIES 

services were held yesterday 
the Joseph J. Manger & 
Son Home for Funerals in Irvington, 
N. J., for William Werner, 65, agency 
superintendent for the Globe & Rutgers 
Fire and American Home, who died Mon- 
day at his home in Newark of pleurisy. 
He is survived by his widow, two daugh- 
ters and a son. Entering insurance with 
the Home for some years he was an un- 
derwriter and then assistant secretary 
for the Firemen’s of Newark following 
which he became vice-president of the 
Transportation and then agency super- 
intendent of the Sussex Fire. For the 


Funeral 
afternoon at 
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firm of D. E. Elser & Co. of Manila, Insurance Women of New Jersey met 
Philippine managers of the American in Newark May 18, seventy members 
Foreign Insurance Association, the At- and guests attending. Mrs. Jean L. 
las and the Employers’ Liability, died on Shepard, director of executive person- 
Monday. Mr. Rowe was formerly aspe- nel, Lord & Taylor, New York, spoke 
cial agent in the United States and had on personality in business. The next 
lived in_the Philippines about twelve meeting will be held at the Berkley- 
years. He was about 62 years old. Carteret Hotel, Asbury Park, June 17. 











G. Z. Day, President 


CAPITAL . ° ° ° 
PREMIUM RESERVE . ° 
OTHER LIABILITIES . ° 
NET SURPLUS ° ° . 
*TOTAL ASSETS. ° 


Securities carried at $248,633.31 
States as required by law. 


would be $3,321,949.31. 








Standard Insurance Company 
of New York 


Head Office: 80 John Street, New York 


Statement December 31, 











S. C. 
1938 


KLINE, Secretary 


$1,500,000.00 
1,486,537.96 
274,859.85 
3,290,684.37 
6,552,082.18 


* New York Insurance Department Ciheiten Basis. 
in the above stat 
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On the basis of December 31st, 1938, Market Quotati f Il bond 
owned, this Company’s total Admitted Assets would be $6, 583, 347. i2 oa ay io 
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NEW YORK BILLS PASSED 


Affect Foreign and Alien Fire Policies 
and Allotment for Volunteer 
Firemen’s Home 
York Assembly has_ passed 
to the governor the Hampton 
bill to amend section 601 of the new in- 
surance code to provide that taxes on pre- 
miums on foreign and alien fire insurance 
policies shall be collected and distributed 
in same manner as provided in sections 133 
to 136 of present insurance law if such 
sections are repealed by proposed new law. 
The assembly has passed and sent to 
the governor the Hampton bill amending 
sections 133, 134-36 present insurance law 
to provide that payments of entire 9 
foreign fire insurer’s premium tax shall 
be made by agent for foreign or alien 
fire insurer in the city, village or fire 
district and others entitled to receive por- 
tion of tax, which shall pay the 10% 
alloted for maintaining the volunteer fire- 
men’s home at Hudson. 


The 


and 


New 


sent 





Cc. J. ADAMS CO. HONORED 

Marking fifty years of representation 
of the Fireman’s Fund by the C. J. 
Adams Co. of Atlantic City, a luncheon 
was held there on Monday with James 
F. Crafts, manager of the Eastern de- 
partment, as host. In recognition of the 
long and friendly relationship between 
agency and company a golden anniver- 
sary certificate was presented to Carle- 
ton E. Adams, president, who acce pted 
it on behalf of the agency. 





HATFIELD, JR... WITH PHOENIX 
Frank C. Hatfield, Jr., has been ap- 
pointed state agent for Georgia and Ala- 
bama for the Phoenix of Hartford, Con- 
necticut Fire and Equitable Fire & Ma- 
rine. He is on sgh the field for- 
merly held by the late Sam T. Maddox. 
Mr. Hatfield has had experience in the 
home office and field for another com- 
pany. His headquarters are in the Trust 
Co. of Georgia Building, Atlanta. 
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Col. Frank D. mB 


New President of National Board Long a Constructive Influence in 
Development of Public Relations; a Dynamic Personality With Early 
Background of Local Agency and Rating Work; President of 


National Fire 


Chief of the group of fire insurance 
companies headed by the National Fire 
of Hartford, Col. Frank D. Layton, presi- 
dent of that company, has been in fire 
insurance since boyhood, was in its at- 
mosphere while at school as his father 
was an agent, has seen the business 
crow through the most expansive and 
interesting phases of its development in 
this country, and has concentrated on 
these developments until he has become 
one of the leaders of the fire insurance 
institution and one of its best informed 
executives. An intensive, dynamic per- 
sonality, his ability to concentrate, to 
make quick, thoughtful decisions and to 
apply common sense principles to prob- 
lems of fire insurance as well as to 
personalities, has taken him to the top. 
Col. Layton’s father and mother were 
both born in Newark. When the city 
of Newark established its library his 
erandfather became a library trustee 
and shortly was made librarian. The 


family moved to South Norwalk, Conn., 
where his father, J. M. Layton, became 

banker and an insurance agent. The 
agency is still in existence under the 
name of J. M. Layton & Co. Inc. 
present head of the corporation being 
Lawrence K. Paul. One of the com- 
panies in the agency was the National 


Fire—and still is. 
Entered Father’s Agency at 16 


Frank I). Layton attended grammar 
and high school and when 16 years old 
cecided he wanted to get started in 
nie His father gave him a job pay- 

~ $2 a week; and soon he was deliver- 
wig policies, learning to write forms and 
picking up other apprenticeship rudi- 
nents. 

In those days policies were delivered 
in person and in Mr. Layton’s opinion 
that’s the way they should be delivered 
when it is practical to do so. It gives 
contact with the insured, and, therefore, 
with all those in the office or plant 
surrounding the insured. It furnishes 
the insured with an opportunity to dis- 
with the representative of the 
agency—often the agent himself—ques- 
tions which may arise in the former’s 
mind about the insurance. Furthermore, 
it is an opening for the agent or his 
representative to discuss additional in- 
surance either of larger amount or side 
line and other coverage. There can be 
discussions of changes in the risk, in the 
rates. When the policy is sent by mail 
not only are the old contacts and meet- 
ing with new ones neglected, but fre- 
quently the policy remains on the desk 
for some time without any attention 
being paid to it. 
_As a_ stepping 
fire insurance for an ambitious, indus- 
trious and intelligent boy, South Nor- 
walk was admirable. It was a mile and 
a half from Norwalk—both have since 
been consolidated into one municipality 
—and they were important, progressive 
small towns. South Norwalk with 4,000 
Population has banks, insurance agen- 
cles, stores and several large industrial 
concerns. One of them was the Crofut- 
Knapp Co., hat manufacturers, and now 
part of the Hat Corporation of America 


cuss 


stone to a career in 


Since 1928 


By Clarence Axman 





FRANK D. LAYTON 


which also makes the Knox hat; and the 
Rk. & G. Corset Co. After being with 
his father a while handling routine agen- 
cy matters, he proved that he could sell 
insurance as well; liked production activ- 
ities, and before he left South Norwalk 
he had the R. & G. account and also 
some of the Crofut-Knapp line. 

Mr. Layton became a partner in his 
father’s agency and so did James Paul, 
father of Lawrence K. Paul. When James 
Paul died his son, Lawrence K., who 
had returned from World War service, 
entered the agency and now owns it. 


Sees Fire Insurance as a Good Career 

Mr. Layton’s experience in South Nor- 
walk in getting to know the business 
from the ground up and calling upon so 
many people in the town and its en- 
virons, and the observ rations he had made 
with the passing years in the field and 
in the home office have convinced him 
that fire insurance is an exceptionally 
good career for a man who will work 
hard, who will learn his business, pick 
up knowledge as he goes along, profit 
by experience and by constantly meet- 
ing people. It is a business where a 
man can start from scratch as an agent 
and can build up a clientele, constantly 
winning confidence of the community by 
the manner in which he serves the in- 
surance needs of the community. In a 
number of cities he, in later years, has 
had contacts with agents who after a 
modest start became the leading agent 
in the town. 

While making a success as a local 
agent Mr. Layton began to have ambi- 
tions to be a field man. He applied for 
several jobs as a special agent, but not 
with success. An example of this ex- 
perience was an interview he had with 
Daniel Prentice, manager of the Penn- 
sylvania Fire in New York State and 
New Jersey, which company he had 
heard had a vacancy. ‘ 


“Why, you haven’t had any experi- 
ence,” Prentice told him. 

“Well, how can a man get experience 
if no one gives him a chance to get it?” 
young Layton retorted 

“IT am sorry, but I 
for an untrained special,” 
comment. 

Goes to Work on Rating Schedules 

Layton was discouraged, but not licked. 
He kept his eyes open and finally was 
tipped off by a special agent friend that 
there might be some openings as a rater 
for the New England Fire Insurance 
Exchange or the Underwriters Associa- 
tion of the Middle Department. This 
vas in 1900 and 1901 during the evolu- 
tion period of uniform rating in_ the 
East. The New England Fire Insurance 
Exchange, the Underwriters Association 
of the Middle Department and the New 
York State Underwriters Association had 
adopted series of about a dozen uni- 
form schedules, such as metal working 
plants and textile plants—what were 
known at the time as “hard luck sched- 
ules’—and these schedules were being 
applied. 

None of these rating organizations had 
a corps of men to apply the schedules, 
the work being done by special agents 
when the latter could crowd the extra 
work in, but there was too much work 
of that kind for the specials to do in 


have no opening 
was Prentice’s 


addition to their regular duties, so the 
associations began temporarily to hire 
men to apply those schedules. So Lay- 


ton went to work on these schedules, 
traveling largely in Massachusetts, Rhode 
Island and in Connecticut, outside of 
Fairfield County, his home. For this 
work he got $3 a day and expenses, the 


latter never being more than $125 a 
month, sometimes $100 a month. At the 
time C. M. Goddard was secretary of the 


New England Fire Insurance Exchange. 
Special for National in 1902 

During that period of his career Mr. 
Layton visited an innumerable number 
of plants and other special risks as well 
as hundreds of mercantile establishments. 
His contacts with executives of the plants 
resulted in friendships which continued 
over the years. The experience was 
valuable, but what he really wanted to 
be was a special agent of a company 
and in 1902 he reached that goal. The 
company with which he went was the 
company of which he is now the head. 
The National Fire had just reinsured the 
Merchants of Newark and needed some 
additional help in the New England field. 

The National at the end of 1902 had 
gross assets of $6,205,394; and a net 
premium income of $4,276,265. Judge 
James Nichols was president; Benjamin 
R. Stillman was secretary; and Harry 
A. Smith was assistant secretary. Its 
assets at end of 1938 were $50,681,119. 

Judge Nichols was a man of high 
ideals, stern in manner but kindly. He 
had been probate judge in Newtown, 
Conn., where he had lived for many 
years before coming to Hartford. 

The assistant secretary, Harry A. 
Smith, was one of the most progressive 
and forceful of the younger fire insur- 
ance executives of the country, and later 





Heads National Beard | 


Col. Layton was elected president | 
of the National Board of Fire Under 
writers at the annual —— held | 
| vesterday at the Waldorf-Astoria in 
|New York. He succeeds Paul B 
| Sommers, president of the American | 
| of New ark, 


was to become its president. He had 
been a football coach at Amherst. ke 


lations between Frank D. Layton and 
Harry A. Smith grew unusually clos 
with the passing years and Mr. Layton 
says he profited much by Mr. Smith’s 


tuition, kindliness and helpfulness 

When Mr. Layton joined the National’s 
field force he became assistant to Frank 
E. Stone, special agent for southern 
New York State and western New Eng 
land. The former’s New York head- 
quarters were at the old Army and Navy 
Club in Forty-third Street, near Sixth 
Avenue. Around the corner from. the 
Army and Navy Club was the old res 
taurant of Jack’s, for many years one 
of the most famous eating places in 
New York. There Col. Layton enter 
tained many agents who visited the 
metropolis. 

His Field Enlarged 

In 1906 was the San Francisco earth- 

quake and fire and Frank E. Stone was 


sent there to adjust its losses for the 
National. He never returned to his work 
in New England, as he liked San Fran- 
cisco and remained there as assistant 
manager on the Coast. Layton took 
over Stone’s duties and was in charg: 
of western New England and southern 


New York field. 

As a field man Mr. Layton made a 
remarkably favorable impression on 
agents which is still remembered. He 


was one of the hardest working specials 
who ever worked in the New York State 
or New England field, and one of the 
most constructive. Many local agents 
learned a lot about fire insurance from 
Mr. Layton, especially in production 
When he arrived in a town he remained 
there until he finished his job, which 
included helping agents get business and 


inspecting risks. He put in so many 
hours, was so conscientious and _ dili- 
gent, that some of the locals called him 


Frank 
One of the 


“Dynamo” Layton. 

agents who talked inter- 
estingly about Mr. Layton, the field 
man, when seen by The Eastern Under- 
writer, is John Lynch, who later be- 
came a Borough Commissioner in 
Greater New York and who also was a 
member of the New York State Senate 

Mr. Lynch is now a member of the 
agency firm of Gruber & Lynch, 111 
John Street, New York City. When 
Mr. Layton called upon him he was a 
local agent in Staten Island. 

“Layton would visit us once a month,’ 
he said, “and it was anything but a 
perfunctory visit. We were glad to 
have him around because he told us a 
lot about the business; was decidedly 
helpful. He was conscientious, thor- 
ough, took his job very seriously. As 


he spent most of the day with us, we 
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were somewhat puzzled to know how 
he inspected the business, but after some 
months we discovered the secret. 

Night Inspections 

“The way it all happened was this. He 
came to town one day and we hoped he 
would not inspect a risk which was 
nothing to brag about from a physical 
point of view. So we thought we would 
take him for a ride. This we did liter- 
ally. We went out with him; took him 
all around the island, pointed out this 
point of interest and that; showed him 
a number of our most desirable risks 
and finally got him down to the ferry. 
We waved good-bye and went back to 
the office. It was late in the afternoon. 

“Shortly after that day’s visit his com- 
pany canceled the poor risk. It was 
rather puzzling, as we were sure that 
he had not seen it. Some days went 
by; Layton again visited our agency. 
Again we took him to the ferry and 
waved good-bye. Next day someone 
told me that they had seen Layton in 
Staten Island the night before. That 
opened our eyes, and we discovered that 
when we left him he would return to 
the island or would slip off the ferry 
and make the inspection in the early 
evening. 

“We came to the conclusion that he 
spent the daytime in production activi- 
ties and at night did inspection, which 
turned out to be correct. I don’t know 
how many hours a day he worked in 
that period of his career, but they cer- 
tainly mounted up.” 

Staten Island Street Named for Him 

Commissioner Lynch is extremely fond 
of Col. Layton and when Borough Com- 
missioner he named a street on Staten 
Island after him. 

In 1908 Mr. Layton was transferred to 
the home office, being appointed general 
agent. 

On December 3, 1907, the Suburban 
Fire Insurance Exchange of New York 
was organized. One of the most active 
of the organizers was Harry A. Smith 
of the National, who was to become one 
of the first of the executive committee 
chairmen. The initial chairman was 
George W. Hoyt, L. & L. & G.,, other 
members of the original executive com- 
mittee being Henry Evans, Continental; 
George W. Babb, Northern; Clarence A. 
Ludlum, Home; John Kelly, Westches- 
ter; Daniel Prentice, Pennsylvania Fire; 
DD. H. Dunham, Firemen’s; and Mr. 
Smith. The first president was George 
W. Hoyt; first secretary and manager, 
A. Sylvanus Reid. 

From the time the old Suburban Tariff 
Association had broken up in 1897 until 
the Suburban Fire Insurance Exchange 
was organized in 1907 there were no 
tariff rates in the Suburban field and 
commissions ranged from 20% to 25%. 

When the Suburban Fire Insurance 
Exchange was launched it was necessary 
to explain to the agents the nature of 
the program of the new exchange; to 
obtain from the agents their coopera 
tion; and to encourage them to organize 


county boards. In the Suburban Ex- 
change territory were these counties: 
Queens, Nassau, Suffolk, Richmond, 


Westchester, Putnam, Rockland and the 
Bronx. 
Setting the Suburban Exchange Program 

It was decided by the executive com- 
mittee to send a group of company 
representatives to see the agents in each 
county and explain why their best  in- 
terest lay in cooperation and in forming 
boards. Harry A. Smith designated 
Frank D. Layton as representative of 
the National; he was made leader of 
the group. Some others in the group 
with their then affiliation were Robert 
P. Barbour, North British & Mercantile; 
George A. Clarke, Home; Joseph Mc- 
Cord and Stanley Jarvis, Hanover; Larry 
C. Dameron, Continental, and John Mott, 
general agent, along with a number of 
other men who were then active in the 
southern New York field. 

After visiting two counties North of 
the Bronx where they were successful 
at the end of each day in getting con- 
sent for the organization of the boards, 
the group journeyed out to Riverhead, 
Suffolk County, near the end of Long 
Island, where about fifty local agents 


were on hand to meet them. In those 
days the Long Island R. R. ran a very 
limited number of trains to the eastern 
end of the island and as 3 o'clock, time 
for departure of the last train, came 
and conclusion of the meeting was not 
in sight, the visiting insurance men were 
discouraged because they wanted to keep 
up their record of organizing a_ board 
a day. Frank D. Layton came to the 
rescue. He learned that a private train 
could be engaged for $100 and the spe- 
cials decided to hire it. Discussion con- 
tinued; the decision to organize the 
board was reached, and the weary but 
elated specials boarded the special and 


returned to New York. One member 
of the visiting group was A. French 
George, late assistant to the manager, 


Suburban Fire Insurance Exchange. 
Agents in the five other counties were 
organized without difficulty. 

The Suburban Fire Insurance Ex- 
change proved a most helpful organiza- 
tion; has kept fire insurance conditions 
in the territory splendidly stabilized. 

After the Suburban Fire Insurance 
experience Mr. Layton began some trav- 
eling outside of the territory with which 
he was familiar. He made a number of 
trips with Judge Nichols, including jour- 
neys to New Orleans when the Mechan- 
ics & Traders was there, and visits to 
Chicago. 

Intimate Knowledge of West Virginia 


Among company executives Mr. Lay- 
ton is regarded as one of the best posted 
on West Virginia affairs. His acquaint- 
ance with conditions in that state began 
after the National had acquired the 
Franklin of West Virginia. He was as- 
signed to the state for a period of sev- 
eral months during which he examined 
the business of the company in every 
town in which the Franklin operated, 
getting acquainted with the agency plant, 
inspecting a large number of risks, de- 
ciding what business should be retained 
and other underwriting and production 
decisions, also studying the mining and 
other phases of the industrial and eco- 
nomic situation there. Traveling was 
not easy at the time. There were no 
automobiles in the state then; train ser- 
vice was unusually poor; and the roads 
for horse and buggy traveling were not 
in good shape. He has been much in- 
terested in West Virginia since that time 
and served for years on the companies’ 
West Virginia supervising committee 
where his intimate knowledge of condi 
tions in that state proved unusually valu- 
able to the companies. 

When Mr. Layton got the title of 
general agent at the home office in 1908 
his territory was the six New England 
states, New York State, New Jersey. 
West Virginia and Delaware. He visited 
the territory at least once a year, some- 
times twice, covering the important 
points. At the start he was assistant 
to George H. Tryon, then an assistant 
secretary of the company, and later with 
Marsh & McLennan. He was elected 
an assistant secretary of the company: 
then secretary; and in February, 1919, 
became a_ vice-president. Two  vears 
later he was made a director and in 


Dust Explosion Losses 
Declining, Expert Says 


Dust explosion losses are on the de- 
cline, notwithstanding an _ occasional 
catastrophe such as that in Chicago re- 
cently, Hylton R. Brown of the United 
States Department of Agriculture, told 
several hundred firemen attending the 
annual Northwest fire school at the Uni- 
versity of Minnesota, May 15, 16 and 17. 

Mr. Brown pointed out that in the ten 


vears, 1919 to 1928 the property loss 
from dust explosions in the United 
States aggregated $18,000,000 while in 


the following decade it had dropped to 
$10,000,000. He advised firemen in that 
extensive grain elevator and flour mill 
territory to profit from the $4,000,000 
Chicago loss by impressing on managers 
of local mills and elevators the import- 
ance of keeping their plants as free as 
possible of dust. 


December, 1928, was elected president. 
He is also president of the Mechanics 
& Traders, Transcontinental Insurance 
Co., Franklin National; and a director 
of the Continental Assurance and Na- 
tional Casualty. 

Long Active in National Board 

Col. Layton has been vice-president 
of the National Board of Fire Under- 
writers for two years, succeeding Paul 
B. Sommers of the American of New- 
ark. For two years he was chairman 
of the executive committee, having been 
succeeded by Robert P. Barbour, now 
U. S. manager of the Northern Assur- 
ance of London. 

For a time Col. Layton was chairman 
of the public relations committee of the 
National Board of Fire Underwriters and 
was an outstanding chairman of that 
committee. Deep and sincere is his in- 
terest in the public relations aspect of 
fire insurance and he has long been one 


of the executives who have been able 
to visualize what the stock fire insur- 
ance business means to industry and 
credit. 


It has been interesting to him to know 
what the institution’of fire insurance has 
meant to the public in protection of 
business, how it has been instrumental 
in keeping business going after fire loss 
destruction, the great work it has done 
to prevent fire. its marvelous sponsor- 
ship of model building codes, especially 
with reference to school structures, and 
the many other services rendered by the 
institution. 

Also he believes that the public is 
vitally interested in these matters be- 
cause it gains by those activities; and 
he likewise feels that the wider the 
spread of such information about fire 
insurance services in interest of the 
community the better for all concerned. 
He has been especially gratified by the 
growing interest being taken in public 
relations affairs by insurance executives 
generally and by local agents. 


Has Been President of F.LA. 


Col. Layton has served as_ president 
of the Factory Insurance Association, 
which was organized in 1890 and has 
been one of the most successful organi- 
zations in the business. He has also 
been chairman of the executive commit- 
tee of that association. He is a member 
of the board of trustees of the Insurance 
Executives Association, a member of the 
executive committee of the Eastern Un- 
derwriters Association and has been 
president of the Eastern Tornado Asso- 
ciation. He has also served as president 
of the Suburban Fire Insurance Ex- 
change of New York which he helped 
to establish. 

Outside of the fire insurance business 
two of Col. Layton’s directorates are 
those in two leading institutions of Hart- 
ford—the Phoenix State Bank & Trust 
Co. and the Phoenix Mutual Life Insur- 
ance Co. 

The Phoenix State Bank & Trust Co. 
is a merger of the Phoenix National 
Bank which was incorporated in 1814 
and the State Bank incorporated in 1849. 
They were merged in 1926. When the 
Phoenix National Bank was started Hart- 


April Building Volume Shows 
Moderate Year-to-Year Gain 


The total estimated dollar value of 
building construction projects for which 
permits were issued during April in the 
215 cities regularly reporting to Dun & 
Bradstreet, Inc., was $95,244,741. This 
compared with $118690,399 for March 
and $84,842,365 for April, 1938. With the 
exception of the $117,598,966 figure re- 
ported during April, 1937, last month’s 
building volume was the largest for April 
since 1931, The 12.3% gain shown over 
April last year, however, was much 
smaller than the year-to-year increases 
recorded during March or February, 
while the drop of 198% from March 
to April was contrary to a usual sea- 
sonal advance for the period of about 


6%. 


ford had a population of only 4,000, hy 
it already was the home of a number of 
insurance companies and in the Many 
decades since the beginning of that ban 
many of the most prominent isurance 
men in the city have been on its boar 
Up to 1914 when it celebrated its cen- 
tenary a few of the presidents of Har. 
ford insurance companies who had server 
on the board were James G. Battersoy 
and S. G. Dunham, Travelers; Johy 
M. Taylor, Connecticut Mutual; Richar: 
M. Bissell, Hartford Fire; John M, Ho). 
combe, Phoenix Mutual. Arthur M, (,). 
lens, present president of the Phoenj 
Mutual, is now on the board, , 
The State Bank also had a long gye. 
cession of insurance men On its board 
Assets of Phoenix State Bank & Trug 
at end of business year, March 29, 1939 
were $41,178,263; and its deposits wer: 
$36,727,112 at that time. At the end of 
1938 the Phoenix Mutual Life had assets 
of $237,487,161; and insurance in foreg 
of $658,509,169. 
Colonel in National Guard 
Frank DD. Layton’s title of Colonel 
came from the National Guard. He be- 
came a private in the Connecticut Na. 
tional Guard while living in South Nor- 
walk, and then served successively as 
corporal, captain and finally a_ brigak 
inspector with the rank of major. Th 
brigade was mustered out in 1905 at which 
time Mr. Layton was breveted lieutenant 
colonel. Commanding officer of the brig- 
ade was Brigadier General Russell Frost, 
still living in South Norwalk at the 
age of , 
When the United States entered the 
World War Col. Layton had _ been out 
of the National Guard for twelve years 
He tried several times to enter the 
service, but was rejected each time on 
account of defective eyesight. 
Col. Layton is a former president of 
the Farmington Country Club and also 
is a member of the Wampanoag Coun 
try Club and the Hartford Club and of 
the Bankers Club of New York. He is 
a Mason and a Shriner. His principal 
recreation is golf and he is a moderate 
collector of Currier & Ives prints and 
antiques. 
His wife was Miss Ethel Savory Keep 
daughter of a_ prominent 3rooklyn 
physician who died a number of years 
ago. Mrs. Layton is active in_philan- 
thropic organizations in Hartford and 
vicinity; she is and has been for many 
years secretary and director of the Hart- 
ford Dispensary; she is a member of the 
Mitchell House Board also and is identi- 
fied with other similar public welfare 
enterprises. Colonel and Mrs. Layton 
take their vacations at Dorset, a peaceful 
little village near Manchester in_ the 
Vermont hills, where there is a small 
golf course and plenty of opportunity 
to relax. 
Gives Credit to Others for Achievement 
It is an obsession of Col. Layton’s 
that he deserves no credit for anything 
which he or his companies _ have 
achieved. He insists that the credit for 
whatever has been accomplished should 
go to his associates and his assistants 
rather than to him. He is consistent in 
viving recognition to those associated 
with him; sometimes bending over back- 
wards on this score. 
The Eastern Underwriter asked John 
H. Buck of Buck & McCook, prominent 
Hartford attorneys, and one of Col. 
Layton’s closest friends, for a personal 
slant on the president of the National. 
He said: 
“Col. Layton has been as constant a 
reader as his business would permit of 
the best to be found in English and 
American authors, preferring biography. 
He has read slowly but carefully with a 
just appreciation of the soundness 0 
their philosophy of life. 
“He has also given much personal and 
practical help to various charities In 
Hartford whose principles have met wit 
his approval, although much of this help 
has been in such a quiet way that many 
of his closest friends have not been 
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aware of it. He has always welcomed 
an opportunity to do a kindness even 
in small matters and his friends have 
come to realize the personal interest he 
takes in their lives and problems.” 
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New York State Association of Local Agents’ Convention 





Convention Acts On 
Auto Rate Situation 


ALSO ON COMP. COMMISSIONS 





to Secure Association Support for 
“a Driver Plan Defeated; Re-elect 
Carson President 


By Edwin N. Eager 
Syracuse, N. Y., May 23.—Highlights 
of the fifty-seventh annual convention of 
the New York State Association of Local 
\cents, held here at the Hotel Onondaga 
yesterday and today, were adoption of 
several important resolutions, defeat by 
a close margin of one proposal, approval 
of revision of the state association by- 
laws and emphasis during all sessions 
upon better education of agents and the 
public on up-to-date developments in the 
stock fire and casualty insurance busi- 
ness. With a registration of about 500 
members and guests the attendance mark 
falls slightly below the all-time record 
reached a year ago but is about the same 
as in 1937, the best year up to that time. 
Under the changes in the by-laws the 
oficers of the association are a presi- 
dent, executive vice-president instead of 
the two vice-presidents as_ heretofore, 
national councillor and secretary-treas- 
urer. There are also four regional vice- 
presidents to be selected from among 
the directors, who are now elected for 
a definite term of years. The executive 
vice-president is to be automatically 
chairman of the executive committee. 
Most of the other changes in the by- 
laws are for the purposes of moderniza- 
tion and clarification. 
Officers and Directors 
President Russell M. L. Carson of 
Glens Falls was re-elected for another 
term. Vice-President Thomas A. Sharp 
of Rochester was elected executive vice- 
president. National Councillor Follett L. 
Greeno of Rochester and Secretary- 
Treasurer J. W. Rose of Buffalo were 
re-elected to their respective positions. 
Directors were elected as follows: 
For one year—Richard Cary, Niagara 
Falls; Joseph H. Miller, Utica; T. L. 
Rogers, Little Falls; A. C. Wallace, 
Goshen; Lewis F. Lighton, Jr., Syracuse, 
and Anton L. Schwab, Staten Island. 
For two years—Warren E. Day, Syra- 
cuse; R. Douglas Boyd, Gloversville; 
Hugh F. Morrison, Lake Placid; Edward 
T. McLaughlin, Watertown; J. K. Hunt- 
(Continued on Page 25) 





.own rates and plans. 


Pink Holds Fair Rate Regulation 
In Best Interests of Insurance 


Syracuse, N. Y., May 23.—The combi- 
nation of self-government in insurance 
with reasonable public regulation, while 
still in the experimental stage, has un- 
doubtedly worked for the sound organi- 
zation of the insurance business in this 
state and has been a real protection to 
the policyholder and the public, Insur- 
ance Superintendent Louis H. Pink of 
New York asserted in his address ‘at 
the annual banquet this evening. 

“The trend in this country for some 
time has been toward regulation,” he 
continued. “The overwhelming sentiment 
of insurance people in this state is that 
with all its difficulties rate regulation is 
a great boon to the industrv and should 
be preserved. It is, we believe, best in 
the long run not only for the insurance 
companies and the industry generally but 
for the public. Whenever open compe- 
tition is allowed to run riot companies 
fail, unsound practices obtain and in the 
end the public suffers not only from 
inability to collect what is due it from 
companies in liquidation but from selfish 
price fixing which is the aftermath of 
competitive war. 

“It is an opportune time for the indus- 
try to review its position and decide 
whether the best interests of the business 
and the country lie along the line of 
regulation or whether we should revert 
to open and free competition, trade war, 
the crowding out of the small company 
and the survival of the big and strong. 


Alternative Is Open Competition in Rates 


“Recent competitive practices in the 
automobile insurance field have given 
both the industry and the supervisors 
of insurance real cause for concern. 
There exists today some form of state 
regulation in only eight or ten of the 
states. In the remaining states the com- 
panies are free to put into effect their 
There are only 
two eventful possibilities—one is free and 
open competition in rates, complete free 
dom for the companies to charge as much 
as they like and issue policies as broad 
as they like, or a regulation based upon 
experience, cost and a moderate but fair 


profit, scrupulously lived up to by all. 


“In the insurance industry rates must 
either be properly and scientifically reg- 
ulated or there must be free competition. 
It is impossible to reconcile the two ideas 
We cannot have regulation one day and 


competition the next nor can we indefi- 
nitely have regulation in one state and 
free competition by the same companies 
in the adjoining state.” 





Daw Urges Agents to Sell 


Extended Cover Endorsement 

Syracuse, N. Y., May 23.— “Larry” 
Daw, manager Syracuse division, New 
York Fire Insurance Rating Organiza- 
tion, held in close affection by the New 
York agents, today made his fifteenth 
appearance before a state association 
annual convention. He urged the agents 
to sell the extended coverage endorse- 
ment and the extra expense insurance 
form, now available for dwelling risks. 
Both he described as real sources of 
additional premium income. 

From reports to the rating organiza- 
tion Mr. Daw said that the extended 
coverage endorsement is being sold 
widely on dwellings, minimum rated risks 
and special hazard risks. Agents who 
are not stressing this coverage are losing 
good revenue, he said. 





Excelsior Luncheon Host 

Syracuse, N. Y., May 23.—The Excel- 
sior Fire of this city today tendered a 
complimentary luncheon to all at the 
President Robert C. Hos- 
mer presided. For some years the Ex- 
celsior has been luncheon host at state 
association conventions in Syracuse. Di- 
rectors of the company met here Monday 
and declared a semi-annual dividend of 
15 cents a share out of earnings, making 
payments for the last year 30 cents. 
The dividend is payable June 30-to stock- 
holders of record June 10. 


convention. 





Tribute to Eugene A. Beach 

Syracuse, N. Y., May 23—The memory 
of the late Eugene A. Beach of this 
city, former state association president 
and before that secretary for three years, 
was honored here today. Mr. Beach died 
earlier this year. W. H. A. Munns of 
Syracuse, long a friend of Mr. Beach, 
paid tribute to the latter’s character, 
loyalty and ability. 


Objectives Uppermost 
Among N. Y. Agents 


CARSON MAKES ANNUAL REPORT 





Closer Cooperation With Companies and 
Mixed Agency Evil Found to Be 
Principal Sore Spots 





President Russell M. L. Carson, in 
making his report of the administration 
to the New York State Association of 
Local Agents in annual convention in 
Syracuse this week, found much to bring 
optimism to the minds of members, and 
also a few situations not so pleasing, 
but on the main the year’s work has 
been highly beneficial. 

Speaking of relations between the 
agents, the Insurance Department and 
the carriers, he said that the adminis- 
tration has consciously and consistently 
endeavored to integrate its own program 
and activities with the constructive ob- 
jectives of the New York Department 
and of company organizations having 
jurisdiction. It has been expected that 
ideas and policies would clash at times, 
and they have. In spite of these dis- 
appointments it is felt that there has 
been a decided advance in understanding 
and cooperation, and this has been so 
during a most difficult and trying time 
for every business. Mr. Carson con- 
tinued in part: 


Constitutional Convention 


“The association’s activities during the 
vear have fallen under two heads—pro- 
grammed activities and emergency activi- 
ties. The 1938 meeting adopted a reso- 
lution opposing proposals submitted to 
the Constitutional Convention authoriz- 
ing the legislature to enact laws provid- 
ing for compensation to persons injured 
in automobile accidents without regard 
to fault, or for compulsory motor vehicle 
liability insurance, or for an exclusive 
state fund for workmen’s compensation 
insurance. This instruction was faith- 
fully, and, with one exception, success- 
fully carried out. All proposals covered 
in the aforementioned resolution were 
defeated. 

“The 1938 meeting adopted a resolution 
rededicating the association to the prin- 
ciples of stock company insurance and 
the elimination of mixed stock and non- 
stock agencies. Despite the importance 
given to this resolution it has not been 
possible for the administration to secure 
the cooperation of the stock companies 
to put it into effect. The E.U.A. com- 

(Continued on Page 25) 


Officers for 1939-40 Elected at Syracuse Meeting 





RUSSELL M. L. 
President 


CARSON 


THOMAS A. SHARP 
Executive Vice-President 


FOLLETT L. GREENO 
National Councillor 


JAY W. ROSE 
Secretary-Treasurer 
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New York State Asso 





Marshall Tells of Rate Changes 
And Problems in Farm Underwriting 


?? 


N. Y., May 22.—Fire insur- 
ance companies and careless agents are 
about equally at fault for the high loss 
ratio on farm _ business, to 
Fred J. Marshall of East vet- 
eran chairman of the rural agents’ com- 
mittee of the New York State 
tion. Speaking before the rural 
forum this afternoon he 
agents 
dwellings and personal property 
and the barn with a 
amount on the dwelling to another. 
called this practice unfair the 
pany covering the barn the 
undesirable item. 

Many companies have required a farm 
report of their own 
alike, said Mr. 
a careful agent to 
companies a real picture of the risk, 
all the different inspec- 
tion reports—which was cumbersome. 
With the thought in mind of splitting 
the liability on farms among companies 
in an agency, and in order to save the 
agent unnecessary work his committee 
completed a uniform inspection report 
blank that could be made up in triplicate 
on the typewriter in one operation. Mr. 
Marshall also urged the writing of farm 
business on a schedule giving each com- 
pany an equal share of liability on all 
items. He feels sure that the use of this 
blank has made many agents more care- 
ful and appreciative of farm writing 
facilities. 
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Urges Agents to Join Association 


At the conclusion of his report Mr. 
Marshall urged local agents to join local 
boards and their state associations as 
the progress made in solving many farm 
underwriting problems has come only 
through the efforts of organized agents. 

“Our committee met with the manu- 
facturers of lightning rod equipment, the 
Underwriters’ Laboratories representa 
tives and representatives of the Light- 
ning Rod Protective Association of Al- 
bany, N. Y., which have done much in 
correcting the installation of lightning 
rods,” continued Mr. Marshall. “Ninety- 
five per cent of the manufacturers agreed 
to ship only master label equipment 
into New York State, which in itself was 
a benefit to the honest lightning rod in- 
staller and did away with much unfair 
competition in the use of bootleg rod 
material, and secured for the farmer an 
efficient lightning rod system. 


Rate Changes 


“The companies prepared a rate in- 
crease of 50 cents a hundred on all out- 
buildings and contents, with the excep- 
tion of live stock, and 25 cents a hundred 
increase on dwellings and contents, for 
three-year policies, on all farm risks in 
Class 1 counties. Rates in other coun- 
ties were to be increased proportionately. 
In addition, the companies proposed that 
owner- occupied encumbered farms should 
take the tenant rate, plus the increase, 
which in the opinion of your committee 
would have put the farm rate beyond the 
reach of nearly every farmer and natu 
rally would mean a tremendous loss of 
business to the local agent outside the 
cities and drive the .better farm risks to 
seek insurance coverage elsewhere. Our 
committee vigorously protested, espe- 
cially the increase of rates on owner- 
occupied encumbered farms. They finally 
agreed 


to an increase of 4 cents per 
hundred on the dwelling rate and 10 
cents on the outbuildings per hundred 
annually. 


“We secured an amendment to Section 
1 of the farm form which permits the 
entry and operation as occasion may re- 
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form were extended to cover farm ma- 
chinery, etc., in the assured’s dwelling. 

“The companies have, and still are 
treating this business as an accommoda- 
tion line. They write more freely for 
banks and financial institutions than for 
local agents and ofttimes appear to be 
very careless in their underwriting. 

Reductions Secured 

“The counties of New York State are 
classified as 1, 2 and 3 for farm business. 
Class 1 county for one year _ policies, 
the rates were 50 cents on dwelling and 
88 cents on outbuildings. Class 2 county, 
62 cents on dwelling and $1.02 on out- 
buildings; Class 3 county, 88 cents on 
dwelling and $1.18 on outbuildings. These 
rates applied to Class D_ schedule. 
Through the rural agents’ efforts, Class 
1 county rates became effective on all 
Class D business state-wide, reducing 
the cost of insurance in Class 2 county 
from 62 cents to 50 cents on dwellings 
and from $1.02 to 88 cents on barns, and 
in Class 3 county from &8& cents to 50 
cents on dwellings and from $1.18 to 
88 cents on outbuildings. 

“We then secured a further reduction 
on garages for this class to 60 cents, a 
total saving on garage Class 3 county of 
58 cents on all annual policies per hun- 
dred. We have felt for some time that 
the county classification applying to farm 
business should be abolished, because a 
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MARSHALL high rate is not the answer and _ if 
agents in Class 2 and 3 counties use 
commercial automotive ve hicles careful underwriting, this can be ac- 
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extending the distance from fire hall— 
again saving the insuring public a reduc. 
tion in rate. 

“We are still working on a simplified 
farm form. We are not asking for 
higher commissions but we feel sure 
that commissions paid to part-time or 
non-policy-writing agents should not be 
the same as that paid to a full-time 
agent who maintains an office and js 
equipped to furnish the public with insur. 
ance service. 

“What are we going to do about the 
mixed agency situation? Are we going 
to allow New York State to become in- 
volved like they are in New England, 
where the agency mutuals and _ stock 
agencies are both in the same office, 
and after both parties working on a 
large risk securing a reduction in the 
rate from 27 cents to 16 cents and then 
the direct-writing mutuals come in and 
write it at that rate and the local agent 
receives none of the business.” 

i Lucas on Sales Opportunities 

William H. Lucas of Le Roy said that 
many agents today are complaining of a 
lack of available business and he pointed 
out some opportunities for agents with 
initiative and enterprise who wish to 
build up their income. He cited the 
new single limit $1,000 automobile liabil- 
ity policy for motorists in the lower in- 
come brackets, the $500 burglary policy, 
the extended coverage endorsement for 
fire contracts. 

“T feel that IT would be very remiss if 
I did not take this opportunity to make 
some comment about the new automobile 
insurance rating plan which was an- 
nounced by the Bureau early this month. 
I believe this to be the soundest, most 
practical and equitable rating plan which 
has ever been proposed. The approval 
of this plan by the Insurance Department 
of New York would be the biggest boom 
to the rural insurance agents that we 
have had for many years, and I believe 
that this convention should show its 
willingness to assist the rural agents by 
immediately filing recommendations with 
the Insurance Department requesting 
that this plan be placed in effect im- 
mediately. ; 

“T wish it were in order at this time 
for me to offer a resolution for the 
adoption by this convention to the effect 
that it go on record as favoring and 
requesting the immediate adoption of the 
occupational rating plan which has been 
proposed by the National Bureau. In- 
corporated in this resolution I feel there 
should be expressed a pledge that we, 
the agent members of this organization, 
will honestly maintain to the strict letter 
and intent of the rule of his rating plan.” 





Convention Notes 


Convention formalities were opened 
—o afternoon by singing of “Amer- 
> led by Al Dodge. Greetings were 

pine Me to the convention by Lewis 
F. Lighton, president, Syracuse Under- 
writers Exchange, with the response 
made by First Vice-President Thomas 
A. Sharp of the state association. 

* * * 

Edward H. Hornbostel, New York 
State agent of the Firemen’s and dean 
of New York fieldmen, is an attentive 
listener at convention sessions. In ex- 


cellent health, he says there is too much 
work for him to do to think of illness 
or taking life easier. 
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Planning Agents Association Convention in Boston 





A preliminary meeting of the advisory 
committee for the Boston convention of 


the National Association of Insurance 
Agents in October, was held at conven- 
tion headquarters, May 10, to discuss 
matters of policy with representatives 
from other committees and cooperating 
organizations. Those in attendance were, 


left to right, standing, Raymond C. 
Dreher and James Davis; seated, Lee H. 
Tucker, Edwin J. Cole, Robert A. Sulli- 
van, Harvey R. Preston, Louis H. Hoff- 
mann, James H. Carney, Arthur J. An- 
derson, Herbert K. Kneeland, Reginald 
A. Benting. The complete committee 
set-up for the convention will be an- 
nounced soon. 





Clark Re-elected Head Of 


Western Insurance Bureau 
Herbert A. Clark of Chicago, vice- 
president of the Firemen’s, was reelect- 
ed president and chairman of the board 
of the Western Insurance Bureau at the 
annual meeting held last week at French 
Lick Springs, Ind. E. E. Soenke, secre- 
tary of the Security of Davenport, is 
vice-president, and W. S. Whitford, ex- 
ecutive vice-president of the Millers Na- 
tional, treasurer. A. A. Krueger, secre- 


tary of the Millers National, and R. S. 
Danforth, assistant secretary of the same 
company, were named assistant treasur- 
ers to aid Mr. Whitford. F. C. Schad 
was reelected secretary. 


APPOINTED A DIRECTOR 
Irving F. Brigham of the Buffalo In- 
surance Co., Buffalo, N. Y., has been 
appointed a director of the Homestead 
Savings & Loan Association. His father, 
the late Frank J. Brigham, was presi- 
dent of the association. 





FIRE ASS’N VICE-PRESIDENT 





Frank H. Thomas, Formerly Banker at 
Wilmington, Del., Joins Philadelphia 
Companies 
Frank H. Thomas of Wilmington, Del., 
has been elected a vice-president of the 
Fire Association of Philadelphia and its 
affiliated companies. Mr. Thomas, who 
was born in Wilmington, was educated 
at the Wilmington Friends School and 
was graduated from Cornell University 
in 1921 with an A.B. degree. Since that 
time he served as vice-president of 
Standard-Trump Bros. Machine Co., 
a knitting machine factory in Wilming- 
ton and later for six years as vice-presi- 
dent and investment officer of the Equit- 

able Trust Co. in Wilmington. 

Mr. Thomas’ present affiliations in- 
clude directorships in the Equitable 
Trust Co. and Electric Hose & Rubber 
Co. of Wilmington. He is a member of 
the Wilmington Club, Wilmington Coun- 
try Club, Down Town Club of Philadel- 
phia and Bankers Club of New York 
City. 


Richard C. Alton, Sec’y 
National Fire Co., Dead 


Richard C. Alton, secretary National 
Fire of Hartford, died at his home in 
Manchester, Conn., May 20, age 50. He 
joined the National Fire January 7, 1907. 
Prior to that time he had been a local 
insurance agent. He became a special 
agent in the New York suburban field in 
1914, was made New Jersey state agent 
in 1918 was brought in to the home 
office to become agency superintendent 
in 1923, was elected assistant secretary 
in 1926 and secretary in 1929. 

He was also secretary of the Mechan- 
ics & Traders, the Transcontinental and 
the Franklin National, which are affili- 
ated with the National Fire. He is sur- 
vived by his widow, a daughter, Mrs. 
P. V. Colmar of Wayland, Mass.;,a son, 
Dr. Richard C. Alton, Jr., who is at- 
tending the Universal Chiropractic Col- 





Legion Memorial Service } 
By Post 1081 Is Impressiy, 


The memorial services conducted fg 
Sunday by Insurance Post 1081, Ames; 
can Legion, in honor of their departes 
comrades were solemn and impressive 
Held in the church of the post’s chaphji; 
Rev. Carl Podin in Brooklyn with about 
fifty members attending, the welepy, 
was given by Commander J. R, Loomis 
Travelers, sermon by Dr. Podin. and aq 
dress of the evening by Past Commap. 
der H. G. Treiss, Great American, ¥ 
Vice-Commander Edward — Glatzmayey 
Travelers, called the roll of departe, 
members of the post Vice-President \i 
liam Baxter, Continental Casualty, tolled 
the Legion bell once for each, of the 
thirty-eight men who gave their lives 
during the World War or have passed 
on since. 

William Schiff, president, Schiff, Ter. 
hune & Co.. New York insurance bro. 
ker, donated the flowers which decorated 
the alter in memory of his brother, Her. 
bert, and other deceased insurance yet. 
erans. 


Re-elect Hall President Of 


Newark Protective Ass'n 

The Underwriters Protective Associa- 
tion of Newark, N. J., which controls 
the salvage corps there, last Friday re 
elected William A. Hall, Jr., as president 
for his fifteenth term. Other officers 
elected were as follows: 

William B. Rearden, Firemen’s, vice. 
president and chairman of the executive 
committee; F. Lindsay, American, 
vice- president and secretary; Archibald 
Kemp, Loyalty Group, treasurer. Roger 
Young, New York Underwriters, was 
elected to the board of directors, other 
directors being re-elected. The asso- 
ciation will mark its sixtieth anniversary 
in July. , 








lege in Pittsburgh, and a brother, Ernest 
Alton of Hartford. 
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Items from Financial Statement of March 31, 1939: 


CAPITAL 

SURPLUS 

Loss RESERVE 
PREMIUM RESERVE 


Att OTHER LIABILITIES 


ToraAL ADMITTED ASSETS . . 


$ 600,000.00 
1, 330,094.49 
293,874.42 

2, 128,694.75 
45,760.15 


$4,398, 423.81 


Securities carried at $374,539.24 are deposited 
in accordance with law. 
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New 


York State Association of Local Agents 


New Officers and Resolutions 


(Continued from Page 21) 


‘neton, New Rochelle, and Albert Dodge, 


suffalo. - 
For three a 
ester; H. H. Hatch, na; M. 
Mowry, Cattaraugus; A. J. Smith, New 
York City; k. E. Thompson, Valley 
Stream, and John Thompson, Amenia. 


Resolutions Adopted 

The following resolutic ms, presented by 
the resolutions committee, were adopted 
by the convention late today : 

““1 The New York State Association 
ef Local Agents looks with concern at 
the situation developed by the recently 
announced rate reductions for automobile 
liability and property damage insurance, 
outside of New York State. We heartily 
approve the prompt action of the Super- 
intendent of Insurance in calling for a 
complete review of the experience within 
this state by September 1. : 
“The interests of the public require 
that a larger percentage of the motorists, 
now traveling our highways, be properly 
insured at the lowest possible rates, con- 
sistent with solvency; it also requires 
that such rates when reviewed and prom- 
uleated shall not be discriminatory to 
the citizens of this state when compared 
to outside costs for similar protection, 
“2 We commend Governor Lehman 
for his prompt and effective action per- 
taining to the alleged irregularities in 
the payroll audit department of the New 
York State Workmen’s Compensation 
Insurance Fund. It is our belief that 
the taxpayers of this state are entitled 
to know all the facts pertaining to the 
management, the competitive and under- 
writing practices pertaining to trade 
eroups and individual insurers, and the 
present financial standing of the Fund; 
and to this end we urge the Governor 
to immediately extend the scope of the 
present investigation. 

“We further urge the Governor and 
the members of our state legislature to 


A. Duffus, Roch- 
Massena; A. M. 


so amend the present laws, that there-, 


after the State Fund shall be supervised 


and examined to the same extent and 
under like conditions as other work- 
men’s compensation insurance carriers 


now operating in New York State, are 
regulated and supervised by the Superin- 
tendent of Insurance. 

“3. We express our deep appreciation 
to R. Foster Piper and the members of 
the joint legislative committee, to Sen- 
ator William H. Hampton, chairman of 
the insurance committee of the Senate, 
and to Senators Egbert and Thompson 
for their sympathetic and active assist- 
ance to the members of our own legis- 
lative committee during the recent ses- 
sion.” 

Workmen’s Compensation Commissions 

Two other resolutions, presented by 
Mr. Dodge as chairman of the casualty 
and surety committee, were also ap- 
proved. The first calls for restoration 
by the companies of the 174% commis- 
sion to agents and 10% to brokers on 
workmen’s compensation. risks. Four 
years ago the commissions were reduced 
to 15% and 84% as an emergency meas- 
ure, with the promise of restoration, and 
the agents hold that the emergency has 
now passed. Brokers, Mr. Dodge said, 
are asking for 10% for themselves and 
the agents contend that this rate can- 
not safely be paid unless the agents are 
getting more than a 5% overwriting 
commission on this class of business. 

The second resolution presented by 
Mr. Dodge, and approved, follows: 

“We recommend that the New York 
State Association of Local Agents lend 
its support in urging the Insurance De- 
partment to approve the proposal of 
Stock companies for a revision of rating 
Procedure on the retrospective rating 
plan for compensation insurance by ap- 
plying company expense loadings to 
minimum’ premiums as is now done with 
respect to acquisition expense. 

“We further recommend to the stock 


companies and the Insurance Department 
that a plan be developed for a downward 
revision of all workmen’s compensation 
rates by the introduction of graded load- 
ings for both company expense and ac- 
quisition cost applicable to all risks re- 
flecting a premium in excess of $1,000.” 


Proposal to Substitute Safe Driver Plan 


Immediately after the resolutions com- 
mittee report had been accepted Fred 
W. Townsend of Rochester presented a 
resolution supporting the Safe Driver 
Reward Plan and concluding as follows: 

“Whereas, we believe that the Safe 
Driver Reward Plan is far superior to 
the Preferred Risk Rating Plan now in 
operation in this state, especially as a 
psychological factor for encouraging safe 
driving through the emphasis upon re- 
ward rather than penalty, we respectfully 
request that, when the revised rates shall 
have been approved, that in addition to 
any reductions established, the Safe 
Reward Plan be substituted for the 
Preferred Risk Penalty Rating Plan, in 
order that the people of the State of 
New York may receive the same consid- 
eration accorded to those of other states.” 

This resolution was, in effect, a more 
strongly worded statement on the auto- 
mobile rate situation than the resolutions 
committee Resolution No. 1. Charles H. 
Tuke and James H. Farrell, both also 
of Rochester, spoke in favor of this 
substitute resolution of Mr. Townsend, 
reflecting the evident support for the 
Safe Driver Reward Plan existing in the 
western part of New York State. 

A. J. Smith of New York and John 
J. Roe, Jr., of Patchogue, both members 
of the state association executive com- 
mittee, took the floor in opposition to 
this new resolution. Mr. Smith said the 
S.D.R.P. should not receive support as 
it is not a plan which all companies 
will accept. Mr. Roe declared that 
agents in eastern New York are definite- 
ly hostile to the reward plan. Thomas 
A. Sharp, Rochester, backed up the ad- 
vocates of the resolution, contending 
the S.D.R.P. would get the business 
back from the mutuals. 

William Leslie, general manager of the 
National Bureau of Casualty & Surety 
Underwriters, who was in the room with 
Ray Murphy, assistant manager of 
the Association of Casualty & Surety 
Executives, was then called upon for 
a statement of his position. While read- 
ily admitting his strong support for the 
safe driver plan in principle and stating 
that it is working out very successfully 
in many states, he said that to combine 
it in New York now with the present 
move for rate revisions would cause real 
complications. Therefore he concluded 
that it would be a mistake on _ the 
part of the New York agents to reopen 


the controversy in this state at this 
time. 
Even with Mr. Leslie’s statement. it 


was evident that sentiment on the reso- 
lution was nearly equally divided. When 
a motion to table the resolution was 
offered the vote was forty-two in favor 
and thirty-seven in opposition. By this 
vote the original resolution, previously 
adopted, was allowed to stand. 





N. J. Delegation Present 

Syracuse, N. Y., May 23—The New 
Jersey Association of Underwriters is 
well represented at the New York con- 
vention. In the delegation from across 
the Hudson is President H. Donald 
Holmes and Past Presidents C. Stanley 
Stults, William G. Hurtzig and Harry 
L. Godshall. 

ACKERMANN ANNIVERSARY 

Frederick Ackermann, well known 
New Jersey general agent for the Na- 
tional Union Fire of Pittsburgh, on 
June 1 will mark the thirty-fifth anni- 
versary of his connection with that com- 
pany. 


’ Convention 








OFFERS EDUCATIONAL PROGRAM 


Dr. Ackerman, University of Newark, 
Suggests Adult Insurance Courses 
Conducted by Local Boards 
Syracuse, N. Y., May 23.—Suggested 
steps for educating the public on insur- 
ance were presented to the convention 
this afternoon by Dr. Laurence J. Acker- 
man of the University of Newark, N. J. 
In that state the agents’ organization 
has been successfully conducting an edu- 
cational program for agents, their em- 

ployes and the public. 

Dr. Ackerman proposed a program of 
cooperation between local boards and 
adult educational groups in those com- 
munities. He urged short courses for 
buyers of insurance to include the his- 
tory, services and principles of insur- 
ance, types of carriers, how insurance 
dollar is spent, trustee charactership of 
insurance, loss adjustments and the im- 
portant function of the local agent. 

Other suggestions for aiding public 
education were institutional advertising 
through local boards, radio programs, 
speeches before business groups, ete. Dr. 
Ackerman said educational would remove 
many of the competitive difficulties now 
faced by stock carriers and their agents. 
He told of the increasing number of 
general business men voluntarily taking 
the insurance courses of the University 


of Newark. 


Carson Report 
(Continued from Page 21) 


panies, the non-bureau companies and 
the casualty companies apparently all 
have their own side issues that compli- 
cate and confuse the main issue, and 
prevent an arrival at a common, practi- 
cal viewpoint. Two plans have been con- 
sidered by the Committee of Eight, but 
both have failed of adoption. The ad- 
ministration holds no hope that general 
cooperative effort between companies and 
agents is possible until the divergent 
views of the companies can crystalize 
into one. The subject is not dead. The 
association should continue its efforts. 
The cooperative system and the ‘profit 
system cannot live together. 
Administration’s Program 

“Soon after the 1938 meeting a mail 
vote was taken to learn what problems 
and subjects were commanding the in- 
terest of agents in all parts of New 
York State. A desire for closer con- 
tacts and cooperation with companies and 
company organizations topped the list, 
and that of mixed agencies came second, 

Insurance Code 

“Work on the new insurance code ab- 
sorbed a tremendous amount of the ad- 
ministration’s time and effort. It made 
a heavy drain on the treasury. Secretary 
Rose stated in the Forum that the re- 
sults accomplished are worth more to 
our members than all the dues they will 
ever pay. 

“We believe the code is an improve- 
ment on the present law but all our 
recommendations thereto have not been 
adopted. A united front prevented in- 
corporation of a provision that would 
have put rates in a straight-jacket. The 
association took a stand against freezing 
rates in a formula. 

Automobile Rates 

“Regarding the new automobile lia- 
bility and property damage rates effec 
tive after July 1, many association mem- 
bers were fearful that announcem nt of 
rate reductions so far in advance would 
result in unethical practices. Definite 
plans for controlling the situation are 
in progress, and you may anticipate that 
an appropriate order or rule will be 
promulgated before July 1, 

“As to compulsory automobile insur- 
ance, it is definite that the Department 
is about to undertake a serious and ex- 
haustive study of the problems of tying 
accident prevention in with insurance, 
and of uncompensated automobile claims. 
We have reason to believe that the De 


partment will welcome the cooperation 
of our association. 

“The association has called on the 
National Association to recognize the 
threat of extension of the branch office 
system and to adopt effective means for 
its control. 

Agency Qualifications 

“Your president holds a personal be- 
lief that the root of most of the serious 
troubles that are disturbing the insur- 
ance business of today is that there are 
too many agents and too many compa- 
nies. Our association asked the code 
committee to raise the standards of quali 
fication to be an agent to the higher 
level required for a broker license. The 
request was not granted for the reason 
that the committee feared that it might 
make insurance service difficult to ‘ob- 
tain in small communities. We are now 
engaged in a preliminary study of how 
insurance education programs can be 
brought to small cities. 

“The type and extent of our relations 
with the public are of prime importance, 
but before we can have good _ public 
relations we must have good relations 
with our companies. We are glad to re- 
cord that the past year has been singu- 
larly free from complaints. The confer- 
ence principle gained momentum in New 
York State. A plan is being worked out 
for regular conferences between the De 
partment and our association.” 

Decrease in Membership 

Mr. Carson noted a decrease in mem- 
bership of 4%; inability to publish the 
Forum regularly; high cost of belonging 
to the National Association and need for 
retention of more money to do the nec 
essary work in New York State. A re- 
duction in the cost of operating the 
National Association has been urged. 





Fidelity-Phenix Honors 
Pres. Russell M. L. Carson 


Syracuse, N. Y., May 23.—Russell M. 
L. Carson of Glens Falls, president of 
the New York Association, was guest 
of honor at a breakfast this morning 
given by the America Fore Group to 
mark Mr. Carson’s representation of the 
Fidelity - Phenix for over twenty - five 
years. Le Roy T. Brown, secretary of 
the company, presented Mr. Carson with 
a service medal in the form of a watch 
fob and also a handsome pipe. 


Present at the breakfast were Presi- 
dent W. H. Menn of the National Asso 
ciation, Past Presidents T. L. Rogers 
and W. M. Gildersleeve of the New 


York Association, President H. D. Holmes 
of the New Jersey Association, Past 
Presidents W. G. Hurtzig and C. S 
Stults of the New Jersey Association, 
Warren E. Day and Charles Gere of 
Syracuse and several others. 


Duffus on What Agents 


Expect From Companies 


Syracuse, N. Y., May 23.—Roy A. Duf- 
fus, past-president of the Rochester local 
board, told the convention some things 
agents expect from their companies, list- 
ing among others the following: 

Discontinuance of rate wars between 
stock insurers; more general advertising 
by companies to educate the public; more 
help in providing insurance educational 
facilities for various non-insurance busi- 
ness groups; development of flexibility 
in rating practices to meet competitive 
trends in present price buying; help in 
solving the important question of mixed 
agencies; creation of a casualty Business 
Development Office; consultation with 
producers before offering new _ policy 
forms and literature; assistance in in 
forming the public of value of insurance 
and service through local advertising in 
which the companies share the cost. 


HOSMERS COING TO EUROPE 
Robert C. Hosmer, president of the 








Excelsior Fire of Syracuse, N. Y., and 
Mrs. Hosmer, are sailing tomorrow for a 
vacation trip to Europe. 
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Warns of Spread Of 
Consumer Cooperatives 


PUTS MUTUALS IN SAME CLASS 
H. P. Janisch Says Both Groups Work 


Toward Elimination of Middleman 
in Insurance Picture 


Syracuse, N. Y., May 22—In an elo- 
quent address which drew vigorous ap- 
plause, Harold P. Janisch of Boston, 
executive advisor, Service Men’s Protec- 
tive Association, attacked the objectives 
and activities of mutual fire and casualty 
insurers and consumers’ cooperatives. He 
declared that in countries where coopera- 
tive movements are successful invariably 
radical governments have come into pow- 
er, and he urged all agents to fight the 
spread of this movement in this country 
with all their power. The convention 
approved immediate distribution of Mr. 
Janisch’s address to all its members. 

Speaking of mutual company opera- 
tions, he said many of them have ex- 
tended their former purely local activities 
to national programs. Through legisla- 
tive support, tax exemptions, reinsur- 
ance and propaganda they give constant 
support to direct writing - insurance, 
eliminating the middleman agent and 
broker. Agents who deal with mutual 
fire and casualty carriers are merely 
hastening the day when they will put 
themselves out of business, he warned. 

Many combined agency and direct writ- 
ing mutuals enter a new territory with 
agency appointments, Mr. Janisch said. 
“When the premium volume is adequate 
we find them coming in as direct writ- 
ers, paying larger dividends, providing 
the assured will do business with the 
companies direct and eliminate the 
cent.” 

This the speaker called unfair raiding 
and such a company “is the most danger- 
ous enemy to the agency and brokerage 
system that can be imagined. 

“Mutual fire and casualty insurance 
ompanies are an important part of the 
cooperative movement in this country.” 


Convention Notes 


The Fidelity & Deposit and American 
Bonding of Baltimore are continuing 
their good-will practice of distributing to 
all here complimentary copies of a Syra 
cuse newspaper 

oa 7 * 

The state association executive com- 
mittee was on the job early, meeting 
most of Sunday with the officers. On 
this committee are A. J. Smith, New York, 
and Past-Presidents Albert Dodge, Buf 
falo; John J. Roe, Jr.. Patchogue, and 
T. L. Rogers, Little Falls. 

ca + 


William Hecox of Bing hamton is here, 
healthy and vigorous in his seventy- 
ninth year. Tall, handsome, erect in pos- 
ture and attired in a light gray suit, he 
presents the picture of the successful 
business man in the prime of life. Mr 
Hecox is a charter member of this fifty 
six-year-old association and was presi 
lent in 1916-1917. 

* * * 


The National Association executive 


ommittee could easily hold a “rump” 
convention at Syracuse. President Wil- 
lam H. Menn is here together with 


Executive Committeemen A. J. Smith of 
New York, C. Stanley Stults of Hights- 
town, N. J., and David A. North of New 
Haven \ former National Association 
leader, Edwin J. Cole of Fall River, Mass.. 
is also here. Missed is Frank L. Gard- 
ner of Poughkeepsie, N. Y., former state 
and national president, but he is ably 
represented by his son, Frank, Jr. 
* * |o 


Genial A. J. Smith of 
a triple role in organized agency 
In addition to being on the 
committee of the stat 
is a National Association 
mitteeman and 


York City 


New York plays 
affairs. 
executive 
association, he 
executive com- 
president of the New 
agents’ local board 


Menn Calls Upon Agents to Meet 
Challenge to Insurance Producers 


Syracuse, N. Y¥., May 23—A plea for 
unity among local agents in all parts of 
the country in defense of the middleman 
in insurance, the producer, was voiced 
by William H. Menn of Los Angeles, 
president of the National Association 
of Insurance Agents, when addressing 
the New York State Association con- 


Boye Studios 
MENN 


WILLIAM H. 


vention here today. Strong forces are 


at work today to tear down existing 
systems of doing business, he asserted, 
and to meet these problems requires 


national solidarity, uniformity of pur- 
pose and procedure. He offered the Na- 
tional Association as the strongest me- 
dium for meeting these attacks upon 
the American Agency System. 

“In our own business, we know full 
well that through mail order insurance, 
through non-admitted companies, through 
consumer cooperatives, through some of 
the most potent of the non-stock carriers 
which boast loudly in full page adver- 
tisements in our daily newspapers that 
they save money for their customers 
through a of the middleman, 
our business is chz llenged day by day,” 
declared Mr. Menn. “Every possible 
source is being tapped, to spread abroad 
propaganda that the middleman in the 
insurance business is a parasite; that 
avency service is no more than lip service 
and that we are premium grabbers, pure 
and simple. 


Challenge Met Forcefully 


“That this challenge has been met 
forcefully and successfully up to this 
time is demonstrated by the fact that 
we are in business today—that by far 
the majority of the premiums placed on 
the books of the insurance companies is 
produced by these middlemen whom the 
propagandists would destroy. 3ut the 
dogs of destruction bark louder and 
come closer to our heels, and we must 
prepare to do battle even more decisive- 
ly in defense of our business which we 
sincerely believe serves the public in- 
terest. 

“It behooves us not simply to sell our 
policies to the public, but to sell and 
resell our own Bs thod of doing business. 
The first step is in ourselves as indi- 
viduals, in daily contact with the public. 
If we fail to provide our clients with 
that measure of security and_ service 
which they deserve, the handwriting is 
on the wall for us, and through nobody’s 
fault but our own.” 

Under present day conditions, no 
agent, however competent and faithful, 
could hope to justify the insurance mid- 
dleman before the public without the 
force of a potent national organization 





behind him, continued Mr. Menn. If 
business generally is convinced that its 
future rests upon organizations of the 
several vroups, then agents must 
strenethen the National Association, 
through increased manpower, through 
advanced education of the membership, 
and through a more forceful approach 
to the public itself. 
Personal Appeal to N. Y. Agents 

“Through the years, the National As- 
sociation has increased and developed its 
manpower, but there remains fallow 
ground now prepared for the sowing of 
the seeds of the value of the Nationai 
Association. | iotaiate make a per- 
sonal plea to the agents of this great 
State of New York, not to rest on the 
laurels you have so richly deserved, but 
to go forth and sow these seeds of na- 
tional solidarity and unified action 
throughout your state, in order that we 
may prove to the satisfaction of the 
public that ours is not only a worthy 
organization meriting its confidence, but 
a strong trade association, truly repre- 
sentative of the American Agency Sys- 
tem and competent spokesman for it. 

“To the agents of New York State and 
to every group of agents, whether it be 
local board or state association, I sug- 
gest that in its conduct of a long or 
short insurance course, whether through 
a state university or college, or on an 
independent basis, it inz wugurate as an 
integral part of such training, a course 
in the ethics and the principles of the 
National Association of Insurance 
Agents. 

“In so doing, you will make a better 
agent of this young man Somes this 
rganization, founded on the principle 
of promotion of right principles and 
opposition to bad practices, has so much 
to offer him in the manner of conduct- 
ine his agency business on the highest 
plane. You can appeal to his reason, 
through pointing out to him his obliga- 
tion to the organization which has done 
so much for him long years before he 
was born. 

National Association Section of 

Insurance School 

suggest some topic for the 
National Association section of an in- 
surance school. First, just as the fire 
insurance student learns first of the ‘His- 
tory and Principles of Fire Insurance,’ 
let the student be grounded as well in 
the ‘History and Principles of the Na- 
tional Association of Insurance Agents.’ 

“When it comes to our approach to 
the public, we also have made advances 
but certainly they are not in keeping 
with the dignity of our organization or 
with our business itself. We are making 
progress, as in the case of the contacts 
with the credit men’s associations, but in 
most other cases this advance has been 
sporadic. It must not be so. There is 
not a city or town in this country, | 
venture to state, where there is not at 
least one member of this association 
who stands as one of the leading citizens 
in his community. Such a man is wel- 
come on the program of Chambers of 
Commerce and civic clubs of all kinds. 
Members of this association are the 
obvious leaders in fire prevention and 
accident prevention work, and in many 
cases they have assumed this leadership 
and ci arried it forward to brilliant suc- 
cess. 3ut make no mistake—such ac- 
tivities must be undertaken with re- 
newed energy and on a national basis.” 


“Let me 





COMPANY HEADQUARTERS 

Companies which have headquarters at 
the Hotel Onondaga include the Home 
Fleet, America Fore Group, North Brit- 
ish & Mercantile, Corroon & Reynolds, 
Eagle Star, London & Lancashire Indem- 
nity, Phoenix of London Group, National 
Surety, Standard Surety & Casualty, 
Hartford Fire Group and London As- 
surance. 
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Local Boards Push 
Educational Programs 
ROCHESTER WORK IS OUTLINED 


Competitive Activities of State Fund 
Arouse Opposition; Handling of 
School and County Risks 
Syracuse, N. Y., May 22.—Worthwhile 
steps which local boards can take to aid 
individual agents and also develop mem 
bership in local and state associations 
were presented at the local board con- 
ference which opened the annual con- 
vention New York 
here this morning. Before the 
closed the subject of State Fund com- 
petition came in for considerable discus- 
sion and the meeting adopted a resolu- 
tion that this problem be referred to 
the casualty conference and _ legislative 
committees of the state association for 

serious thought. 

Several speakers centered their re- 
marks on the educational work which 
may profitably be undertaken by local 
boards. The outstanding example in this 
direction is what is being done by the 
Rochester local board. President Fred 
W. Townsend of that board reviewed 
the ten-week course on the public liabil- 
ity manual which brought much favorable 
comment throughout the state. 

Roy A. Duffus of Rochester, chairman 
of the state association educational com- 
mittee, said that he hopes that a series 
of regional educational meetings through- 
out the state will soon be possible, but 
at the moment such cannot be done be- 
cause of lack of adequate funds. He 
reviewed briefly other educational courses 
given in Rochester this last vear and in 
closing pointed to the popular annual 
four-day Florida short course given by 
the agents of that state. He said such 
a constructive program might well be 
considered by the New York Associa- 
tion. 

Another point offered was that agents 
in different parts of the state who are 
good speakers should be invited to speak 
before meetings of local boards other 
than their own so that educational and 
sales information may be distributed over 
wider sections of the state. 


What Various Boards Have Done 


Richard Cary, president of the Niagara 
Falls Insuring Agents Club, who presided, 
called first for talks on accomplishments 
of local boards. John J. Roe, Patch- 
ogue, said that the Suffolk County Asso- 
ciation has done some successful work 
on clearing up the mixed agency situa- 
tion. Anton L. Schwab told of the 
removal of unqualified agencies on Staten 
Island through local board efforts. He 
also drew attention to the bill now before 
Governor Lehman preventing any finan- 
cial institution dictating the placing of 


of the association 


session 


insurance on mortgaged property. This 
was sponsored by the Suburban New 
York Association. 

Several local boards have solved the 


question of membership and influence by 
securing the handling of school, munici- 
pal or county insurance. In such cases 
It is distinctly to the financial advantage 
of agents to join their local boards and 
the large majority of the qualified pro- 
ducers do just that. Mr. Cary spoke of 
the cleaner competition and improved 
fellowship promoted by a strong local 
board, such as exists in Niagara Falls. 

Albert Dodge, Buffalo, urged joint 
meetings of local boards and credit men’s 
associations, so that agents can bring to 
the attention of the latter the question 
of ample insurance on property upon 
which credit is extended. Such meetings 
are now being held in many parts of the 
country and will be extended during the 
coming year. 

In Watertown the county authorities 
were persuaded by the local board not 
to try self-insurance experiments, E. 
MacLaughlin reported. That board also 
publishes cooperative advertisements in 


the local papers to educate the public 
on new insurance forms. 
State Fund Competition 

Richmond E. Thompson, Valley Stream, 
president of the Suburban New York 
Association, introduced the subject of 
State Fund activities. He referred to 
the current investigation of irregularitics 
by Fund employes and then said that 
many agents in different parts of the 
state have expressed strong opposition to 
the practice of the Compensation Rating 
3oard in releasing automatically to mu 
tual carriers and the State Fund, as well 
as to stock insurers, the renewal. rate 
cards on experienced rated risks. The 
agents argue that this rate information 
belongs exclusively to the agent and 
insurance company on the risk and 
should not be broadcast, without re- 
quest, to all carriers. 

The suggestion was made by M*-. 
Thompson and others that these experi- 
ence rates should not be given out to 
any carrier without a definite letter of 
authorization from the assured. Mr. 
Dodge said the state casualty confer- 
ence committee is trying now to find 
some satisfactory solution to this prob- 
lem but little headway has as yet been 
registered. 

It was also brought out that State 
Fund competition is being extended by 
action of the Fund in soliciting various 
business groups with offers of a trade 
group plan. Mr. Roe said that much 
of the difficulty in getting control over 
actions of the Fund lies in the fact 
that the Fund is supervised by the State 
Department of Labor rather than the 
Insurance Department. He voiced the 
hope that some day the State Fund may 
be brought under the Insurance Depart- 
ment, which would be one real step 
forward in trying to curb competitive 
practices of the Fund. 


Other agents who spoke during the 








KESSLER 


Potter's Mutual Competition Talk 
Scores Big Hit At the Convention 


Syracuse, N. Y., May 22.—Wellington 
“Duke” Potter of Rochester, one of the 
most dynamic speakers in local agency 
ranks, devoted more than an hour this 
afternoon to showing members of the 
New York State they 
may individually outthink and outservice 
the non-stock fire and casualty insurers 


Association how 


in present day competition. A_ pictur- 
esque platform personality, Mr. Potter 
took off his coat, rolled up his sleeve 


and went to work in the best Billy Sun- 
day style. 

3ack of the dais against the wall of the 
ballroom he had a huge display of litera- 
ture illustrating sales arguments of the 
mutuals, good and bad public relations 
material of business concerns, stock com- 
pany advertising and letters from busi- 
ness leaders telling why they prefer the 
quality of stock coverage to the 
arguments of the non-stock insurers. 
Though he spoke late in the afternoon 
Mr. Potter held his audience completely ; 
and often it is not uncommon for many 
to drift away from a convention hall as 
a long afternoon session nears its close. 

Mr. Potter has been in constant de- 
mand as a speaker on the subject of 
meeting mutual competition. Last week 
he spoke before agents in Alabama and 


sales 





session included A. C. Wallace of Goshen, 
Theodore L. Rogers of Little Falls, Rob- 
ert J. Toedt of New Rochelle, Howard 
A. James of Floral Park, Thomas A. 

Hatch 
Levy of 


Sharp of Rochester, Herbert H. 
of Massena and 
Liberty. 


Charles H. 


of his other personal property unless 


he had the foresight to carry Windstorm and Tornado 


insurance. Be certain 
your assureds are 
well protected in the 


NORTHERN 


INSURANCE COMPANY 


83 MAIDEN LANE, NEW YORK 





WELLINGTON POTTER 


Mississippi. Today he was here in Syra- 
cuse and tomorrow he is scheduled to 
appear before the agents’ association in 
Detroit. He uses up a tremendous amount 
of physical energy in presenting his talks 
yet appears to thrive under the strain. 

His purpose in “putting on a show” 
when speaking is frankly to arouse 
agents to thought and action in counter- 
acting the varied means used by non- 
stock insurers to get business. He ex- 
horted the agents here not to sit by and 
let someone else do all the protesting 
and fighting but to join in themselves, 
each in his own little way. He gave 
numerous illustrations of seemingly small 
acts by agents in saving business for 
themselves or getting accounts from the 
mutuals. Alone these did not count for 
much, he: said, but if only a large body 
of stock producers will join in the com- 
petitive battle then the acts collectively 
will bear real weight. 

\s illustrations of what can be done 
he cited protests sent to better business 
bureaus, chambers of commerce, the In- 
surance Department and other organiza- 
tions watching business ethics concerning 
misleading and untruthful advertising 
used by some non-stock carriers to in- 
fluence the public. The public, Mr. 
Potter said, is mostly ignorant of the 
insurance business and unless unethical 
advertising is protested and stopped it 
will be accepted by the public as the 
complete truth. 

Mr. Potter told the agents to check 
on the business concerns from which 
they buy merchandise to see if these 
merchants and manufacturers who are 
selling their products under the profit 
system are consistent when buying in- 
surance. He related numerous 
where such concerns were patronizing 
non-stock insurers but transferred their 
insurance to stock carriers when it was 
brought directly to their attention that 
they were not following out their own 
principles of selling. Mr. Potter said 
that possession of just a few such letters 
from assureds by an agent constitutes a 
most powerful argument in meeting mu- 
tual competition on other risks. 


Insurance Coercion Bill 
Syracuse, N. Y., May 23.—The con- 
vention today voted to send a message 
to State Senators Egbert and Thompson 
commending them for their support of 
the measure to prevent financial institu 
tions dictating the placing of insurance 
on mortgaged property. A message also 
went to Governor Lehman urging him 

to approve this piece of legislation 
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White & Camby, Inc., 
In Anniversary Mood 


FOURTEEN YEARS OLD ON MAY 25 
Edward I. White Rendae of This Agency; 


Twenty-six Years in the Business; 
Produced $1, 300,008 Volume Last Year 


A few weeks Edward E 
president of White & Camby, Inc., 
inent New York City 
twenty-six years in the 


White, 


prom- 


aco 


completed 
busi- 
25 his firm celebrated 
In this com- 

both 
leader 


agency, 
insurance 
ness, and on May 
its fourteenth anniversary. 
paratively short span of 
White & Camby, Inc., 
have earned the respect and confidence 


years, 
and its 





EDWARD I. WHITE 


the bestows 
upon those of its own who have achieved 
leadership by meritorious service. Wit- 
ness last year’s production of $1,300,000 
premium writings by the White & Camby 
agency in all lines, which was slightly 
ahead of the 1937 peak figure, 
the slackened pace of general business. 
‘Eddie” White, as he’s known to many 
on the Street, steered the 
through trying depression years with the 
skill of a veteran pilot, avoiding the 
danger shoals and knowing when to in- 
crease speed. Year after year White & 
Camby has consistently gained in pre- 
mium volume. The big event of last 
year was the capture of No. 1 place for 
individual agency production in a con- 
test between two groups of agents of 
the United States F. & G., of which 
White & Camby are borough agents. 


which insurance fraternity 


despite 


has agency 


His Career a Business Romance 
In 1913 “Eddie” White entered the 
insurance business with the old firm of 
Willcox, Peck & Hughes where he served 
as “placer” in the marine department. 
Possessed of dynamic energy and initia- 


tive, he made numerous contacts and 
lasting friendships. 
After serving in the World War he 


resigned from Willcox, Peck & Hughes 
to go into partnership, operating as 
Frank & White. Two years later, in 
1925, a new agency known as White & 

Camby, Inc., was started and it is now 
one of the best known in Greater New 
York. Mr. White calls his agency a 
“multiple advisory and underwriting ser- 
vice for progressive insurance brokers,” 
and there is nothing perfunctory about it. 

This year Mr. White hopes to materi- 
ally step up his agency’s production in 
all lines, for he’s a doer rather than a 
dreamer—believes in planning his opera- 
tions far in advance. Another trait, is 
that he does not believe in concentrating 
his business among a few, or within a 
limited group, as his office serves several 
hundred active brokerage accounts at this 
time. Only slightly over 40 years old, 
“Eddie” White has gone far in the in- 
surance field, and is constantly endeavor- 
ing to increase the efficiency of his or- 
ganization, 

Mr. White has a delightful family life 
in Chappequa, Westchester County, N. 
Y., where he and Mrs. White are raising 
a large family of seven children—four 
girls and three boys. 





New Jersey Agents May 
Meet on September 7-8 


An optimistic note of improving condi- 


tions in the real estate market was 
sounded at Brielle, N. J., last week by 
Theodore F. Appleby of Asbury Park, 


president of the New Jersey Association 
of Real Estate Boards. Speaking before 
a joint meeting of the Monmouth County 
Board of Realtors and the Insurance 
Agents’ Association of Monmouth Coun- 
ty, Appleby summarized reports of fa- 
vorable business activity in the Central 
Atlantic States as presented at a regional 
conference of realtors in Atlantic City 


last week. 

Joseph G. McCue of Rumson, presi- 
dent of the county realtors’ group, and 
Herbert R. Farrow of Red Bank, presi- 
dent of the Insurance Agents Associa- 
tion, each conducted business sessions 
of their organizations. The insurance 
men advanced plans for a proposed meet- 
ing of the New Jersey Association of 
Underwriters at Monmouth Hotel in 
Spring Lake September 7 and 8&. 


ROBERT C. BOWERHAN DEAD 
Robert C. Bowerhan, Pleasantville, 
N. Y., partner in Bowerhan & La Forge, 





New York insurance brokerage house, 
died May 18, age 59. He was known 
generally among countermen in New 


York, having been in the insurance busi- 
ness for many years. At one time he 
was a placer. 
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Northwestern National 
Paid Excess in N. Y. 


LICENSE RENEWAL TENTATIVE 





Method of Pesueeie Described; Com- 
pany Claims Department Without 
Power; Brokers’ Names Withheld 


A Departmental hearing was held on 
a report on examination of the North- 
western National Insurance Co., dealing 
with the question of “excess commis- 
sions” paid by the company in the City 
of New York. The examiner’s report 
shows the payment of an excess or ad- 
ditional broker’s commission of approxi- 
mately 10% in an indirect, separate cash 
transaction. The report contains the 
names of the brokers to whom the ex- 
cess commissions were paid and indicates 
the total amount of commission paid 
each. 

The examiner recommended that the 
company be directed to show cause why 
its license in New York should not be 
terminated. He also recommended that 
the names of the brokers involved be 
sent to the Fire Insurance Exchange, 
with which most have signed a pledge, 
for such disciplinary action as it might 
deem advisable. The company in turn 
asks that its forme ~ authorization to do 
business in New York be renewed and 
that the report of the examiner be not 
filed or made public. The company also 
strongly urges that the names of the 
brokers included in the report should 
not be disclosed to the Exchange nor to 
anyone else. 

Pink Issues Statement 

In a memorandum issued by Superin- 
tendent of Insurance Pink and dated 
May 19 he reviews the problem of ex- 
cess commissions, particularly as it has 
existed in New York since 1898 and then 
says in part: 

“It is my opinion that the payment of 
excess commissions is an evil and re 
acts disadvantageously to the policy- 
holders, companies and producers. The 
company contends that no power has 
been given to the Superintendent to fix 
the rates of commissions and that inas- 
much as there is no law fixing the 
amount of commissions to be paid and 
no rule of the Department in regard 
thereto, there is no such thing as an ex- 
cess commission. There may be a ques- 
tion as to just what constitutes excess 
commissions and as to the Superintend- 
ent’s power to deal with this problem. 
But since it is in fact an evil in the in- 
surance business it is the duty of the 
Superintendent to meet the excess com- 
mission problem squarely. 

Has Broad Powers 

“I believe and have frequently stated 
that eventually it will probably be nec- 
essary for the legislature to give the 
Department some direct control over 
commissions for the proper policing of 
the business. This demand will eventual- 
ly come from the industry itself... . The 
Superintendent has not only very broad 
powers which he may use in preventing 
injury to the business and to policy- 
holders but a positive duty to exercise 
them when necessary. 

“While it is contended by the com- 
pany that there is no such thing as an 
excess commission in the legal sense, we 
must keep in mind that the companies 
which write 98% of the business in the 
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metropolitan area have gotten together 
and voluntarily agreed upon a scale of 
commissions which has been accepted by 
practically all of the active brokers jn 
the area. With such unity of action on 
the part of the companies and the pro- 
ducing forces, there is justification for 
regarding commissions paid beyond the 
voluntary scale as excess. 
Method of Payment 

“Payment by the Northwestern of 
commissions in excess of the amounts 
agreed upon by the Exchange is con- 
ceded. The manager would estimate the 
approximate amount needed to pay ex- 
cess commissions and request a check 
for that amount from the home office. 
The check would be deposited in a local 
bank in an account specially labeled in 
the manager’s name. On or about the 
tenth of each month the cashier drew a 
check payable to cash and/or to the 
manager's account which the managed 
cashed between the tenth and the fif 
teenth of the month and out of which 
he paid the excess to each broker in 
cash. The evidence ifeael that the 
amount of excess paid in 1937 was $27,- 
736.67. The company’s own conduct in 
the manner of paying these additional 
commissions and the method used is 
irregular. 

Rating Office Agreement 

“The company in question is not a 
member of the Exchange. Although in 
1923 the Northwestern entered into an 
agreement with the New York Fire In- 
surance Rating Organization, with which 
the Exchange is affiliated, by which it 
agreed to observe the rules and regula- 
tions adopted by that organization with 
respect to commissions and_ brokerages, 
it does not recognize the rules of the 
Exchange and refuses to be bound by 
them. Consequently the Superintendent 
alone has power to act. 

Renewal of License 

“Instead of refusing to renew the li- 
cense, thereby placing the company in 
jeopardy at once, I have decided to pro- 
visionally renew the license which ex- 
pired May 1, 1939, but without prejudice 
to this proceeding, and upon notice to 
the company that its license will be re- 
voked within sixty days from the date of 
the receipt of a copy of this decision un- 
less I am notified in writing that the 
company is discontinuing the practice of 
paying excess commissions. 

“For the time being at least, the 
names of the brokers will be withheld 


and they will not be included in the 
examiner’s report as officially filed. Un- 
der the pledge which they have given 


the Exchange they are apparently sub- 
ject to discipline by that body, but it is 
unnecessary to pass on that question at 
this time. Undoubtedly the Department 
has control of the brokers and agents 
whom it licenses and has ample power to 
take such corrective steps as may prove 
necessary to meet the situation.” 


Ohio Agents Take Powers Of 
Membership From Trustees 


The Ohio Association of Insurance 
Agents last week adopted a resolution 
placing with the membership the sole 
power to contract for the association or 
its members membership in any other or- 
ganization. Heretofore this power has 
been vested in the trustees, who earlier 
this year voted to remove the = 
Association from membership in the Na- 
tional Association. 
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“Ted” Rogers Reviews 
Legislation of Year 


INSURANCE CODE 


SUPPORTS 
Producers Gain Certain Advantages; In- 
jmical Bills Are Side-Tracked 
by Lack of Finances 
Syracuse, N. Y., May 23. 
lack of funds it is likely 
pills inimical to insurance have 
New York legislature. this 
year, in the opinion of Theodore L. 
Rogers of Little Falls, chairman of the 
laws and legislation committee of the 
New York Association, former president 
and former member of the state assem- 
bly. Presenting his report to the annual 
convention here he said that nearly 1,000 
bills were introduced at Albany this year 
affecting insurance. The plan recom- 
mended by the Garrity Motor Vehicle 
Insurance Committee and some sort of 
compulsory health insurance measure 
were side-tracked mainly because of state 
financial difficulties, Mr. Rogers stated. 
Speaking of the New York insurance 
code bill, now before Governor Lehman, 
it has certain advantages over the old 
law, according to Mr. Rogers. It will 
be easier for producers to follow provi- 
sions of the law than under the old 
statutes, and the general position of 
agents and brokers has been strength- 

ened. 
Mutual Self-Insurance Killed 

“We had some annoying legislation at 
Albany this Winter,” he continued. “One 
of the proposals was the Swartz-Sell- 
mayer bill authorizing county boards of 
supervisors to adopt a plan for mutual 
self-insurance on the assessment plan, 
of cities, villages and fire districts, 
against fire department risks and_ lia- 
bilities arising under workmen’s compen- 
sation law and for negligent operation 
of fire apparatus. This bill was referred 
to internal affairs committee in the 
assembly who called a hearing on it. 
Fortunately we had a friendly and in+ 
telligent committee composed for the 
most part of people from the up-state 
who spoke our language. 

“The day the public hearing on this 
bill was scheduled, the committee held a 
meeting and killed the bill, but after 
they had done so they reconsidered their 
vote so they could with propriety hold 
a public hearing on it, and then after 
the hearing was over they killed the 
bill again. Measures like this are vicious. 
They put the local government in a busi- 
ness it knows nothing about managing 
in competition with a well-managed busi- 
ness which pays taxes and at the same 
time would threaten the economic safety 
of the taxpayer, as none of the mutual 
assessment plans take into consideration 
the catastrophe loss. 

“Then we had the Schwartzwald bill 
for an exclusive state fund for workmen’s 
compensation, except it permitted self- 
insurers and municipalities to continue 
their plan. Originally the organized la- 
bor group had planned to introduce a 
teal exclusive state fund bill providing 
among other things that the decision 
of the Industrial Board should be final 
and that no appeal could be taken to 
the courts from any award, which under 
the provision of the new constitution 
adopted by the people last Fall would be 
quite in order, but organized labor in 
the end simply reintroduced their bill 
of previous years and let it die in com- 
mittee. This is a live subject, how- 
ever, and even a Republican legislature 
might consider passing an exclusive state 
fund bill, influenced to a certain extent 
by the amount of increased patronage 
it would create if the state had all the 
compensation business. 


Alarmed at Tax Costs 
“We are seriously alarmed at the in- 
toads the social security plan is making 
into the economic stability of the manu- 
facturing and business in this state. The 
constantly increasing tax costs are driv- 
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Extended Coverage Can 
Be Sold on Dwellings 


BUSINESS RISKS NOT SO EASY 





Financial Institutions Like the Idea; 
Much Depends on Approaching 
People at Proper Time 





How the extended coverage endorse- 
ment can be sold was made the subject 
of an address by Richard M. Hooker, 
special agent Fireman’s Fund Insurance 
Co., to the New York State Association 
of Local Agents in annual convention in 
Syracuse this week. He directed atten- 
tion to the tendency to under estimate 
the severity of windstorm losses; to the 
susceptibility of brick business property 
to wind damage; extent of explosion 
losses; broad nature of the riot coverage 
and the importance of smoke and vehicle 
damage. He then referred to the spe- 
cific sale of the extended cover on 
dwellings as follows: 

Banks Are Interested 


“Specifically, the extended coverage 





ing business, trade and commerce out of 
the state with consequential loss of in- 
surance premiums. For that reason we 
watched with more than passing interest 
the Young bill amending the unemploy- 
ment insurance law to provide for an 
adjustment of premiums on an experi- 
ence rating along the same lines as are 
followed in the workmen’s compensation 
law. This bill has passed the senate 
and gone to the assembly. 

“Early this year we were told by the 
governor in a special legislative message 
that health insurance should not be un- 
dertaken at this time on account of lack 
of funds in possession of the state to 
adequately finance the venture. We are 
fearful, however, that when a retail sales 
and service tax is eventually imposed, 
and it is almost certain that it will be 
imposed in the near future, that the state 
will be tempted to take some of the 
moneys it will save or accumulate from 
a sales tax to finance the business of 
state operated health insurance. This is 
a matter which must be carefully Ww atched 
in the immediate years to come.’ 


endorsement is being sold on dwellings: 

“Through the interest of financial in- 
stitutions and trade associations many 
institutions require the coverage. All 
banks are interested, so are their at- 
torneys. 

“By the use of sales letters and ad- 
vertising material. Such material should 
be of a pictorial nature. Many agents 
do not use sales letters, and that is a 
mistake. Successful agents are doing it. 

“By the systematic and intelligent use 
of the telephone. You probably haven't 
time to deliver every dwelling house re- 
newal. Telephone your assured and tell 
him about the approaching expiration. 
Suggest that he allow you to give him 
broad form protection. Tell him the 
policy covers smoke, windstorm, riot. 
aircraft, and explosion, as well as broad 
fire coverage. Tell him how much, or 
rather, how little. Better still, send him 


a sales letter and a folder. Then call 
him up. 
“Some agents enclose the endorse- 


ments on approval, for selected assureds, 
in certain cases. Do it carefully, and 
it works. 

“Nothing will ever take the place of 
personal interviews in selling. Adver- 
tising’s most effective form is the one 
that most nearly approaches personal in- 
terview—the radio, that comes into your 
home. The effectiveness of the radio ap- 
peal is repetition. Another word for 
repetition is persistence. 


Business Property 


“It has not been as easy to sell the 
extended coverage endorsement on busi- 
ness property as on dwellings. There 
is a good reason for this. Selling the 
extended coverage to business property 
owners on their me reantile and manufac- 
turing properties is a part of the larger 
program of selling complete policyholder 
protection. Business that is not com- 
pletely protected by insurance, is a 
gamble, not an enterprise. 

“The American Management Associa- 
tion has felt it necessary to develop on 
its own behalf, a set of specifications 
for the purchase of insurance, just as 
they have set them up for any other 
commodity. We have always felt that 
our business was above the standard ot 
ordinary merchandising, but our position 


on this point has been seriously ques- 
tioned. 

“In the Business Development Office’s 
splendid book ‘Complete Policyholder 
Protection’ there is quoted a_ section 
from an address by Frank P. Bennett, 
Jr., editor United States Investor, Bos- 


ton. Speaking of merchandising to a 
group of agents, he refers to insurance 
as a line that ‘sells the customer he 


knows not what; leaves him to discover 
what he is getting only after he has 
passed through an ordeal of fire, and 
may bring to him at such time a con- 
side rable degree of disillusionment. You 
enjoy a remarkable opportunity to earn 
for the insurance industry such a place 
in the respect and affections of the 
American people as few industries can 
possess,’ 

“Your assured has the same right. if 
not the wit, to expect you to bring his 
insurance up to a standard of high spe- 
cifications. In ‘Complete Policyholder 
Protection’ you have such a set of spe- 
cifications. 

“In following through the specific ideas 
presented in this book, we come to the 
following conclusions: Selling methods 
must be planned to be effective. Do not 
be afraid to ask questions. Get all the 
information you can, but do not ask for 
his policies before you make your rec- 
ommendations. 


Appeal at Opportune Time 
“Are you notifying your clientele con- 


sistently of new and needed protection ? 
One agent has a splendid system worked 


out for building business. A. Jeffer, 
Flushing, N. Y., sends out postcards 
which he keeps on hand, telling about 


such coverages as windstorm, fire, auto- 
mobile, liability, etc. He mails these 
cards at certain times when the appeal 
of a particular coverage is greatest. This 
appeals to me as a constructive effort. 
“T should like to leave with vou a 
thought as to what type of man the in- 
surance salesman of the world of to- 
morrow will be. Will the insurance man 
of today produce insurance men who are 
able to keep pace with this industrial 
progress, and reach into the world of 
tomorrow, fully equipped to handle this 
problem, with the same spirit of integrity 
that has built this business in the past?” 
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Miller Claims Many 
Flaws in Insurance 


GIVES VIEW OF ACCOUNTANT 


Presents Dismal ‘Picture to New York 
State Agents But Admits Institution 
Has Glorious History 


A. Van Court Miller, chief accountant, 
New York Herald Tribune, found much 
to criticize respecting insurance in his 


address to the New York State Asso- 
ciation of Local Agents, which met in 
annual convention in Syracuse _ this 
week. He spoke as “an average repre- 


sentative insurance buyer” and what he 
said was offered in a spirit of helpful- 
ness. Early in his address he said: 

“I happen to be one of those who feels 
strongly that insurance should, and can 
be, one of the most important parts of 
the economic structure in which modern 
business lives. 

“It is, perhaps, unnecessary for me to 
do more than mention in passing my 
strong feelings that there are almost 
unlimited possibilities for the develop- 
ment of volume in many lines of insur- 
ance. These possibilities will be realized 
if you can infiltrate into your whole sales 
program the broad theme of the im- 
portance of insurance to the economic 
stability and soundness of business. 


Fail in Presentation 


“As a layman and an average business 
executive who has had over a period of 


years contact and experience with in- 
surance in various forms and with vari- 
ous types and kinds of representatives 
of insurance, I have always had a feeling 
that those who have from time to time 
tried to sell me insurance of one kind ~ 
or another, have largely failed in the 


presentation of their case in that they 
have rarely presented insurance to me 
from the standpoint of its definite and 
indispensable function in the financial 


and economic structure as a whole, and 
my business in particular.’ 
Fire Insurance 

Mr. Miller observed that fire insur- 


ance is generally accepted by the public 
and held that other classes would be “if 
the real place of such insurance in the 


economic scheme of things were pre- 
sented to the buying public with per- 
sistence and intelligence, and the addi- 


tional coverage could be offered at an at- 
tractive price. 

He deplored the public’s general lack 
of knowledge of insurance; advocated 
well planned programs for presenting in- 
surance information, and declared that 
the responsibility of agents to their 
clients is “very great indeed.” He said 
there is a growing tendency in many 
businesses to have a careful study made 
by independent insurance advisors of 
the insurance being carried. This in- 
creases the agent’s responsibility. 

Mr. Miller held that the company rep- 
resentative is responsible for educating 
the buyer and that “through the 
of education vast possibilities can be 
opened for additional revenue.” The 
principles of insurance should be ex- 


process 


plained. “Progress and de velopment 
come as a result of pressure from the 
outside rather than from inspiration on 


the inside.” The public should be better 
informed about the various engineering 
bureaus and other places where it can 
obtain assistance. More detailed infor- 
mation should be given the public re- 
garding the rate. structure. Avents 
should assist the rating authorities in 
recognizing current trends. He added: 
“It has always been an amazing thing 


to me that the agents and the stock 
companies have permitted the stupen- 
dous growth of self-insurance, mutual in- 


surance and re ciprocal exc hanges. 


Problem Up to Companies 
Value 


of available en 
spection 


service was 
point was made that 
more careful respecting 
ness of companies. 


gineering and in- 
emphasized. The 
buyers are now 
financial sound- 
Agents were held 


position to pe rform an 
in furthering safety 
The number 


be in a strategic 
outstanding service 
and prevention of 
of fire insurance organizations was de- 
plored, also the use of mere initials to 
designate them. There are too many 
restricting rules. This was also said to 
apply to casualty insurance. There are 
too many agents. The whole problem is 
one for the companies. “Sooner or later 
the stock fire insurance companies must 
make a thorough appraisal of the Ameri- 
can Agency System.” 

On competition and propaganda Mr. 
Miller said that “buyers want to hear 
inuendo and mud _ slinging by one 


le ses. 


less 


school of insurance practice against an- 
other. Buyers greatly resent having the 
finger of scorn pointed at them, with 
subtle aspersions cast upon their judg- 


ment, when they happen. to make an in- 
surance purchase outside the fold of the 


majority of insurance sellers.’ 
Dogmatic Rulings 
Closer cooperation with buyers was 
urged. There is a tendency to “hide be- 


hind the wall of regulations as developed 
and prescribed by state insurance depart- 
ments, as well as in many _ instances, 
certain dogmatic rulings of rate making 
bodies.” More extended use of deduct- 
ble clauses was urged, also more general 
use of combination policies. “It follows 
that those companies which will best 
meet the needs of the insuring public 
will be the companies which will keep 
the point of view of the insured before 
their minds at all times.” 

The terms used in names of policies 
was held to be confusing. Notwith- 
standing Mr. Miller’s numerous criti- 
cisms he used this reassuring phrase in 
closing his address: “Many fine things 
have been accomplished in the field of 
insurance. It has, by and large, both a 
romantic and glorious history of real 
service in the development of the world.” 





J. L. HADLEY IN LOS ANGELES 
J. Livingston Hadley of Joseph Hadley 


& Son, brokers at Lloyd’s, London, was 
a guest of William E. Lebby, Los An- 
geles representative of the firm, a short 


time ago. 





Common Mistakes by Salesmen 
In Daily Solicitation of Business 


The tactics of a salesman, when in the 
presence of a prospect, can have a bene- 
ficial or a detrimental effect on the suc- 


cess of the salesman, his product, and 
his company, ac cording to E. E. McNally, 
division sales manager for L. C. Smith 


& Corona Typewriters. Speaking before 
the New York State Association of Local 
Agents Convention at Syracuse, he said: 

“These tactics, omissions, or careless- 
ness produce boome rang results of vary- 
ing degrees. While these could be broken 
down into a great number of classifica- 
tions, I believe that we can throw them 
into three general deaclastinin: 

“1. Those which are merely annoying 
to the prospect 

“2. Those which make it difficult for 
the salesman to accomplish his purpose, 
and in many instances, those which posi- 


tively defeat his purpose. 
“3. Those which produce a_ positive 
dislike for the salesman. 


Tactics Which Annoy Prospects 

“Under the heading of those 
which annoy the prospect are: 

“1. The salesman who has nothing 
important to see you about but just 
dropped in because he happened to be 
in the neighborhood. 

“2. The apologetic type of 

“3. The man who has just finished 
reading the book ‘How to Dominate 
Men’ and insists upon standing up so 
that he will have the prospect under 
hypnotic influence. 

“4. The fellow who talks cither so 
low, so indistinctly, or so fast that you 
can never figure out what it is all about. 

“5. The chap who is intrigued by, the 
sound of his own voice. This type of 
salesman reminds me of a radio an- 
nouncer. He may start off very well, but 
end up by feeling that he is more impor- 
tant than the subject he is announcing. 
He forgets that in evaluating, the product 
is the most important item, that the 
company producing the item is second, 
and that the man representing the com- 


tactics 


salesman. 
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pany is distinctly in third place. He 
merely reverses this and puts himself 
first, the company second and the prod. 
uct third. 

“o. The salesman who calls too often, 

“7. The salesman who confines his 
talk to peculiar or technical terms used 
in his own industry which might be, 
and very often are, the equivalent to 
Greek to the prospect. 

Defeating Sale-man’s Purpose 
“In the category of tactics which make 
it difficult for a salesman to accomplish 
his purpose or which defeat his purpose 
are 

“y The salesman who tries to accom- 
plish too much at one time. 

“2. The salesman who lacks a definite 
and orderly plan. 

Positive Dislike for Salesman 
“Under the heading of those tactics 
which produce a positive dislike for the 
salesman, we find the following types: 

“1. The chap who tells his prospect 
he wants but a minute of his time and 
then proceeds to stay for an hour or 
two, or until he is finally tossed out. 
Rest assured this fellow is not welcome 
on any subsequent calls he may make. 

“2. The salesman with the long pre- 
amble. He may start off with a discus- 
sion on golf, the weather, the foreign 
situation, or the latest development of 
the administration at Washington, and 
after awhile arrive at his point. 

“3. The mystery man, who makes it 
difficult for you to make head or tail 
of what he is driving at until the pros- 
pect has taken such a dislike to him that 
he would no longer be interested even 
if the product was something he wanted. 

“4. The chap who constantly evades 
the issue. Most of these salesmen have 
a ‘canned’ sales talk which is rattled 
off like a poll parrot or a phonograph 
record. If questioned, they duck the 
answer at that point if they haven't 
arrived at the point in their talk where 
they are supposed to answer such ques- 
tions, 

“5. The desk-sitter. 
ute acquaintance, this man sits on your 
desk, flips cigarette butts and ashes on 
the floor, and takes his hair down and 
becomes real confidential. 

“6. The loud _ talker, 
everyone in the office. 

“7. The ‘good time Charlie’ who thinks 
the way to get business is to pass out 
cigars or become a_ professional enter- 
tainer.” 


After a five-min- 
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NEW YORK BILLS F PASSED 


Money Lending Agency May Not 
Designate Insurance Broker; Invest- 
ment of Funds Regulated 
The Egbert bill in New York, making 
it a penal offense for an officer or em- 
ploye of a bank, lending agency or in- 
surance company, to designate any par- 
ticular insurance broker as a condition 
precedent to lending money on a real 
property mortgage, has passed the as- 
sembly, and has been sent to the gov- 

ernor. 

The senate has passed and sent to the 
assembly the Esquirol bill to amend the 
insurance law in relation to investment 
of capital and surplus. 

The assembly has passed and sent to 
the governor the Hampton bill to amend 
the new insurance code to correct ob- 
vious errors in the draft. 

The senate has passed and sent to the 
assembly the Esquirol bill to amend the 
insurance law to provide for insurance 
against loss resulting from the infringe- 
ment of patents. 


CYRIL J. McDERMOTT DIES 





Cyril J. McDermott, local agent of 
’aterson, N. J., died recently of a heart 
attack. A native of Clifton, N. T., he 


was a member of the agency of William 


& Son. 


F. McDermott 
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Palmer Under Fire In 
School Insurance Row 


SUMMONED TO TESTIFY TODAY 





Officials of Illinois Educational Bodies 
Claim Competition Killed and Higher 
Rates Charged 

Director of Insurance Palmer of IIh- 
nois is to be summoned today, Friday, 
to appear before two legislative investi- 
eations in Chicago, to reply to charges 
involving reasonableness of rates and ef- 
ficiency in departmental management and 
rules. Hearings last Friday brought 
strong disapproval of the Department’s 
actions, and in at least one instance is 
there likelihood that questions may be 
asked that will go deeper than the par- 
ticular subject at hand. 

The hearings have to do with the pro- 
posed state fund for fire insurance on 
public schools and public buildings, with 
Representative Leo P. Crowley, Peoria, 
as chairman; and the investigation of 
assessment companies, with Representa- 
tive Robert M. Woodward, Chicago, as 
chairman. ; 

This makes three instances where Mr. 
Palmer is to be summoned before com- 
mittees in the next week or two. The 
Senate voted last week to investigate 
charges against the Chicago Board of 
Underwriters for allowing rebates to a 

. 5 . 
preferred list of customers, naming Mr. 
Palmer to appear for questioning. 


Say Competition Stifled 


School officials put the entire blame 
for what they described as their “plight” 
on Palmer and the insurance code. They 
told without exception that prior to the 
code’s enactment they had been in habit 
of asking for competitive bids and com- 
panies were glad to take their business. 
The code, they said, did away with com- 
petitive bids. One after another, the 
school officials told the committee that 
since the code went into effect their fire 
rates have increased. These increases, 
they said, varied as much as 300%. Ac- 
cording to officials, school buildings are 
nearly all of fire resistive construction 
and are supplied with such accessories 
as approved extinguishers in class rooms 
and _ halls. 

For the fire insurance business there 
were only two defenses offered. These 
were made by Gail Reed, broker, with 
Fred S. James & Co., and chairman of 
the legislative committee of the Insur- 
ance Brokers Association of Illinois, and 
1. A. O. Preus of W. A. Alexander & 
Co., who declared that he appeared 
only as a citizen. R. A. Parker, assist 
ant manager of the Chicago Board, was 
present but did not testify. 

Don’t Like Reed’s Suggestion 


Effort by Gail Reed to enlighten 
school officials as to how they might 
proceed to obtain relief placed him only 
in an embarrassing position. They should, 
suggested Mr. Reed, appeal to the offi- 
cial rating bureau, the Chicago Board for 
Cook County, and the Illinois Inspection 
Bureau for the remainder of the state, 
and failing to obtain satisfaction there 
they should lay their cases before the 
Director of Insurance. At this point 
nearly all the school officials leaped to 
their feet declaring they had followed 
that procedure and that after several 
weeks Mr. Palmer either had not re- 
plied to their letters or else had replied 
that he would have his office look into 
the matter and they had heard nothing 
more, 


Crowley Seeks More Light 


_It was at this point that Chairman 
Crowley declared he would ask Director 
almer to attend this week’s hearing to 
explain why his office had not taken ac- 
tion. Chairman Crowley also gave a 
hint here that he may go deeper into 
the Department’s activities by saying 


“and there are a few other things which 
I'd like to find out for my own satisfac- 
tion.” 

Mr. Preus, who was Insurance Com- 
Mussioner in Minnesota from 1910 to 1914, 


and served as governor of that state 
from 1921 to 1925, furnished the com- 
mittee with a detailed financial account 
of the condition of the Minnesota State 
Fund for state owned buildings. He pre- 
pared the bill that was enacted in 1913 
when he was Insurance Commissioner. 
The account, he said, is “broke” due to 
failure of the state to keep up contribu- 
tions of premiums. Three severe fires 
which caused $1,829,000 losses exhausted 
the reserves. 

W. A. BELL ON U. & O. RISKS 

Walter A. Bell, special agent for the 
America Fore Group, discussed use and 
under 





insurance as written 
the new form at the fire insurance 
luncheon meeting last week in Pitts- 
burgh in connection with the Pennsyl- 
vania Insurance Days meeting. “In the 
past,” he said, “I think that much of 
the difficulty has been that we are afraid 
to go to a manufacturer or merchant 
and let him know what little we knew 
about U. & O. because he might suspect 
that we knew as little about his other 
insurance on our books. Under the 
present form the matter of learning 
about the coverage is much simpler.” 


occupancy 


NEW AUTO RATES MAY 29 


Few Important Changes; Light Commer- 
cial Cars in New Class; Comprehen- 
sive Policy Use Extended 

In the revision of its automobile fire 
and theft rate manual the National Auto- 
mobile Underwriters Association has es- 
tablished a new classification for light 
commercial cars, and has extended use 
of the comprehensive policy to practical 
ly all types of vehicles. The revision 
will become effective May 29 in the fol- 
lowing states: 

Alabama, Arizona, Arkansas, California, Colo 
rado, Connecticut, Delaware, District of Colum 


bia, Florida, Georgia, Idaho, Indiana, Iowa, 
Kentucky, Maine, Maryland, Massachusetts, 
Minnesota, Montana, Nebraska, Nevada, New 


Hampshire, New Jersey, New Mexico, New 
York, North North Dakota, Ohio, 
Oklahoma, Pennsylvania, Rhode Island, South 
Carolina, South Dakota, Tennessee, Utah, Ver 


mont, Wisconsin and Wyoming. 


Carolina, 


The new commercial car classification 
is for those of three-quarters of a ton or 
less manufacturers rated capacity of not 
exceeding 6,000 pounds gross weight. 
This classification will not be subject to 
penalties for distance of operation, The 
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new classification does. not include trac- 
tors or tractor-trailer units. 

Commercial cars and practically all 
types of vehicles except public automo 
biles and motorcycles are now eligible 
for the comprehensive coverage. Deal 
ers’ cars still are not eligible for com 
prehensive coverage. It can be written 
on commercial cars both in and out of 
fleets. It will be written for a stated 
amount only. Generally speaking, the 
charge for comprehensive coverage on 
commercial cars is somewhat higher than 
it is on private passenger cars in the 
corresponding territory, The revised 
manual contains no important rate 
changes. The rate level is about the 
same as last year. 


MRS. GEORGE H. MILLER DIES 

Mrs. Florence Porter Miller, widow of 
George Hope Miller, former general 
agent of the Commercial Union, died at 
her home in Scarsdale, N. Y., last week. 
She was 50 years of age. Mr. Miller 
traveled the New Jersey field for the 
Commercial Union and prior to that was 
with the Agricultural. He was named 
after his grandfather, George Hope, who 
at one time was president of the Con 
tinental. 
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“The Covered Wagon” | : 
She Coveree agon is the copyrighted trademark of | the 


Springfield Fire and Marine Insurance Company, Springfield, 


Mass.. exemplifying well the pioneering spirit of the Company’s 


Chartered in 1849, the Springfield has grown steadily 


still loyal to the high and progressive ideals of its founders, still 


loyal to the American Ageney System. 


The SPRINGFIELD GROUP 


OF FIRE INSURANCE COMPANIES 


Geo. G. Bulkley, President 


Today finds it, with its affiliated companies 


financially strong, its management 
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National Board Making Excellent 
Progress With Public Relations Plan 


In the report of the committee on pub- 


lic relations Chairman John M. 


Thomas, 


president National Union Fire, told the 


National Board of Fire Underwriters, in 


annual meeting in New York this weck, 
that “probably the outstanding accom- 
plishment of the year has been the rap- 


idly growing appreciation of the 


possi- 


bilities of the ‘Standard Protection’ em- 


blem. 


Agency groups have become en- 


thusiastic over the use of this seal as a 


unifying characteristic of all advertising, 
paving the way for the presentation of a 


pe licy 


carrying the same emblem. Its 


use enables companies and agencies alike 


to join together in boosting sales and 
creating pride of ownership in all prod- 
ucts marked ‘sterling,’ while at the same 


time allowing each ‘manufacturer’ and 


‘retail outlet?’ to compete aggressively 
for a major share of the resulting busi- 
ness.” 


Elsewhere in his report Mr. Thomas 
said that “the major value of the public 
relations cominittee lies in the service 
which it renders in an advisory capacity. 
The actual output of its operating staff 
is but a contribution to the broader pub- 
lic relations task which depends for its 
success upon the cooperation of every 
member company, every insurance or- 
ganization and every capital stock fire 
insurance company representative.” 

Plan Appears Successful 


The report mentioned that the board’s 
present public relations program is only 
two years old. Developments indicate 
that a well thought out plan is being 
carried out successfully in its early stages. 
Back of this plan are certain very defi- 
nite objectives which are to be worked 
towards in harmony with specific govern- 
ing policies. These have been submitted 
to the member companies in the form 
of a code. 

Investigation and research looking to- 
ward continued improvement of services 
is essential, says the report. Develop- 
ment of education is also essential to 
bringing about higher qualification for 
agents. “The increasing support provid- 
ed by member companies in their own 
advertising and educational efforts, and 
the growing demand from agencies in 
every section for assistance encourage 
your committee to believe that consid- 
erable progress has been made. In our 
opinion continued general use of the 
‘Standard Protection’ seal is a matter of 
first importance.” 

Advertising 

Regarding advertising in national mag- 

azines the committee says: “Throughout 


there runs a consistent thread of empha. 
sis upon local agency service, financial 
integrity and the greater insurance valyr< 
available today at minimum costs, The 
cost is only two cents for each person 
who reads these magazines. With larger 

expenditures of joint funds a greater 
and more immediate impression upon 
the general public would be possible 
Our need is not for press-agent adver. 
tising but for the slower, sounder, edy. 
cational type which becomes increasingly 
forceful year by year. Actually, it js 
expected that results for the coming year 
will be considerably greater without an 
increase in advertising because of the 
fundations already laid. Your commit- 
tee believes that the responsibility for 
commercial advertising in all types of 
media rests with the individual member 
companies themselves.” 

Some of Committee’s Work 

The report points out that more agents 
and local boards are using newspaper 
space and using the “Standard Protec. 
tion” seal. During the year more than 
2.000.000 reprints of the board’s adver- 
tising messages have been distributed, 
Each month a letter enclosing a reprint 
of the current national advertisement is 
sent to 38.000 agents. Posters are dis- 
tributed. Excellent cooperation has been 
given by the Insurance Advertising Con- 
ference and this in turn has stimulated 
company cooperation. There has been 
some experimental use of the radio as 
a medium of publicity. Articles on fire 
prevention and insurance have been for- 
warded at regular intervals to newspa- 
pers. Leading magazines have devoted 
valuable space to describing the work of 
the National Board and Underwriters’ 
Laboratories, and the committee on en- 
gineering and fire prevention has issued 
recular bulletins to fire chiefs. 

Previous successes in promoting Fire 
Prevention Weck have been repeated. 
Continued progress in promoting a closer 
relationship with the National Associa- 
tion of Credit Men has been made 
through personal efforts on the part of 
the general manager and T. Alfred Flem- 
ing of the National Board. 

The report concludes: “Personal rela- 
tionships with the public established by 
competent representatives of our busi- 
ness will alwavs offer the best means 
of effective public relations, but adver- 
tising represents the official statements 
of the companies themselves and carries 
conviction to many leaders of opinion 
who seldom sce an insurance representa- 
tive. Efforts on the part of our member 
companies and their representatives will 
bring about public recognition of the 
fact that the institution of capital stock 
company fire insurance is an outstanding 
example of the progressive American 
way of doing business.” 





Fine Services Rendered By 
Actuarial Bureau Last Year 


A. Christensen, vice-president Amer- 
ica Fore Group, reported as chairman of 
the actuarial bureau committee at the 
annual meeting of the National Board of 
Fire Underwriters yesterday. 

Expenses of bureau increased in 1938 
owing to restoration of the identification 
service. An assessment of 1/14 of 1% 
was made to cover the expenses of 1939. 
Reports issued during the past twelve 
months show an increase of 2.7% over 


those issued in the twelve months pre- 
ceding. Since its establishment in Janu 
ary, 1919, 1,213,200 reports have Bar 
furnished to member companies. Cards 


listing 238,421 names have 
subscribers. Reports involving cases lo 
cated in the territories served by the 
Chicago and San Francisco offices are 
available there to members. 

The report continued: “Instances have 
come to our attention where fires of sus 
picious origin and criticized claims have 
not been reported promptly to the bu- 


been se to 


reau. This is unfortunate inasmuch as 
some of our members might have avoid- 
ed serious losses had the records of these 
assureds been reported to and bulletined 
through the loss information service. 

“Instances have arisen in the past 
where classification figures filed by the 
bureau with insurance departments have 
not agreed with figures reported by the 
companies direct because such reports 
have not always included the some trans- 
actions for the same period of time. A 
nlan to correct these inconsistencies has 
been approved by the bureau committee 
and concurred in by the executive com- 
mittee. Complete information has been 
furnished to members.” 

An outstanding service the bureau ren- 
ders its members by means of reports 
on fires of suspicious origin and criticized 
claims is that of reporting paid fire 
losses to the fire marshals of eighteen 
states in lieu of reports from individual 
companies 

Cordial assistance has been given. by 
adjustment bureaus and independent ad 
justers and the information supplied by 
city and state officials have been most 
helpful in developing the records, 
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National Board President’s Report 


(Continued from Page 1) 


as their investment portfolios will 
<o It all represents the inter-rela- 
ch stock fire insurance recog- 
ist between other interests 


ings, 
disclose. : 
tionship whi 
nizes must e€XIS 
and itself. 
Advance Guard of Progress 

“Years ago, with the establishment of 
this board, and ever since, we have ac- 
cepted what might be termed the social 
responsibility of business. We_ have 
helped to conserve the created resources 
of our nation. All that stock insurance 
has given in conservation has been with- 
out the expectation of a fee or the hope 
of added rewards. It evidences what the 
private enterprise system can do for the 
public weal. 

Reasonable Profit 

“Reductions in rates have been ef- 
fected from 1.04, the average rate in 
1913, to 0.67, the average rate in 1938. 
The National Association of Insurance 
Commissioners considers as reasonable 
an underwriting profit of 5% and 3% as 
a reserve for conflagration possibilities. 
For the ten-year period 1929 to 1938 the 
members of this board realized a profit 
of only 6.8%. 

Service by Agents 

“We are believers in the American 
Agency System. It is representative of 
the enterprise system, individually de- 
veloped and maintained. We list com- 
missions as an item of our expense 
which is a justifiable charge both to the 
companies and to the assured. The cost 
of the agents’ comprehensive and con- 
tinuing service must be embraced in this 
factor of agents’ commissions. 

Enormity of Taxation 

“In our business the proportion of the 
premium dollar absorbed in the payment 
of taxes has increased 54.8%—from 3.41 





PAUL 


cents in 1927 to 5.28 cents in 1937. For 


B. SOMMERS 


every dollar paid to policyholders in 
losses in 1937, taxes paid amounted to 
12.89 cents. For every dollar paid in 
dividends to stockholders in 1937, 54.77 
cents were paid in taxes. For every 
dollar paid in home office salaries in 1937, 
73.13 cents were paid in taxes. For every 
dollar of miscellaneous expenses in 1937, 
91 cents were spent in taxes. 
Public Confidence Maintained 

“During the past year stock insurance 
continued to merit its great public trust. 
Casualty companies broadened their ser- 
vice and made a commendable contribu- 


tion toward more safety on highways. In 
1938 fire losses were $11,000,000 more 
than in 1937. As the loss cycle remains 
longer in the upper than in the lower 
levels, we may face the prospect of 
heavier losses for some time to come. We 
cannot assume that the day has arrived 
—or will ever arrive—when we need not 
be prepared to face conflagrations and 
major disasters. 
Faith in Strength 

“Stock insurance has earned the confi- 
dence reposed in it. Today capital stock 
insurance carries the responsibility for 
more than sixty billion dollars in prop- 
erty values, with premiums of four hun- 
dred and sixty millions. This is a great 
responsibility imposed upon us. Yet, I 
often wonder if the public, for whom 
financial backlogs are maintained, really 
understands their purpose. The public 
knows only that the policyholders’ faith 
in capital stock fire insurance was justi- 
fied; that their losses were paid. 

Basis of Good Will 

“The charter by which private enter- 
prise operates is public good will. Our 
committee on public relations is to be 
commended on the splendid progress it 
has made, and is still making, in this 
direction. We deliver far more than is 
promised in our policies. Our service 
has constantly broadened in the past, as 
new developments brought the need of it. 
It will continue to broaden in the future. 
Upon the rock of private enterprise, 
America has become a nation. It is 
the American system. Let us continue 
to lead in the fight to uphold and justify 
the American system of private enter- 
prise—a system superior to any.” 





VANDALISM COVERAGE 
The Explosion Conference has removed 
the $100 deductible clause from the van- 
dalism and malicious mischief endorsement 
in all jurisdictions except Washington, 
Oregon and Virginia. 


Committee on Adjustments 


Principal among activities of the com- 
mittee on adjustments of the National 
Board of Fire Underwriters during the 
year were those arising out of the hurri- 
cane in New England. Chairman O. E 
Lane, president Fire Association, Phila 
delphia, reported that the property val 
ues destroyed in that storm actually ex- 
ceeded those consumed in the San Fran- 
cisco conflagration. Use of the National 
Board’s emergency equipment greatly ex- 
pedited the adjustment of 27.000 hurri 
cane claims aggregating $10,000,000. Ap- 
preciation was expressed for assistance 
of the Eastern Loss Executives Confer- 
ence. 

Note was made of the Uniform Notice 
of Loss, specimen copies of which havc 
been furnished to members. Three in- 
stances of non-concurrent apportion- 
ments were experienced during the yar 
Four arbitration cases were disposed of 
and the value of this service, Mr. Lane 
said, should be measured in terms of 
good-will, as it removes the necessity for 
litigation and avoids delay. The first 
case of arbitration involving fire and in 
land marine contracts is in process of 
consideration by the committee under an 
arrangement made last year with the 
Inland Marine Underwriters Association 
Work of the committee has been con- 
ducted at a minimum of expense. 





CLASS VISITS 100 WILLIAM ST. 
The Knights of Columbus Business 
School insurance class, which meets at 
316 West Fifty-seventh Street, New 
York, on Wednesday visited the New 
York offices of the Automobile of Hart- 
ford at 100 William Street to see how a 
fire insurance company operates. This 
course is under the direction of Frank 
C. Stackpole, insurance broker. Eugene 
E. Austin and Roscoe C. Jones of the 
Automobile assisted in the Wednesday 
program. 
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FINANCIAL STATEMENT, DECEMBER 31, 1938 


Cash in Banks and Trust Companies 
Government Bonds . 
Corporation Bonds 
Common Stocks a ie 
Due from Underwriting Manager 
Interest Accrued 
Accounts Receivable—Net . 

Total Admitted Assets . 


ASSETS 


$407,677.34 
800,168.27 
256,375.74 
5,540,805.00 
83,205.00 
4,784.60 
3,790.57 

$7 ,096,806.52 





LIABILITIES 


Reserve for Unearned Premiums 


Reserve for Losses and Loss Expense 


Reserve for Taxes 


Reserve for Non-admitted Reinsurance 
. $1,530,000.00 
4,925,656.16 


CAPITAL 

SURPLUS ree : 

Total Capital and Surplus 
Total . 


$302,478.81 
62,479.82 
23,013.65 
253,178.08 


6,455,656.16 
$7,096,806.52 


Bonds are valucd on an amortized basis and stocks at market prices, as approved by the National Association of 
Insurance Commissioners. Bonds carried at $204,551.33 in the above statement are deposited as required by law. 





Admitted Reinsurance in the United States 
for Capital Stock Fire Insurance Compantes 


Excess of Loss... Quota Share... Surplus Treaties 


Sole Underwriting Manager 


THE EXCESS MANAGEMENT CORPORATION 


116 JOHN STREET, NEW YORK, N. Y. 


Inquiries from all duly licensed brokers and agents invited 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 
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amount of 


was asked 


A few days ago | 
about 
was a high 


something insuring property 
reconstruction 
but a 

that 


and real estate 


ciation) value sound 
value, meaning 
(building 
of reconstruction 
and 
coinsurance, no 
(under the 
forced to carry an 
that 


semi-fire- 
rule 


cost. 


proof writable only 


with rates being 


allowable assured is 
insurance 
which would 


is not warranted, and 


create difficulties. 


This problem has come up many times 


in my experience. From an underwrit- 
ing point of view it seems to me that 
this class with the circumstances sur- 


rounding this and other individual cases 
should be treated separately, and written 
flat at a higher rate for an amount more 
nearly approaching the market value of 
the property with a limit as to amount 
of insurance, that amount being the dif 
ference of the sale price of the whole 
property price of the land, 

This happens to be a risk with several 


less 


acres of ground in’ suburban section 
built by people to whom money was no 
object and sold to parties who wanted 
it for hotel and tourist trade. I chal 
lenge anyone in the business to say that 
every case like this and similar can be 


solved by strict application of any rules, 
which, though they may fit most 
work “funny” results in peculiar 
both to assured and companies. 

* * * 


cases, 
Cases 


Underwriting Suggestions 


that have 
come-back 
these al- 
wealthy 
carriage and 


\mong the many changes 
been going on lately is the 
of alley properties. Originally 
leys were laid out in rear of 
dwellings for horse and 
coachman accommodations, then degen- 
erated into dirty and valueless back 
streets. With growth of the use of 
automobiles they are becoming very valu- 
able real estate assets, affording a very 
convenient location for receiving and 
delivering merchandise, automobile stor- 
for merchants and manufacturers. 

\nd modern private garages could well 
be written without the 


ace 


dwellings as rate 

is higher and a modern dwelling has 
become more hazardous through elec- 
trically operated household machinery, 
cigarette smoking (even in bed), etc., etc 
Another recent development is the 
building of perfect doll houses, equipped 
with every modern device for comfort 
and service, but on a scale suited to 


smaller pocket books and perfectly ample 
for-man and wife These are not 
“Shacks,” though they may seem so when 
daily reports reach home office, but good 


dwellings in miniature, costing from $800 
upwards 
~ * ¥ 
Those Old Toll Gates 

When I came into the field in 1804 
(and before that ‘in my bicycle touring 
days when curiously enough I traveled 
wer the territory I took over later) 
there were many toll gate roads still in 
existence. These toll gates were great 
information gatherers and it was rarely 
that a vehicle passed that a protracted 
stop was not made and news given and 
received from all over. In fact, the 
toll gate was not an annoyance to na- 
tives, but a break in a long and often 
weary drive. This was, of course, before 


the automatic gate and slot money takers. 
The toll gate man lived in a structure 
at the gate and welcomed the drivers, 
relieving his monotonous duties. And so 
pleasant times were had by all in those 
days. 
* * * 
Improvements in Luggage 


\nother change that is going on is that 
airplane bags and hand baggage and lug- 
gage containers are taking the place of 
leather or near-leather bags. They are 
lighter, just as durable and cost a great 
deal less. There will be a decided slump 
in prices for leather bags if this new 
feature gains as it has. I counted the 
luggage at an up-state depot and found 


over 50% of bags to be of this new 
style. The flexibility of these new con 
tainers has added greatly to their popu- 
larity. 
CARL V. NIPP DEAD 

Carl V. Nipp, Indiana state agent for 
Continental and the American Eagle. 
died May 21 following injuries suffered 
in an automobile accident. He had been 


with the America 
teen vears. He 
and two 


Fore group for nine 
is survived by his widow 


sons, 
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Insurance Statement _ 
Forms Leading Topic 


CREDIT CONGRESS JUNE 12-15 


Insurance Group Headed by Don C. 
Campbell to Take Active Part in 
Program of Grand Rapids Meeting 


Use of the insurance statement form 
of the National of Credit 
Men to acquire credit colateral or guar- 
will be the theme of talks 
and 


Association 


anteed assets, 
at the credit congress of industry 
the forty-fourth annual 
the National Association of Credit Men 
at Grand Rapids June 12 to 15. 
Activities of the insurance group as a 
service organization to the credit 
ciations, both local and national, will also 
schedule an analysis of the certified pub- 
lic acountants’ potential assistance to his 
insurance review in the 
statement form. 
extended by 


convention of 


asso- 


customer by an 
Feht of the 
A. cordial 


insurance 
Invitation 1S 


National Chairman Don C. Campbell, 
Chicago, Continental Insurance Co., to 
delegates to attend the insurance group 


meeting and learn the practical applica- 
tion of the “back log to credit”—Insur- 
ance—as a means of reducing the tre- 
mendous annual credit loss to manufac- 
‘uring, wholesaling and jobbing credits. 


The program will include the follow- 
ine addresses: “Insurance in the 1930's 
ond the 1940's,” Dr. Frank G. Dickinson, 
Ph.D., professor of insurance and eco- 
nomics, University of Hlinois; “The In- 
surance Statement Form and Credit-In- 
surance Forums,” T. Alfred Fleming, 
National Board of Fire Underwriters; 
“Circulating Inventories and the Insur- 
ance Statement Form,” Rhae M. Swish- 
er, C.P.A., and management engineer- 


originator of the circulation principle. 
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INSURANCE 


Solicit this important coverage before 
a competitor sells your assured. It is 
complete protection against any loss 
—anywhere. Further details, consult 
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111 John Street, New York City - 
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Allen to Reorganize 
D. of C. Government 


HOME GIVES ABSENCE LEAVE 


Company Complies With Urgent Request 
by President Roosevelt on Basis 
of Logical Choice 


E. Allen, vice-president Home 
Co., has been appointed Dis- 
trict of Columbia Commissioner by Presi- 


George 
Insurance 


dent Roosevelt. Mr. Allen had been 
District Commissioner before he re. 
signed to go with the Home last year 





vood & Underweod 
ALLEN 


Urder 


GEORGE E. 


He is being given a leave by Home to 
resume his old position to carry out 
the reorganization of the District gov- 


ernment. 


Mr. 


Allen’s services were requested in 


a letter from the President to Harold 
V. Smith, president of the Home, in 
which Mr. Roosevelt said that Mr. Allen 


is the “logical choice” for the reorgani- 
zation task. Mr. Roosevelt expressed 
the belief that Mr. Allen should be able 
to complete the work within a relative- 
ly short time, after which he will return 
to the insurance company. 

In a “Dear Harold” letter the 
dent made this plea to Mr. Smith: 
“As one President to another, | 
of you not to veto this request.’ 

Mr. Smith in treating the President’s 
request said: 
“First, we 


Presi- 


beg 


are glad to be of help to 
you in the reorganization of the gov- 
ernment of the District and, second; 
since we are both agreed in our estimate 
as to George’s ability and qualifications, 
it will be, in banking parlance, a short 
term loan.” 


GOES TO CLEVELAND 


J. A. Bechtold, fire survey engineer 
with the Travelers Fire and the Charter 
Oak Fire in St. Louis, Mo., has_ been 


transferred to the Cleveland and Toledo 
branch office districts with headquarters 
at Cleveland. 
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sane Maas Honored 
On Fiftieth Anniversary 





MAAS 


HARRY 


Over 200 friends of Harry Maas gath- 
ered at a dinner Wednesday evening at 
the Grand Street Boys’ Club, New York 
City, to honor him on the completion of 
his fiftieth year in insurance. Mr. Maas, 
general manager of Henry Sobel & Co., 
116 John Street, began his career in 
1889 in the office of Gustav Frank & 
Co. In 1894 he joined Edward J. Swee- 
ney and two years later became associ- 
ated with Friend & Fleisch. In 1904 
he joined Epstein & Sobel and in 1906 
became affiliated with Henry Sobel when 
the firm of Henry Sobel & Co. was 
organized, 

Mr. Maas is one of the oldest placers 
on the street and evidence of his popu- 
larity was displayed by the fine manner 


in which his many friends paid tribute, 


to him at his anniversary dinner. Among 
those who spoke briefly and commented 
on Mr. Maas’ loyalty to his many friends 
were George Kuchler, Jones & Whitlock; 
Vincent Cullen, president, National Sure- 
ty; Norman Moray, president, United 
States Casualty; Kenneth Spencer, presi- 
dent, Globe Indemnity; William J. Reyn- 
olds, Corroon & Reynolds, and Henry 
Sobel, who after delivering a fine per- 
sonal tribute presented Mr. Maas with 
a gold watch and chain. 

The arrangement committee of which 
William J. Reynolds was chairman also 
included Vincent Cullen, National Sure- 
ty; Henry Sobel, Henry Sobel & Co.; 
Russell Hayes, De Mott Schweitzer; Cary] 
A. Barnett, Minner & Barnett; George 
Kern, Fuller & Kern; George Kuchler, 
Jones & Whitlock; John Lynch, Gruber 
& Lynch; Edward Maeser, McDaniel, 
Maeser & Co.; Norman Moray, United 
States Casualty; Leon M. Prince, Prince 
& Loeb; Eugene C. Richard, American 
Insurance Co.; John Rogers, Chubb & 
Son; Bernard Rubin, Goldstein & Co.; 
Franklin J. Strauss, Scanlan-Strauss; 
John B. Theurer, Theurer agency; Wil- 
liam J. Thompson, Globe Indemnity, and 
A. H. Witthohn, Chubb & Son. 

At a luncheon Wednesday given in his 
honor Mr. Maas received a desk set, a 
gift from the employes of Henry Sobel 
& Co. 





Regional Vice-Presidents 
Of N. Y. Agents’ Ass’n 


Four regional vice-presidents of the 
New York State Association of Local 
Agents, elected by the directors on Wed- 
nesday at Syracuse, are Richard Cary, 
Niagara Falls; Warren FE. Day, Syra 
cuse; H. H. Hatch, Massena, and R. E. 
Thompson, Valley Stream. The 1940 con 
vention will be held at the Hotel Syra 
Cuse a week earlier in May than has 
been the custom heretofore. 
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AUTOMOBILE ASS’N MEETS 
Beyer Re-elected President and Falls 
Vice-President; Ewing Treasurer; 
Eastern Branch Elects 
Walter F. Beyer, vice-president of the 
Home of New York, was re-elected 
president of the National Automobile 
Underwriters Association at the annual 
meeting Wednesday. Laurence E. Falls, 
vice-president of the American of New- 
ark, continues as vice-president and Es- 
mond Ewing, vice-president of the Trav- 
elers Fire, was elected treasurer. J. Ross 

Moore is secretary. 

Members of the board of directors in 
clude the following: F. C. White, Hart 
ford Fire; B. M. Culver, Continental; 
C. C. Hannah, Fireman’s Fund; C, A. 
Nottingham, Royal-Liverpool Groups; P. 
3 Priore, Sun; W. W. Gilmore, London 
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& Lancashire; J. C. Harding, Springfield 
F. & M., and E. M. Ransom, Commer- 
cial Union, 

The Eastern branch of the association 
also met and elected the following East- 
ern regional committee to serve during 
the coming year: 

Guy E. Beardsley, vice - president, 
Aetna; George G. Bulkley, president, 
Springfield Fire & Marine; George C. 
Long, Jr., president, Phoenix of Hart- 
ford; C. E. Case, assistant United States 
manager, North British & Mercantile; 
R. I. Catlin, vice-president, Automobile ; 
John F, Gilliams, vice-president, Cam 
den Fire; William R. Hedge, president, 
Boston; J. Victor Herd, vice-president, 
Fire Association; Gilbert Kingan, man- 
ager, London & Lancashire; J. Lester 
Parsons, president, United States Fire; 
\lexander R. Phillips, vice-president, 
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Great American; P. J. Priore, assistant 
manager, Sun; C. B. Roulet, vice-presi- 
dent, National of Hartford; H. W. Mil 
ler, assistant manager, Commercial Union, 
and F. E. Sammons, vice-president, 
Hanover Fire. 


ALBANY FIELD CLUB OFFICERS 

Because Edwin T. Collins, Home, 
president of the Albany Field Club, has 
been transferred to Buffalo, the club has 
elected as president, James A. Semple, 
American, who was vice-president. R. H 
Seckendorf, Camden, becomes vice-presi 
dent and Arthur Stevens treasurer 
\rthur Rizy, Insurance Co. of North 
\merica, remains secretary. 

The IHlinois Senate has killed — the 
Searcy committee investigation of — the 
Chicago Board of Fire Underwriters 
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Inventory and Insurance Guide! 


ALL LINES Personal 


Its use will enable the 


insurance adviser to present — quickly, convincingly 


— complete insurance picture. An invaluable sales 


help, this booklet is available to Agents and Brokers 


representing companies of Fireman’s Fund Group. 
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Agreement Reached In 
Wis. on Inland Marine 


NEW SET OF RULES PREPARED 


Opposition to Submitting Rates to State 
Bureau Believed Ended; Acceptance 
in Writing 
Opposition of the inland marine com- 
their fire rates to 
prac- 


panies to submitting 
the Wisconsin 
tically ended May 20 when a compromise 
agreement was reached. A new order 
has been promulgated effective June 1 
but the companies have until June 15 to 
Meantime the hear- 
scheduled before 
May 23 


Insurance Bureau 


accept or reject it. 
ing of the 
the Insurance Department for 
called off. 

Terms of Order 


The order provides that: 

“On and after June 1 all so-called 
‘inland marine’ insurance policies which 
include any of the hazards specified in 
Section 302.33 Wisconsin Statutes, shall 
use the rates of an actuarial bureau li- 
censed under Section 203.35 of the stat- 
utes in computing and determining the 
premium to be allocated to any of the 
hazards specified in Section 203.33. 

“On risks or classes of risks for which 
the actuarial bureau has not provided 
rates for any of the hazards specified 
in Section 203.33, the actuarial bureau 
shall file 
proval a schedule indicating the propor- 
tion of the premium charges on the 
policies which is to be allocated to any 
of the hazards specified in Section 203.33. 

“For the information of companies, 
actuarial bureaus are hereby instructed 


companies 


was 


to indicate on daily reports of ‘inland 
marine’ insurance policies the correct 
rate applying to any of the hazards 


specified in Section 203.33. 

List of Exclusions 
_ “All daily reports of ‘inland marine’ 
insurance policies issued in Wisconsin 
must be sent through an actuarial bureau 
as provided by Section 203.43 except the 
following: 

“Registered mail; parcel post; property in 
actual process of shipment, while in transit and 
not exceeding thirty days after arrival at con- 
signee’s or purchaser’s premises or other place 
of storage or deposit; imports and exports from 
and to foreign countries; bridges and tunnels; 
tourists floaters; personal’ effects floaters exclud- 
ing permanent residence of assured; personal 
fur floaters; personal jewelry floaters; personal 
silverware floaters; personal musical instruments 
floaters; radium floaters; film floaters; sales- 
men’s sample floaters; physician and surgeon 
instrument floaters; machinery and equipment 
installation risks; wed ling present floaters; and 
exhibition floaters. 

“Every insurance company writing ‘in- 
land marine’ insurance in Wisconsin 
shall, prior to June 15, file with the 
Department of Insurance and the actu- 
arial bureau which it maintains or of 
which it is a member, the following 
agreement on the letterhead of the com- 
pany and signed by an authorized execu- 
tive officer of the company: 

“We, the undersigned company writing so- 
called ‘inland marine’ insurance under the in- 
e laws of the State of Wisconsin, hereby 





“First: That we will, in the writing of such 
‘inland marine’ policies in the State of Wiscon- 


e governed by the provisions of the order 





department of insurance of the State of 

Wisconsin dated May 20, 1939, and effective 
on June 1, 1939. 

“Second That with respect to any policy of 

‘inland marine’ insurance, including any of the 

azard pecified in Section 203.33, Wisconsin 

Statutes, the non-inclusion therein of the provi 

or f the Wisconsin Standard Fire Policy 

a tate against the assured, and the 

ijustment "of any claim which may arise there 

r e result of loss caused by any of 

! specified in Section 203.33 shall 

ted > company in a manner and on 

no restricted than would be the 

ere provisions of the Wisconsin 

S Fi licy fully set forth in such 

nia narine’ insurance. 
I order supersedes all previous orders 


with this Department for ap-- 


Salvage Association 
Has Paris Surveyed 


DAMAGE LARGELY INTERNAL 


Formal Notice of Abandonment, Although 


Likely, Has Not Yet Been 
Made by Owners 
Surveys of the 34,569-ton liner Paris, 
now lying in forty feet of water off 


been made 


the quayside at Havre, have 
London, on 


by the Salvage Association, 
behalf of the underwriters. R. Little, 
consulting engineer, who conducted the 
surveys, states that the vessel must be 
salved, as in her present position she is 
blocking the port. He is non-commital 
about the prospects of recommissioning 
the steamer. 

The surveys have 
damage is not so much structutal as 
internal, but in view of the size of the 
liner refurnishing and replacement costs 
would be enormous. The fact that she 
was eighteen years old would also have 
to be taken into consideration. 

The owners as well as’ the underwriters 
are interested in these surveys. Formal 
notice of abandonment, by which the 
owners give up rights to a vessel and 
claim on the basis of total loss, has not 
so far been tendered to the underwriters 
by the Compagnie Generale Transatlan- 
tique. The French law enables a ship- 
owner to give notice of abandonment 
where the cost of salvage and repairs, 
which can be closely computed, is 75% 
of the insured value. 

The surveyors’ reports are now being 
considered and the nature of the salv- 
age remains to be decided. The Paris 
may either be raised and drydocked or 
broken up as she lies. The raising of 
the liner would be one of the largest 
salvage operations of recent years. An 
outstanding achievement in this sphere 
was the raising of the German navy, 
scuttled at Scapa Flow, after operations 
lasting ten years, 

The normal procedure is to invite tend 
ers. British, Danish, Dutch and French 
concerns specialize in large salvage jobs. 
Several concerns are already studying 
the problem of refloating the liner. Tf, 
however, it is decided not to refloat her, 
the steel masts will have to be removed, 
after which the vessel will be cut up with 
the aid of a special blowpiece for sub- 
marine work. 


revealed that the 





and rulings on the subject of ‘inland marine’ 
insurance heretofore issued by this Department.” 

Punishment Urged for Negligence 

The French Minister of Marine holds 
that spread of the fire on the Paris was 
due to serious negligence that ought not 
to go unpunished. He said it was im- 
possible to determine whether the fire 
was set, but he charged that careless- 
ness had caused last year’s burning of 
the liner Lafayette. 

Fire prevention measures always prac- 
ticed at sea, he said, had been forgotten 
while the Paris lay in port. He charged 
the vessel was allowed to capsize because 
there was no coordination between the 
various fire-fighting units. 

He told of measures taken or planned 
to prevent a recurrence. Jean Marie, 
the Ministry’s chief naval engineer, had 
been named managing director of the 
French Line with extensive authority, 
and members of the chamber’s merchant 
marine committee might be sent abroad 
for maritime fire prevention study. 

M. de Chappedelaine reported the in- 
quiry showed the liner Paris fire broke 
out at 10:27 p. m. in the bakery, which 
was locked with the ovens left burning. 
He said there was no fire detection ap- 
paratus in the bakery, and the ship’s 
officers gave the alarm after much del lay. 
The chief of the ship’s fire brigade was 
not notified until 5 o’clock the follow- 
ing morning. 
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Three More Ship Losses 
Hit British Marine Market 


underwriters have 
ceived news of three serious casualties 
the sinking of the British steamer Lin- 
denbank, the wreck of the Danish motor- 
ship Alsia and the stranding of the Span 
ish steamer Arantzazu-Mendi. 

The most costly is the loss of the Al- 
sia, of 5,812 tons, which went ashore on 
fire off Galle Harbor. The passengers 
and some of the crew were taken off by 
the liner Canton and the captain and the 
rest of the crew were rescued by H.M.S. 
Grasshopper. The Alsia is valued for 
insurance at 2,925,000 kh. ($650,000). At 
the time of the disaster she was bound 
from Bangkok and Penang for London, 
Hamburg and Copenhagen, and it is un- 
derstood there are considerable under- 
writing interests in the general cargo. 

The Lindenbank, wrecked on a reef 
250 miles south of Manila, is of 5,057 
tons gross. She is valued for insurance 
at £80,000 ($400,000), and her cargo of 
wheat is estimated to be valued at £40,000 
($200,000). 

The fate of the Arantzazu-Mendi, 
ashore at South Point Rock Island, Ire- 
land, was still uncertain, but there is 
danger of her breaking in two and be- 
coming a total loss. Her cargo of ore is 
being discharged. The vessel is of 6,646 
tons and she is owned at Bilbao. 


British marine re- 





Ryder and Lees Champions 
Of N. Y. Ins. Bridge League 


The second session of pair finals in 
the New York Insurance Bridge League 
eames were played May 18. Harry Lees, 
U. S. F. & G., and Ambrose Ryder, 
Great American Indemnity, held the lead 
they established at the first session and 
became 1939 pair champions. Those who 
finished above average are: 


Harry Lees, U. S. F. & G., and Ambrose 
Ryder, Great American Indemnity, 614; A. 
Brindley and M. E. Lawless, Hartford Acci- 
dent, .559; H. Alcabes and J. T. Browne, New 
York Underwriters, .544; C. M. Graham and 
M. Pitkin, State Fund, .537; M. Kormes, State 
Fund, and J. Smick, National Council, .533; 
C. R. McNamee and A. Kerner, National Surety 





Johnson and Gilbert Lewy, 
Compensation Rating Board, .514; F. S. Knight, 
Weekly Underwriter, and J. W. Kennedy, Provi 
dence Washington, .507. 

This session was also the occasion for 
awarding trophy cups to the ten individ- 
uals having the highest averages for 
the entire season. Blake W. Fisk, Na- 
tional Surety, was first with a 
average of .593. J. W. Kennedy, 
dence Washington, was a close 
with .592 and M. Kormes, State Fund, 
was third with .590. Cups were also 
awarded to C. G. Roth, National Surety, 
585; J. Smick, National Council, .576; 
H. Alcabes, New York Underwriters 
573; A. Kerner, National Surety, .571; 
J. Kraemer, Muller-Kraemer, Inc., .570; 
R. Dennant, Eliel & Loeb, .568; J. T. 
Browne, New York Underwriters, .568. 
President Rattelman made the presen 
tations. 


Corp., .525; Roger 


season’s 
Prov I- 
second 


N. J. BILL ON AUTO FINANCE 

A bill prohibiting any distinction in 
insurance rates on _ policies covering 
financed automobiles and those on un- 
encumbered cars was passed by the New 
Jersey Assembly on May 17 and awaits 
only Governor Moore’s signature to be- 
come law. The measure previously had 
been approved by the Senate, where it 
was sponsored by Senator Winant Van 


Winkle, Bergen County Republican. It 
authorizes the state commissioner of 
banking and insurance to cancel any 


the 


PHOTOGRAPHS BURNING CAR 

George Wilson, Los Angeles insurance 
broker, according to reports from Cali- 
fornia, was driving in the Mojave Desert 
when his $1,500 car and $2,500 trailer 
caught fire. He did not have an extin- 
guisher with him, but a camera was part 
of his outfit. So he took pictures of the 
blaze and sold the photographs to a 
newspaper in Los Angeles. 


policies violating act. 
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Agents and brokers are 
offered exceptional facilj- 
ties on all ocean, hull, and 
inland marine lines. 

We represent companies with ag. 
gregate admitted assets of over 
$150,000,000. 


APPLETON & COX 


111 John Street, New York City 
Branch Offices in Principal Cities 









HAZARDOUS CARGO RESTRICTION 





Official of New Yask Port Authority 
Sees Need for More Careful Regu. 
lation of Such Shipments 

Adoption of regulations protecting 
American ports against movement of 
hazardous cargoes has been urged by 
Billings Wilson, assistant general man. 
ager Port of New York Authority. He 
is also chairman, hazardous cargo com- 
mittee, American Association of Port 
Authorities. At a conference held 
New York he expressed approval of a 
set of regulations recently formulated 
by the Department of Commerce under 
congressional authority, and said _ that 
the increase in international munitions 
movements in recent months gave point 
to the new rules and made their passage 
necessary. 

“T doubt if you all know that there 
have been some recent shipments out of 
this port of high explosive bombs with 
fuses attached,” he declared. 

“We must recognize one other prob- 
lem here, namely, international trade,” 
he continued, “and the prospect of con- 
flict with regulations of other nations, 
particularly as to packing, marking and 
labeling. Here is a fertile field for co- 
operative action through the medium of 
a joint international conference of ship- 
ping men and exporters, to be arranged 
by our State and Commerce Depart- 
ments.” 





London Institute Announces 


Bill of Lading Date 


The Institute of London Underwriters 
has just issued for publication a circular 
back dated to April 28 which reads: 

“Attention is drawn to circular G.&%, 
dated March 30, requesting underwriters 
to refrain from agreeing to the shipped 
bill of lading date being taken as the 
sailing date for purposes of war rating 
on any further covers. 

This matter was again referred to ata 
meeting the rating committee when * 
was decided that until June 1, 1939, 
respect of non-pool business the Dill of 
lading date may be taken if arrangements 
have already been made on that basis, 
but that on and after June 1 the sailing 
date must apply. It was further decided 
that automatic redeclaration of — ship- 
ments must not be allowed. 


SOLICITOR STATUS DEFINED 


Under a new law enacted in Mary- 
land a broker’s solicitor is defined as 
acting for and in the name of a duly 
licensed broker. The new law was en- 
acted to remove any question as to the 
solicitor being exempt under the Social 
Security Act. Under the previous statute 
brokers’ solicitors were deemed to be 
exempt from the act although a section 
referred to them as bonafide employes 
of duly licensed and qualified brokers. 
The change met with no objection by 
state social security officials. 


DANISH WAR RISK ISK BUREAU 
Negotiations are approaching comple- 
tion in Copenhagen for the establishment 
in Denmark of a shipping cargo war risk 
insurance institution, as reinsurance 
abroad is becoming increasingly diffi- 
cult. There may also be instituted com- 
mon war risk insurance for hulls, as was 

the practice during the World War. 
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Health & Accident Underwriters 


Hold Annual Meeting in Boston 
By Wallace L. Clapp 


Boston, May 25.—Attendance was good 
and enthusiasm high at the thirty-cighth 


annual convention of the Health & Acci 


dent Conference here at the Statler 
Hotel. Today’s sessions centered around 
agency management problems in the 


morning and a home office management 
clinic in the afternoon, both full of help 
ful ideas, 

That the conference should embark 
upon an educational campaign to reach 
the public was a major recommenda- 
tion of agency management speakers, 
while the need for greater merchandis 
ing of accident and health policies, first 
stressed by L. D. Cavanaugh, Federal 
Life executive vice-president, in his pres 


idential address was generally recog- 
nized. 

Executive session for members only 
closed this afternoon’s meeting and was 


New Officers Are Elected 


Elected for the new Conference year were the following: 


President, James E. Powell, 
Accident, Chattanooga, Tenn. 
First vice-president, Robert A. 
Men’s Accident, Des Moines. 
Second vice-president, E 
Reinsurance, Kansas City, 
Secretary, O. I 
Monmouth, Ill. 
Executive Committee 
Commercial Men’s 


Mo. 


chairman, 


For three year term on executive committee: 
Federal Life, retiring president; W. G. 
W. Young, president, Monarch Life, 
term: i 


tive vice president 
president, Inter-Ocean Casualty; C. 
Springfield, Mass. For one yea 


& Accident. 


devoted to committee reports, treasurer’s 
report and_ discussions. Registration 
reached the high mark of 184 today 


Shore Dinner Tuesday 


Tuesday’s sightseeing trip and_ the 
clam bake that evening was easily the 
social high-spot of this convention. 
Nearly 200 members, wives and friends 
gathered at Seiler’s Ten Acres for a 
shore dinner arranged by Col. James W. 
Blunt, Monarch Life’s vice-president. 
grand party, plenty to eat and good fel 
lowship reigned supreme. Monday’s golf 
tournament at the Salem Country Club 
was, unfortunately, marred by rain, but 
eighteen dyed-in-the-wool goifers stuck 
it out. Prize winners, who received their 
awards at tonight’s banquet, included A. 


D. Johnson, United Insurance Co., low 
net, who won the Brackett cup; J. J 
Helby, Federal Casualty, most sevens, 


duffel bag; A. S. Hamilton, Mutual Un 
lerwriter, blind bogey, dozen golf balls; 
Miss Carol Skoglund, 11-year-old-daugh- 
ter of North American Life & Casualty 
president, lucky number contest, small 
radio; R. J. Wetterlund, Washington 
National, high gross, desk cigarette case. 
Ten other golfers introduced as “weather 
bravers” received a golf ball apiece for 
playing in the rain. Banquet toastmas 
ter was President Cavanaugh and Henry 
FE. McCurry of Detroit awarded the golf 
prizes. 


Commissioner Harrington Speaks 
Well received was thx 


come by Insurance Commissioner ( 


address of wel 


agency 


G. Trimble, Jr 


Paul 
Association, Minneapolis. 


Fr. J. Harrington of Massachusetts at 
the opening session yesterday. Praising 
the organization for its accomplishments, 
Mr. Harrington traced its development 
from the original Detroit conference 
which did so much to stabilize the acci- 
dent and health business. He said: 

“The intelligence which you display 
in the administration of your problems 
results in great benefit to the insuring 
public. The fact that your particular line 
receives but scant attention of regula- 
tory officials is proof of this. We cannot 
urge you too strongly to carry on with 
your work of self-regulation because, in 
our opinion, it is the best form of regu 
lation.” 

In closing Commissioner Harrington 
emphasized that if the Conference “ad- 
hered strictly to its code of ethics, en 
larged its membership to include all who 
are engaged in the accident and health 
business, and accepted the principle that 


Life & 


vice-president, Provident 


Brown, president, Inter-State Business 


: assistant secretary Employers 


Davis, assistant agency director, Hlinois Bankers Life, 


Clement, secretary, Minnesota 
L. D. Cavanaugh, execu 
\lpaugh, vice 
Drake, president, Empire Lift 


IM 


in this great land of opportunity there 
is enough business for all, there will 
never be any necessity for insurance 
departments interfering with the internal 
affairs of your business.” 

Greetings From Iowa 


Greetings were also brought to the 
convention by Frank G. Callander, Iowa 
Insurance Department, and Thomas H. 
O’Connell, first deputy, Massachusetts De 
partment, who is the second oldest in 
point of service there. 

For its closing session tomorrow morn- 
ing the Conference will stage a legal 
clinic presided over by V. J. Skutt, Mu 
tual Benefit Health & Accident. John 
W. Cronin, Liberty Mutual, in his ca 
pacity as vice-chairman, insurance sec- 
tion, American Bar Association, will bring 
greetings. The speakers include Mark 
FE. Archer, Empire Life & Accident gen- 
eral counsel, on “Liability of the Com 
pany for Unusual Acts of the Agent in 
the Transaction of Business,” and dis 
cussion of that subject by Edward 
Hughes, Massachusetts Bonding; George 
B. Smith, Monarch Life, and R. H. Mat- 
thias, Ekern & Meyers. Election of of 
ficers, resolutions and memorials closed 
the convention. 


| See Pages 41, 42, 43, 46, 47, 48 and 
| 49 for further news about this week’s 
annual convention in Boston of the | 
Health & Accident Underwriters Con- | 


ference. 
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H. R. Gordon Outlines 
Program for 1939-40 


CONFERENCE IN FINE SHAPE 


Executive Secretary Outlines En- 
larged Plans; Also to Improve 
Bulletin Service 


Its 


May 23.—Harold R. 
executive secretary of the Health & Ac 
cident Underwriters Conference, packed 


Boston, Gordon, 


a full year’s activity into his annual re 
port delivered at the close of today’s 
convention The work has 
proceeded along harmoniously, finances 


session here. 


are in good shape, the executive offices 
are being used with greater frequency 
as a clearing house for the distribution 
of data and other information helpful 
to conference members and the public. 
Mr. Gordon stressed the “willingness of 
everyone to work for the common good 
not only of the conference by the busi- 
ness as a whole.” Member companies 
showed 4% increase in total premium 
volume last year and the indications for 
the first four months of this year, said 
the speaker, point to another increase 
in 1939, 

Departmentalizing his report Mr. Gor- 
don talked about the beneficial results 
obtained in holding meetings during the 
year with non-insurance groups—an im- 
portant function of the conference in 
bettering its public relations. Friendly 
relations have also been maintained with 
the insurance commissioners; regional 
meetings were held in five different 
cities, and four committee meetings on 
\ccident & Health Insurance Week af- 
fairs directed by Mr. Gordon. 

To Resign A. & H. Week Chairmanship 

Speaking about this national move- 
ment to popularize income protection 
Mr. Gordon said that the publicity and 
general observance of the week by com- 
panies and agents was greater this year 
than ever before despite the introduction 
of new, reduced automobile liability rates 
on the opening day of the week. Mr. 
Gordon regretted to say that his chair- 
manship of A. & H. Week general com 
mittee and the use of the conference 
executive offices as headquarters of this 
committee, an arrangement which has 
happily existed for several years past, 
should be terminated. He said: “The 
work, while interesting and of value to 
the membership of the conference, has 
taken up a great deal of my time and 
that of the staff that ordinarily would 
be devoted to regular conference activity. 
I feel that while the conference has 
made a splendid contribution to the busi- 
ness of accident and health insurance 
through this activity during the past 
four years, it is unfair to our members 
to assume further the responsibility of 
the direction of this work. T believe we 
can take considerable pride in what has 
been accomplished and turn it over with 
a feeling that the conference has done 

(Continued on Page 39) 


London & Lancashire 
Advances W. W. Smith 


VICE-PRESIDENT AND MANAGER 


Succeeds to Padiiien Held by F. J, 
Gobbie, Who Returns to England 
To Be With Company There 
In consequence of F. J. Gobbie, vice- 
the 


returning t 


president and manager of London 


& Lancashire Indemnity, 
England to take up a position there with 
the London & 


Lancashire 


group, the 





Ella Barnett 

WORTHINGTON W. SMITH 
directors of the company have elected 
Worthington W. Smith vice - president 
Mr. Gobbie at the 
administration office in Hartford. 
Mr. Smith has been with the London 
& Lancashire group in various important 
positions since 1919. For the past ten 
years he has occupied the position of 
vice-president in charge of the New 
York City office for the London & Lan- 
cashire Indemnity. 


manager to succeed 


MINIMUM STANDARDS IMPOSED 

Governor ©O’Conor of Maryland has 
signed a bill passed by the legislature 
providing that mutual companies, after 
being licensed to write automobile, pub- 
lic liability or compensation insurance, 
or fidelity or surety bonds, maintain cef- 
tain minimum standards of solvency. Un- 
der the terms of the law companies actt- 
ally licensed in Maryland prior to the 
effective date of the new statute an 
which did not at that time meet the 
requirements of the act, shall have three 
vears in which to put their affairs ™ 
such condition as to comply with its 
provisions, 
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Spring Meeting Casualty Actuarial Society 








‘asualty Actuary Has 
Caset Many Difficulties 


BUSINESS GROWTH TOO RAPID 


n Sees Broadening Field of 
og for Those Engaged in 
This Class of Work 


Making his presidential address to the 
Casualty Actuarial Society in annual 
meeting in New York May 19, Francis 
S Perryman, and actuary, 
Royal Indemnity and Eagle Indemnity, 
quoted an English colleague as having 
said that actuaries are “dealers in fu- 
tures.” “It was,” said Mr. Perryman, “be- 
cause of this essential concern of actu- 
aries with the future that when the cas- 
altv business started on its meteoric 
career in the second decade of this cen- 
tury, it was recognized that actuarial 
training would be helpful if not requi- 
site to deal with the problems that were 
cropping up in every direction. 

“Those actuaries called upon to deal 
with these problems decided that their 
interests and those of their business 
would best be served by having a sepa- 
rate forum. hence was born the Casualty 
\ctuarial Society.” 

Pioneers Had Difficulties 


Mr. Perryman continued, saying that 
“in the early days of the society com- 
pensation insurance presented the great- 
est number of new and pressing prob- 
lems. Tt is difficult for us now-a-days to 
realize just what it must have been like 
for the actuaries who had to deal with 
these new questions.” 

President Perryman observed that it 
may seem to the younger actuary that 
the pioneers were rather perverse at 
times. However, he said, “this is always 
the way with pioneering. A high school 
student now-a-days does mathematics, 
which would have baffled a_ first-class 
mathematician of a few centuries ago. 
College students take in their stride 
whole fields of thought unknown to lead- 
ing thinkers of a generation or so ago. 

“How did these pioneer casualty actu- 
aries and their successors make out? On 
the whole they did quite well, and but for 
the work of its actuaries the casualty 


secretary 


and not without success. 


business, even in its present state, would 
not have been attained. 

“Casualty business involves less techni- 
cal or mathematical work than life in- 
surance, and essentially deals more with 
what I may term ‘humanities’ and quick- 
er results are looked for—particularly as 
the economic and social factors that 
casualty business deals with change quite 


rapidly.” 


Growth Here Rapid 


Mr. Perryman expressed the thought 
that actuaries here might have preferred 
more conservative, steady growth in cas- 
ualty business development, as in Eng- 
land. Here they have had to grapple 
with the problems as they arose. They 
have tried to influence insurance opin- 
ions to take the more reasonable road, 
“We find,” said 
Mr. Perryman, “in life insurance actu- 
aries have had least success when they 
have had to deal with the aforesaid ‘hu- 
manities’-—for instance, look at disability 
coverage, which has been wrecked by its 
impact with factors not at all unfamiliar 
to casualty actuaries. 

“So the casualty actuary should not be 
too discouraged at what he may consider 
his apparent lack of success in dealing 
with the social and economic aspects of 
his work. As a matter of fact, the cas- 
ualty actuary’s training in dealing with 
such problems is precisely what is needed 
in the modern world. His will be the 
privilege of using his knowledge and ex- 
perience, his actuarial tools and meth- 
ods. so as to solve our modern social 
problems, our problems of living to- 
eether in harmony and cooperativeness.” 

Mr. Perryman noted that compensation 
insurance has taken a large part of the 
society’s time but he believes that other 
kinds of insurance should and will claim 
an increasing share of its attention, all 
of which must result in continual im- 
provement in the status of the casualty 
insurance actuary. 


BROUGHTON’S NEW ACCOUNTS 
Averell Broughton Advertising Agen 


cy, 580 Fifth Avenue, N. Y., has been 


‘appointed advertising and publicity coun 


sel by the Excess Insurance Co. of 
America. Financial and insurance pub- 
lications make up the bulk of the pres- 
ent schedule. The account will be han- 
dled by Bruce Angus. 


R. B. Robbins Sees State System 
Of Supervision Hard to Displace 


It was a pleasant surprise to the cas- 
ualty actuaries assembled for their 
Spring gathering last Friday at Hotel 
Biltmore, New York, to hear Rainard B. 
Robbins, vice-president, Teachers Insur- 
ance and Annuity Association, discuss 
the much debated subiect of “Federal vs. 
State Supervision.” Mr. Robbins’ formal 
paper was in fact prenared as his thesis 
in connection with his admittance into 
the Casualty Actuarial Society’s exclu 
sive circle of Fellows. and it contained 
much of value to students of insurance. 

Mr. Robbins devoted considerable at 
tention in his paper to the famous Paul 
's. Virginia decision rendered in 1868 
by the Supreme Court of the United 
Mates to the effect that insurance is not 
ommerce. He said that this decision 
has been reiterated in later cases: that 
though it has been questioned and 
argued against for years by Constitu- 
tional lawyers it still stands. 

As the complications of state super 
vision grew, so also did the propaganda 
ior Federal supervision. At the time of 
the Armstrong investigation, Mr. Rob 
bins says, sentiment seems to have been 
distinctly favorable to this change. But 
all efforts at legislation to institute Fed 
eral supervision were rejected by the iu 
diciary committees of Congress so that 
no Federal act with this objective has 
‘ver appeared. 

The speaker that the 


noted rapid 


growth of the insurance business since 
1910 has brought with it increasing co- 
operation between states and between 
company and state officials. This has 
resulted in increased uniformity in state 
laws and practices, and hence in less 
irritation because of conflicts in super- 
visory rules. At the same time this de- 
velopment has necessarily meant the ex- 
pansion of the work of state insurance 
departments, has shown insurance to be a 
lucrative and stable source of taxes for 
the different states, and has developed 
a sense of vested interests on the part 
of state officials in this supervision. 

The result of all this today, Mr. Rob- 
bins concluded, is that there is no well 
defined interest in Federal supervision. 
There is no hope of avoiding state su- 
pervision; no hope of limiting the free- 
dom of each state to tax the business as 
it sees fit. He thinks the early convic- 
tion that “Federal control was a panacea 
for all ills” has been lost and along with 
it the hope that state taxes and details 
of state supervision might be eliminated. 
His paper closed on this note: 


“At present we seem reconciled to state su- 
pervision despite the fact that fundamental 
difficulties inhere in comity between states and 


the related dangers of retaliation. During the 
past half century we have become accustomed 
to these conditions and have learned how to 
minimize their effects. Our present hope rests 
largely on the advances that have been and are 
heing made in uniformity in laws and procedures 
and in cooperation between states.” 


Premium and Loss 
Reserve Changes Aired 


AT CASUALTY ACTUARIES’ MEET 
Informally Makes Suggestions for Im- 
proving Present Methods; Live Dis- 
cussion at Spring Meeting 


Members of the Casualty Actuarial So- 
ciety informally discussed last Friday aft- 
ernoon during their Spring session at 
Hotel Biltmore, N. Y. “Premium and 
Loss Reserves for Casualty and Bonding 
Insurance,” surveying present methods 
and making suggestions for improvement. 
The discussion developed a number of 
interesting points presented as follows: 

Grady H. Hipp, New York State Fund, 
discussed the method of setting up long- 
term casualty loss reserves. At the pres- 
ent time, these are discounted at a rate 
of 4% which is higher than current in- 
terest earnings on high-grade security. 
The proposed New York code changes 
this to 3%% which is, in Mr. Hipp’s 
opinion, too high. He favored reducing 
the rate of discount 24%%, which would, 
of course, result in materially higher loss 
reserves on liability and  workmen’s 
compensation, 

J. A. Mills, Lumbermens Mutual Cas- 
ualty, indicated on the same point that 
the interest earnings of the leading cas- 
ualty companies have averaged over a 
period of years about 3%. The rate of 
discount shall not exceed interest earn- 
ings; otherwise additional contribution 
must be made from surplus as the re- 
serves mature. He stated that parts 5 
and 5a of Schedule “P” have done much 
to promote the setting up of adequate 
loss reserves. There is a possible weak- 
ness in the method in that it relies too 
exclusively on individual case estimates. 

Mr. Mills also criticized the method 
used throughout Schedule “P” in distrib- 
uting unallocated loss expense as empiri 
cal and absurd. He favored setting up a 
reserve to cover unemerged occupational 
disease cases, outlining a plan for set- 
ting up such reserves. He favored also 
a special method for setting up unearned 
premium reserves on risks subject. to 
retrospective rating. He criticized the 
method for testing the adequacy of loss 
reserves used by certain publications. 


Van Tuyl’s Suggestion 


H. O. Van Tuyl of the London Guat 
antee, advocated setting up separate lia 
bility and = compensation reserves for 
losses and for loss expenses. The pres- 
ent Schedule “P” reserves on these lines 
are combined loss and loss expense re- 
serves, and the reserves developed in 
Schedule “P” appear in the schedule of 
the company’s liabilities in two differ- 
ent lines, a practice which leads to cer- 
tain degree of confusion. 

Charles E. Wheeler. New York In- 
surance Department, agreed with Mr 
Van Tuyl, but indicated that the insur- 
ance interests generally did not desire a 
chance. He criticized the present 
Schedule “P” reserves and_ indicated 
that in occupational diseases especially 
the companies were making up reserves 
on a “cash and carry” basis. He thought 
a special occupational disease reserve 
should be set up. He indicated. how 
ever, that reserves were today more near- 
ly adequate than for a long time past. 


Tarbell Sees Reserves Inadequate 


Thomas F. Tarbell, Travelers, indicated 
a belief that reserves should be unques 
tionably adequate. He thought that pres- 
ent Schedule “P” might. with advantage. 
be teplaced by a reserve based on in- 
dividual estimates of outstanding losses 
with a fully adequate reserve for losses 
incurred but not reported and an ade- 
quate reserve for expenses. He voiced 
objection to the proposal of the New 
York Insurance Department to increase 
the nercentages of earned premium used 
in Schedule “P” as the basis of the loss 
reserves of the three latest vears from 
60 to 65% in case of liability reserves 
and from 65 to 70% in case of work- 


men’s compensation reserves. He agreed 
with some of the preceding speakers 
that the reserve for expenses should be 
set up separately. 

He stated that Schedule “P,” parts 5 
and 5a were a valuable addition to the 
statement, but that they came some dis- 
tance short of perfection. He criticized 
the method presently used by various 
publications for determining the ade- 
quacv of reserves. He disagreed with 
Mr. Hipp as to the matter of discount- 
ing loss reserves, voicing the opinion 
that the 31%4% rate of discount required 
by Section 27 of the new New York 
code is proper for purposes of adequacy. 

He agreed with Mr. Mills as to the 
need for a special loss reserve for occu- 
pational disease. but thought the method 
surgested by Mr. Mills somewhat com- 
plicated. At the moment, nobody knows 
very much about the latest liability in 
volved in covering occupational disease. 
nor of the rate of emergence of latent 
cases. While the reserves should he 
set up the liability the reserve is to 
cover is up to date entirely speculative. 

Non-cancellable accident health reserves. he 
Stated, generally known to be deficient. 
While additional reserves had to be set up, there 


were 


was a question whether these were pronerly 
added to loss reserves. They were perhaps 
more in the nature of unearned premium re- 
serves. He favored a snecial method ef settior 


up unearned premium reserves on risks carried 
under the Retrospective Rating Plan. but thought 
the reserve ~onld be nuisance to handle except 
on an individual risk basis. 


(Continued from Page 38) 
its part in the creation of constructive 
publicity of our business.” 
Plans Made for 1939-40 
In skeleton form “as a road map for 
the coming twelve months,” Mr. Gordon 
then mapped out the conference program 
for its new year. This he submitted as 
part of his report. Tt includes improve 
ment of the legislative court decision 
bulletins; revision and enlargement of 
the digest of agency laws and insuranc¢ 
department rulings; and collection of ad 
ditional data on hospital insurance from 
member companies. 
\s to its legislative program Mr. Gor- 
don said: 
“It seems to. me that one of the 


done 


most con 


structive jobs to be during the next sev 
eral years by the conference is the completion of 
agenda looking forward to the elimi 
and health 


public 


a lexislative 


nation of accident statutes in a few 


states which do not serve interest and 


seriously handicap the transaction of business by 


our members. IT hope to be able to lay before 
both our legislative and executive committees a 
det ite program for certain remedial legislation 
in at least three states that can be effected tr 
194] | would not have you assume that the 
conference is “sticking its neck out” legislative 
Wise We are not attempting to create legisla 


tion just for the sake of placing new laws upon 
the statute books. 


millions of policyholders, it 


However, as trustees for 


certainly is our 


right and our duty to correct laws which work 


against the interests of our policyholders 


the 


sessions 


Despite large number of legisla 
tive this season Mr. Gordon 
said “there has been a lesser number of 
\. & H. bills introduced than for pre 
vious ‘heavy’ years.” In the New York 
insurance code there are some changes 
such as the new wording of the standard 
provisions law but Mr. Gordon believed 
that “these changes can be effected by 
use of a rider attached to policy forms.” 


In New Hampshire a bill was enacted 
affecting standard provision 16 of the 
policy contract, and Massachusetts 


passed a bill requiring written notice of 
renewals on non-can. policies. In c« 


operating with the insurance depart 
ments of three states the conference 
drafted a measure setting up a definition 
and reauirements for issuance of group 
A. & H. contract. These bills, Mr. Gor 
don said, have already been enacted in 
Michigan, Wisconsin and Minnesota: 


similar measures are expected to be ay 
proved in Pennsylvania and California, 
and in West Virginia a group A. & H 
bill, fashioned after the insurance con 
missioners’ recommended bill, was e1 
acted But the speaker said this law 
contains some conflicts and does not 
have the endorsement of the conference. 
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ARE YOUR 
CLIENTS’ NEEDS 
“DIFFERENT?” 


Bring them to Indemnity. Let’s 
talk them over. We’re accus- 
tomed to handling “unusual” 
risks. You'll find that Indem- 
nity’s world-wide facilities and 
broad experience in the out-of- 
the-ordinary types of coverages 
will go far in helping you meet 
your client’s most exacting 


needs. 
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Fidelity 
Surety 








CAPITAL $2,500,000 


Indemnity 
Insurance Company 


of North America 
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Retrospective Rating 
Amendments in N. Y. 


BECOME EFFECTIVE ON JULY 1 





Leon S. Senior, general manager Com 
pensation Insurance Rating Board, has 


advised member companies of new 
amendments to the New York retro 
spective rating plan which have been 


adopted by the board‘s governing com- 
mittee and approved by Superintendent 
of Insurance L. H. Pink to become ef- 
fective July 1, 1939. They follow: 

1. Eliminate rule 9 “advance premium 
requirement” from section II of the 
plan reading as follows: ; 
9. In addition to each payment of 

the deposit or audited standard 
premium, the assured shall pay 
to the insurance carrier a per 
centage of such standard pre 
mium which shall be termed the 
retrospective premium surcharge. 
Such surcharge percentage shall 
be as follows: 


(a) On a risk with a total estimated 
standard premium of $25,000 or 
less, one-half of the difference 


hetween the maximum retrospective 
premium percentage (as shown in 


column 3 of the table of rating 
values) and 100%. 
(b) On a risk with a total estimated 


standard premium of more than 
$25,000 one-quarter of the differ 
ence between the maximum retro 
spective premium percentage 
shown in column 3 of the table 
of rating values) and 100%, unless 
the application of such percentage 
to the total estimated standard 
premium produces a_ retrospective 


premium surcharge of less than 
$5,000, in which case the = sur 
charge percentage shall be that 
percentage of the total estimated 


standard premium which produces 


$5,000. 
When Credit Is Authorized 


Upon the renewal under this plan by 
the same insurance carrier of a policy 
subject to the plan, if satisfactory evi- 
dence is provided by the insurance car- 
rier that on the basis of actual incurred 
losses the retrospective premium. sur- 
charge received under the expiring pol- 
icy is more than sufficient to cover the 
amount by which the indicated retro- 
spective premium exceeds the standard 
premium, the board may authorize the 
carrier to credit against the retrospective 
premium surcharge requirements of the 
renewal policy an amount not exceeding 
the unimpaired portion of the surcharge 
on the expiring policv. No such credit 
may be applied to any portion of the 
standard premium 

The board shall have authority to as- 

certain if appropriate deposit premiums 

and surcharces have been billed to and 
paid by the assured. 

2. Amend rule 5 of the supplement to 
the retrospective rating plan to read 
as follows: 

5. In addition of 


to each payment 
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the deposit or audited standard 
premium pertaining to New York 
the assured shall pay to the in- 
surance carrier a percentage of 
this premium. Such percentage 
shall be determined as follows: 


(a) If the agreement provides for 
waiver of the entire excess retro 
spective premium, the percentage 


shall be the waiver percentage de- 
termined in accordance with para- 


graph 4 above, 

(b) If the agreement provides for 
waiver of only a part of the 
excess retrospective premium, the 
percentage shall be the product 


of the waiver percentage specified 
(a) and the 
representing that part 
of the excess retrospective premium 
which is to be 


in subdivision above 


percentage 


waived, 





AETNA SHOWING NEW PICTURE 


Designed Especially to Acquaint Public 
With Importance of Insurance in 


Their Daily Lives 
A unique new motion picture “Aetna 
on Guard,” was given its first showing by 
the Aetna Life Affiliated Companies at 
the midyear meeting of the Insurance Ad- 
vertising Conference in New York May 


16. The picture’s main purpose is to 
make the public cognizant of the jmpor- 
tance of insurance in their daily lives 


and to show what an indispensable role 
the insurance business plays in creating 
and maintaining the economic and _ social 
well-being of the nation. 

To this end, the film does not confine 
itself to the need for protection. “Aetna 
on Guard” shows how the accident, fire 
and crime prevention and health conserva- 
tion activities of insurance companies re- 
act for the public good. It demonstrates 
how insurance makes easier the flow 
credit and it shows how insurance 
guarantee individuals’ personal 
and worthy aspirations. 

“Aetna on Guard” is being shown at 
the Aetna’s “Laboratory for Living” ex- 
hibits at both the Golden Gate Interna- 
tional Exposition and the New York 
World’s Fair. 


of 
can 
security 


AWAIT MINN. BOARD’S DECISION 

The Minnesota Compensation Insur- 
ance Board is expected to make known 
its decision on retrospective rating for 
large compensation risks in that state 
before the end of this month. 
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International Claim Ass’n To 
Meet Sept. 11-13 at Rye, N.Y, 


Charles J. Haight, Metropolitan Life 
who is chairman, press committee fo; 
the 1939 convention of the International 
Claim Association, announces that this 
gathering will be held September 11 tc 
13 at the Westchester Country Club, 
Rye, N. Y. This is the thirtieth anni. 
versary year of this organization which 
is composed of claim men in both United 
States and Canada. A. G. Fankhauser, 
Continental Casualty, is its president and 
he is supported by R. D. Taylor, Sun 
Life of Canada, as vice-president; L, L 
Graham, Business Men’s Assurance, sec- 
retary, and F. L. Templeman, Maryland 
Casualty, treasurer. Executive commit- 
tee chairman is Daniel J. Reidy, Guari- 
ian Life. 

In preparation for its 1939 convention 
President Fankhauser has designated 
Godfrey M. Day, Connecticut General 
Life, as program committee chairman, 
Committee chairmen of other 1939 activi- 
ties include J. D. DeWitt, Travelers, 
entertainment; Frederick T. Bernhardt, 
Home Life of New York, membership: 
T. L. Anderson, Federal Life of Chi- 
cago, hotel accommodations; M. Barratt 
Walker, United States F. & G., legal: 
Dr. Harry W. Dingman, Continental 
Casualty, medical; C. J. Haight, Metro- 
politan Life, press; John T. Bost, Im- 
perial Life of Canada, auditing, and 
Harlan S. Don Carlos, Travelers, com- 
mittee on lay adjusters. 





Big Hospitalization Program 
For Standard Oil of Calif. 


One of the largest hospitalization re- 
imbursement contracts on record in the 
Far West has just been arranged by the 
brokerage firm of Johnson & Higgins 
with employes of the Standard Oil Co 
of California and its wholly owned sub- 
sidiaries through the Associated Indem- 
nity Corp. of San Francisco. The plan, 
which goes into effect July 1, will cover 
principal expenses from non-industrial 
injury and illness. It will not destroy 
existing patient-doctor relationships. 

Promulgation of this plan follows more 
than a year of investigation and _ study 
by employe committees of the Standard 
Oil of California. About 18,000 employes 
of this company, it is estimated, will be 
entitled to secure the protection thus af- 
forded, but their membership in the plan 
will be voluntary. 





E. Asbury Davis President 


Baltimore Community Fund 


The election of E. Asbury Davis, presi- 
dent of the United States F. & G,, as 
president of the Community Fund of 
Baltimore took place at its annual meet- 
ing May 17. Mr. Davis, who is a former 
president of the Baltimore Association 
of Commerce and is identified with nu- 
merous enterprises, will be in charge 0! 
the campaign for funds to be undertaken 
in the Fall. Charles H. Roloson, Jr., of 
the Central Insurance Co., Baltimore, has 
been president of the fund organization 
for two years past. 


H. P. JACKSON SAFETY SPEAKER 

H. P. Jackson, president, Bankers In- 
demnity, was one of the speakers at 
the fifteenth anniversary membership cele- 
bration of the Hudson County, N. J, 
Safety Council, May 16, in Union City. 


He spoke on the “High Cost of Acci- 
dents.” 
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Health & Accident Underwriters Conference Meeting 





Purposes of H. & A. Underwriters 
Conference Are Being Fulfilled 


President Cavanaugh Sees Continual Improvement With 
Every Indication That New and Pressing Problems 
Will Be Solved in Intelligent Manner 


Boston, May 23. 


Sounding as his keynote that “eternal vigilance and constant 


striving for improvement” should be the continual aim and ambition of the accident 


and health business, L. 


D. Cavanaugh, executive vice-president, 


Federal Life of 


Chicago, in his capacity as president of the Health & Accident Underwriters Con 
ference, officially opened this organization’s thirty-eighth annual meeting today in 


Hotel Statler, Boston. 


Mr. Cavanaugh was glad to find much being continuously 


accomplished by the conference, working with all other groups in the A. & H. field 


and with supervising insurance department officials. 
tific rates and classification of risks have resulted. 


nomenal. 


Better contracts, more scien 
The advances have been phe 


Past performance of the conference, its president noted, indicates that the new 
problems of social insurance and state medical service plans will be met intelligently 


and courageously by its member companies. 


For many reasons private companies 


are better equipped to render this type of service than would be true of any gov 
ernmental plan that might be adopted. As to hospitalization coverage Mr. Cavanaugh 
said it remained to be seen whether or not the non-profit associations will measure 


up to the standards of service that the public has a right to expect of them 


provided by private institutions. 


that 


President Cavanaugh pointed with pride to the $83,044,470 premium income of 
conference members last year, a gain of 4% over the previous year’s income. He 
regards the merchandising of health and accident insurance as its weak spot, and 


made a plea for better agency material and better training. 


address follow: 


“Although we are impressed by contin- 
ual changes within our own lines of 
business as well as in other lines of ac- 
tivity, we are likewise impressed, per- 
haps even to a greater degree, when we 
refer back to the records of the early 
years of this conference. We find that 
the original objectives and purposes of 
the Health and Accident Underwriters 
Conference are as fundamental and im- 
portant today for the success of the or- 
ganization of health and accident insur- 
ance as they were when Article IT of the 
constitution and by-laws was adopted. 
It declared these objectives and purposes 
to be ‘to promote good will and har- 


mony among members; to devise meas-: 


ures for the protection of their common 
interests, and to advance the general in- 
terests of health and accident under 
writing,” 

Working With All Other Groups 


“These annual meetings are an im 
portant factor in promoting will 
and harmony among our membership as 
well as in initiating methods and pro 
cedures which will most effectively ac- 
complish the objectives and purposes of 
this conference. Any institution which 
is growing and expanding usually has 
growing pains. Coincident therewith are 
usually found new problems to solve in 
addition to those that existed from th 
time the institution had its inception 

“The cooperation of this conference 
with all other groups directly engaged 
in the business of accident and health 
insurance, and with the supervising In- 
surance Department officials, has result- 
ed in the solution of many of the more 
fundamental and difficult problems that 
have developed within the business be 
fore it reached its present stage and be 
came such an important national, o1 
rather international, institution. 

“During the last thirty-eight years 
health and accident insurance has been 
subjected to many changes. During that 
period phenomenal results have been 
achieved in the solution of management 
problems. The pioneers in this busi 
ness, many of whom still are active mem 
bers of this conference, deserve much 
credit for what has been accomplished. 
It required years of experimentation, an 
alysis and accumulation of data to arrive 
at a scientific basis for furnishing health 
and accident protection. 


eood 


Improvement Has Been Steady 
“A retrospective study of this business 
should convince us that phenomenal ad 
vances have been made along the fol 


lowing lines: 
Simplification of policy contracts and 


Excerpts from his 


adjustment of coverages to better fit 
the public’s needs. 

Calculation of rates on a more scien 
tific basis, using statistics accumulated 
over a period of years. 

More scientific classification of risks 
based upon intensive studies of occu- 
pational hazards in all types of busi- 
ness and industrial organizations. 
“These and many other advances and 


accomplishments in our business should 


furnish convincing evidence to our law 
makers, and all others who develop a 


desire to encourage impractical laws and 
regulations affecting the business of 
health and accident insurance, that those 
within the fold of company management 
have consistently and conscientiously im- 
proved the service to the public. There- 
fore they should be supported and en- 
couraged in making possible this great 
service to mankind. 

“All these advances, encouraging and 
important as they are, should not lead us 
to the conclusion that we have reached 
our goal. Eternal vigilance and constant 
striving for improvement should be our 
continual aim and ambition. If we decide 
to rest on our laurels we shall find our- 
selves in a more unfortunate position 
than the hare in the race with the turtle. 


Effect of Social Changes 


“Owing to the unheralded and unusual 
changes in our present age along social 
and economic lines, the institution of 
health and accident insurance, as well as 
other types of business enterprises has 
been, and is continuing to be, affected 
in a much greater degree than ever be- 
fore by these factors. 

“Management, therefore, must be ac- 
tive and alert; must be prepared to re- 
chart its course whenever such action 
will result in an improvement of service 
to the public. Based on its record we 
can justify the confidence that a contin- 
uation of the policies and practices of the 
membership of this conference, applied 
individually and collectively, will make 
it possible to arrive at the best solution 
of all problems pertaining to company 
management that may develop in years 
to come. 

“What can and should be done by this 
conference and its members in coping 
with issues and developments outside of 
the institution of health and accident in- 
surance and having a direct and impor- 
tant effect upon the business ? 

“For some time social insurance, par- 
ticularly state health insurance and state 
medical service plans, have been much 
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publicized and discussed. Investigation 
of the results achieved by this type of 
insurance, where it has been adopted in- 
dicates that it is not the solution for the 
conditions which it was intended to al 
leviate. 
Private Carriers Efficient 

“It has a very important and direct 
bearing on the business of health and 
accident insurance. Therefore we all 
naturally are interested in watching de 
velopments and in doing what we can 
individually to guide those who are ad 
vocating this type of legislation. It would 
seem that for many reasons private com 
panies engaged in the business of health 
and accident insurance are better 
equipped to render this type of service 
than would be true of any governmental 
plan that might be adopted. 

“Hospitalization insurance has been 
a popular topic. Time will not permit 
a discussion of it but it remains to be 
seen whether or not non-profit associa 
tions will measure up to the standards 
of service that the public has a right to 
expect of them and that is and will con 
tinue to be provided by private insti 
tutions, 

“Several accident and health compan 


ies now are issuing hospitalization in 
surance on groups as well as on indi 
vidual lives. The impression seems to 


prevail among laymen that private in 
surance companies have not attempted 
to provide hospitalization benefits until 
recently when the hospital associations 
started operations. However, 
the companies have been including in 
their disability policies extra benefits in 
the event of the confinement of the in 
sured in any licensed hospital. These 
benefits paid in addition to the regular 
weekly or monthly indemnity have in 
many cases absorbed a substantial por 
tion of the expenses resulting from hos 
pitalization.” 
Better Merchandising Needed 

Speaking constructively Mr. Cavanaugh 
said that if he were asked what he 
thought was the weak spot in the A 
& H. business, “I would unhesitantly say 


some ot 


that it is in the merchandising of ow 
product. We apparently are not as suc 
cessful as we might be in presenting our 


product in such manner as would arouse 
interest and create demand 

“It behooves us to chart our 
for the future so that a much lareer 
percentage of our population will be 
cluded under the mantle of health and 
accident protection. The member « 
panies that operate on the agency bas 
would do well to devise ways and mean 
of educating the public through the 
strumentality of their field organizations 

“The first important step in this d 
rection would be to adopt more effective 
methods in the selection, supervision and 
training of agents. Some of our men 


(Continued on Page 47) 
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Dissatisfaction Makes 
Progress, Says Burdick 


DIFFICULTIES ARE WELCOMED 


Makes Plea for Public Confidence, De- 
parture from Traditional Methods, 
and Publicity Poagrem 

Lester L. Burdick. manager health and 
accident division, Boston office, Commer- 
cial Casualty, made one of the principal 
addresses at the opening session of the 
Health & Accident Underwriters Con- 
ference convention in that city this week. 
The title he chose was “The Power of 
Dissatisfaction.” He considers it for- 
tunate that accident and health insurance 





LESTER L. BURDICK 


is issued by many excellent companies. 
The resulting competition he regards as 
highly beneficial. He said that future 
accident and health sales will depend 
more than ever upon the salesmen’s abil 
ity to uncover and interpret the compre- 
hensive needs of prospects and assureds 


Difficulties Welcomed 
Mr. Burdick is glad that he has been 


engaged in a business that has not been 
lacking in difficulties on that score, he 
said: “By giving special attention to the 
difficulties and causes of dissatis faction 
and realizing that to dis satisfy is to dis 
please by lack of something, I have 
found that dissatisfaction has contrib- 
uted more than we realize to the growth 
and progress of our business. 

“Tn ~~ accident and health field, to 
assume contentment when circumstances 
do not penn is like lying to one’s 
self or to a doctor about an illness 
In our business, contentment means pass- 
ivitvy and stagnation.” 

Mr. Burdick referred to the form of 
dissatisfaction among “those who believe 
that there is a remedy for every difficulty 
and for all the growing pains experience: 
in the accident and health business It 
is profoundly stimulating and has con 
tributed more to the advancement of 
our interests than all of the cheerful 
ness of our combined forces.” 


Dissatisfaction Is Progress 

The speaker then cited the automotive 
industry which gd mn producing new 
models; making people dissatisfied with 
their old cars That form of dissatis 
faction contributes more than one real 
izes to the advancement of any business 
He continued 

“Approximately 20% of our new busi 


ness is produced by representatives who 
ire satisfied witl the result f the 
past effort It is estimated that 80% 
of all new business is produced by rey 
resentatives who a lissatisfied with 
their past accomplishments they are 


not satisfied with their present incomes 


H. & A. Conference Sentias 

















“If we, who are in the business of 
insuring incomes, are satisfied with the 
results of our efforts; if we are in 
accord with the activities of non-profit 
schemes, the future of the accident and 
health business is not very promising.” 


Study of Buyer’s Mind 


Mr. Burdick asked this question: “Are 
we as watchful, are we as tactful, are 
we as thoughtful of the states of mind 
and lives about us as we should be? 
A contribution to progress could be made 
if we give more consideration to what 
is going on in the buyer’s mind. I believe 
we can improve our technique bv so 
doing. The important thing is to build 
public confidence. 

“Something more than policy names 
and jumbled mottoes are needed for the 
advancement of our interests. It is 
dangerous to assume that the accident 
and health business should follow tradi- 
tional methods. The old lip-to-ear meth- 
od of selling accident and health insur- 
ance can and should be aided and sup 
plemented by a cooperative advertising 
program. Such a plan will enable those 
interested in the sale and advancement 
of income protection to get the maximum 
effectiveness from their knowledge, their 
ability and the efforts put into their 
work. It will result in many new men 
engaged in our business.” 


Convention Side-Lights 

Tuesday’s sightseeing trip of historical 
Boston and vicinity gave out-of-towners 
a concrete reason why Boston is so 
proud of itself. Points visited were the 
Agassiz Museum at Harvard University; 
Lexington and Concord, scene of Paul 
Revere’s famous ride; Henry Ford's 
Wayside Inn in South Sudbury, and 
the Mapparium—the world in ¢lass—at 
the Christian Science Church. 

New Yorkers attending this meeting 
included Leslie W. Winslow and Dewitt 
A. Stern, Fireman’s Fund Indemnity; 
John J. King and J. Charles King, re 
spectively president and sales director 
Hooper-Holmes Bureau; Richard Fon 
diller, consulting actuary. E. H. O’Con- 
nor, Bankers Indemnity, who spoke on 
“Competitive Practices” on Wednesday, 
came from Newark, as did Paul G. Garey, 
Commercial Casualty. Mr. O’Connor in 
vited Conference members to send a 
representative to the annual convention 
of the National \ccident & Health As 
sociation June 21-23 in New York Citv, 
which will include a special Accident & 
Health Day at the World’s Fair. The 
speaking program will be topnotch, he 
promised. 

A convention innovation was the dis 
play of home office forms and sales liter- 
ature of about forty member companies, 
arranged by H. P. Skoglund, North 
American Life & Casualty president, 
which attracted much attention. 

At the cocktail party just before the 
banquet Wednesday evening the Massa- 
chusetts companies were the host. Ches- 
ter W. McNeill, president, Massachusetts 
\ccident, was chairman of the local en 
tertainment committee John M. Powell, 
president Loyal Protective, handled golf 
arrangements, and John S. Whittemore, 
ecretary-treasurer, Eastern Commercial 
Travelers, the dinner and dance. 

Harold R. Gordon, executive secretary, 
and Miss Marie Meade, assistant secre 
tary of the Conference, won the praise 
of the entire convention and the “work 
ing press” for their efficient attention to 
all details. 


EDWARD H. JONES DEAD 

Edward H. (Captain Ed) Jones, who 
represented the Hartford Fire in the field 
for many years, died May 22 at his home 
in Selma, Ala., age 80 He became a 
fieldman for the Hartford in 1892 super- 
vising practically every state in the 
South except Texas at one time or an- 
ther. He was state agent for the com- 
pany in Virginia from 1906 until this 
year, when he retired 
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STREAMLINED 
SALES POWER 


Streamlined trains were born a few years 
ago to meet two public needs . . . more 
comfort and greater speed. 


Federal Life last September created a 
new Streamlined insurance policy, also to 
meet two public needs—a combination of 
Life Insurance with Accident and Health 
protection. 


Like Streamlined motive power, Federal's 
Streamlined sales appeal met instant suc- 
cess. From every section our field repre- 
sentatives have reported that sales resist- 
ance disappears before the sales power of 





the Streamliner combination. Like every 
outstanding success it succeeds because it 
gives the public what the public wants. 


Federal issues the Streamliner in every 
variety of combination from a minimum of 
$1,000 Life Insurance and $25 per month 
A & H indemnity, to $10,000 and $200. 
It is offered with three different forms of 
Life Insurance, and also in an Endowment 
Age 65 retirement income plan. 


If you are interested in building a busi- 
ness of your own along modern lines, and 
have had successful experience in the field, 
why not let us tell you about the general 
agency opportunities still open to men of 
ability and vision. 





FEDERAL LIFE INSURANCE COMPANY 
ISAAC MILLER HAMILTON, President 
CHICAGO, 
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‘Agency Management Clinic Clicks 


Addresses at This Session Full of Useable Sales Ideas; Speakez- 
Include A. M. Holtzman, W. A. Barr, E. J. Faulkner, 
G. A. L’Estrange, E. H. O’Connor 


Boston, May 24.—The Agency Management Clinic, staged the second day of 
this convention under the able chairmanship of O. F. Davis, assistant agency direc 
tor, Ilinois Bankers Life, was easily one of the most popular features of the 


meeting. Papers presented at the clinic were of a high order, and here’s the lineup 
of speakers: ; wis 

Art Holtzman, manager, Mutual Benefit H. & A., Rochester, said in “It May 
Happen to You” that the greatest need nationally is cooperative education, One 
thought embodied in his title was that unless one does a good job somebody else 
will do it for him. He declared: “We should say ‘thank you’ to the mis-named 
non-profit hospital associations. Have you ever experienced a greater interest in 
health "% accident insurance ?” 

W. A. Barr, agency supervisor, Massachusetts Bonding, said that “transcending 
all ba ‘causes ‘underlying the preponderant majority of agency failures are the 
faulty methods many companies pursue in handling their agency organizations.” 

J. Faulkner, president, Woodmen Accident, had assigned to him the subject 
“The Vicaputien Agent Has a Past—So What?” He asked: “How does an agent 
acquire a past?” His contention was that many agents acquire a past because of 
sheer ineptitude, and he suggested for discussion the opinion “that we shall pro- 
duce better business and more of it if we pass by the agent with a past to recruit 
from the fine supply of young men who are coming on each year, and then train 
those whom we select according to our lights in the proper traditions of the 
— a” F ; 
A. L’Estrange, manager accident and health department, Wisconsin National 

Life, Ex, ‘Agents and Claims” defined each new application as a ee claim, 
holding that the initial contact between the agent and the applicant is by far the 
most important one and that it is the duty of the companies to see that the agents 
are properly trained. Then impress on them that the less they have to do with 
claims and claim settlements, the more satisfactory service can be rendered to 
claimants. : ; ; : - 

E. H. O’Connor, Bankers Indemnity assistant secretary, talking on “Competitive 
Practices,” stressed in closing: “You can talk as you wish about the psychology 
of the human mind, the various best sellers, ‘How to Make Friends,’ and what 
makes you buy ‘the steak or the sizzle;’ but take the average individual, fortify 
him with knowledge and he will soon demonstrate whether you can successfully 
use him. If we will follow this line of action instead of racking our brain to find 
a way to beat the other company and grab their key salesmen by various cheap 
schemes, we shall place our business on the proper plane; we shall have a happier 
agency plant, and the home office executives will have more time for golf.” 


A. M. Holtzman C. O. D. to him spells “C-areless O-r 


D-isinterested.” 
Reviewing these papers seriatim, that : 4 a ' 
die eae as tee first, 9 ae pre ose believes that the real 
f one year as PuUtpose of advertising and circularization 
flected his experience = & = then Should be to attract more men to an 
manager in Rochester, w neat bene He gency and to stimulate the present 
y 

a new branch in a virgin 4 - an agency staff. He says that next to earn- 
now has eighty-seven agents anc ing comes preserving the earnings. Every 

average monthly premium income of over 


. man under age sixty is a logical pros- 
$2,500, _ a oe, and a pect. The agency forces of all the com- 
lapse ratio 0 


He reviewed certain charts he used panies are not large enough to call on 


; , all of them. To tap this fertile field 
in addressing the Conference several tej) the health and accident story to 
years ago. They related to the training enough people. Mr. Holtzman believes 
of agents, a manager’s present staff, and 


that the mediocre agent will outsell the 
the direct problem of agents. He said genius if the mediocre man’s work is 
it is rarely necessary for one to prove 


: organized for him and he is told where 
that what one once said was true or 
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HOLTZMAN 


A. M. 


to go. It has been the aim of his agency 
to furnish definite prospects for its men, 
as nearly as possible. Combination cir- 
culars and business reply cards are used. 
All claim adjustments are handled 
through the local office and with the co- 
operation of the agent who wrote the 
business. Explanation of the claim set- 
tlement basis is furnished the assured 
in writing. Much is made of prompt 
payment to get new business. 

Mr. Holtzman advocates direct mail 
advertising for a number of reasons. He 
says that a producer needs a salt lick, 
a challenge, a hazard; something that 
will crack one’s conceit; something that 


will revive youth and the old fighting 
spirit. 
. A. Barr on Failures 
Mr. Die held that the many failures 


by agents furnish additional proof that 
the system employed by companies in 
selection, training and conserving man 
power must be faulty in its essentials. 
When preparing his paper Mr. Barr 
consulted a group of re presentative agen- 
cy executives, asking them what they 
consider the principal reasons for fail- 
ure. Most all those inte rrogated replied. 
Mr. Barr observed that it is easy to 
charge failure to personal shortcomings. 
He doesn’t quarrel with that method but 
claims: “It is our task to isolate, if we 
can, those factors contributing to agency 





false, but, using his subject title, it may 





happen to you. On hiring and training 
new agents he asked, “Is there anyone 
here today who knows a good agent on 
sight?” All the knowledge in the world 
is valueless, he declared, if one can’t sell 
it. To sell it one must make people 
want it. On coaching, he held that the 
best coaches are the ones who have had 
their noses rubbed in the dirt and cin- 
ders of the gridiron. “Get out there 
with him and have some of your conceit 
taken out of you by trying some of your 
own plays,” was one of his remarks. 





Status of Prospecting 

Prospecting Mr. Holtzman considers 
as the most important job to be done. 
He said: “The first important decision 
necessary to make is: Shall I be a writ- 
ing manager or a managing manager ? 
The second decision is one of profit and 
the third one service. Progress is made 
by being alert to new ideas and setting 
no limit on the imagination. Mr. Holtz- 
man has followed the practice of paying 
all claims at their source and he says 
it has paid big dividends. He attributes 
his agency’s first year’s success primarily 
to a carefully planned agency procedure 
and to circularization and advertising. 
One of his beliefs is that agents should 
not be over -contested; that the sales 
contest designed only for the big pro- 
ducer will fail, and that all contests 
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failures which are susceptible of correc 
tion. In his paper he eliminated from 
consideration failures traceable to per 
sonal dishonesty and congenital laziness. 
His principal concern was with thos 
failures constituting the large majority 
which are charged variously to lack of 
ambition, industry, courage, initiative and 
perseverance, which elements he says en 
ter into all failures. He said: “I be 
lieve that closer scrutiny would show 
that the real reason why many, many 
men were unable to succeed was, first, 
poor personality and educational equip- 
ment; second, lack of sufficiently broad 
knowledge of the fundamentals of the 
coverages and the service they are de 
signed to perform, or, third, lack of ade 
quate training in the pr actical application 
of the knowledge. 
Wasteful Expense 

“It is my considered conviction that 
when, and only when, certain practices 
relating to agency matters are corrected 
and a more realistic approach adopted 
to the problem of selection and develop 
ment of agency man- power, will the 
sheer waste that is inherent in many ex 
isting agency systems be eliminated, to 
the incalculable benefit of the companies, 
the business of accident and health in 
surance and the agency personnel. 

“T am not convinced that even a ma 


jority of the thousands of agents who 
have felt constrained to quit the busi 
ness, or have been induced to quit, after 


a disillusioning and disheartening experi- 
ence, were really incapable of measuring 
up under proper circumstances.” 

Sixty-eight per cent. of those who an 
swered Mr. Barr’s questionnaire gave 
one of the three following reasons for 
failure among fieldmen: 

1. Indiscriminate appointment of agerits 
by the companies. 

2. Failure of companies to furnish ade 
quate training and educational facilities 


to their fieldmen. 
(Continued on Page 


48) 
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Selling Safety with Showmanship 


HETHER you visit the New York 
World’s Fair... or the Golden Gate 
International Exposition . .. or both, 
you will have the opportunity to become better 
informed regarding many things of vital signifi- 
cance. Nothing can be more intimately important, 
however, than the lessons to be learned at the 
LABORATORY FOR LIVING. For these two 
exhibits, one in New York and one in San Francisco, 


focus attention on one’s most precious possession — 


LIFE. 


Developed from the latest findings of applied 
science, these companion displays, through a series 
of ingenious tests and visual demonstrations, make 
a powerful plea for home and highway safety, fire 


prevention, and health conservation. 


Set amid surroundings of striking color and 
design, and “manned” by a group of personable 


young ladies, the LABORATORY FOR LIVING 
is daily attracting thousands of Fair visitors, 


At the New York 
World’s Fair 


BUSINESS SYSTEMS AND 
INSURANCE BUILDING 


Near Theme Center 





T THE LABORATORY FOR LIVING 
one’s driving skill may be compared with 
that of others by means of various devices 


which measure steering accuracy, braking response 
and quality of vision. 


A spectacular demonstration of insidious fire 
hazards, both home and industrial, engages the 
complete attention of every visitor and teaches 
unforgettable lessons in fire prevention. 


At New York the health exhibit features the 
functions and care of one’s heart, while at San 
Francisco basic principles of proper diet are stressed. 


At both Fairs continuous motion pictures are 
shown, further emphasizing common dangers and 
how to avoid them. 


The potential benefits resulting from this 
educational project are manifold — lives spared, 
injuries reduced, claims lessened and rates held 
in check or lowered. Surely everyone in the 


insurance business has reason to view the 


FOR LIVING 


LABORATORY 


keenest interest! 


with the 


At the Golden Gate 
International 
Exposition 


HALL OF SCIENCE 











Near Ferry Entrance 
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Money-Saving Sens Penal at 
Home Office Management Session 


Addressograph’s Boston Sales Manager Opens Discussion; 
Milwaukee Executives—W. J. Moore and R. L. Paddock 
—Give Personal Experiences; H. P. Skoglund Presides 





members entered into the Home Office Manage 
ment Clinic idea with enthusiasm this afternoon. It was a helpful discussion from 
a dollars and cents viewpoint, which in these days of lower interest rates and 
higher operating costs is what convention delegates like to listen to. The program 
was arranged by H. IP. Skoglund, president of the North American Life & Casualts 
of Minneapolis, and he made a good presiding officer. Lead-off speaker was P. V. 
Ward, sales manager in this city for Addressograph-Multigraph Corp., who dis- 
cussed “Insurance Office Methods.” W. J. Moore, secretary, Old Line Life of 
Milwaukee, logically followed Mr. Ward as he told how tangible items of expense 
in home office management can be saved. His company, for example, does not 
post any premium payments on its regular A. & H. business—the agent literally 
does the posting and the home office has saved the cost of making more than 
1,500,000 individual postings. 

Under the intriguing title “Sales Promotion v. Pep Promotion” R. Paddock, 
agency secretary of the Time Insurance Co., Milwaukee, took issue vith the prac- 
tice of putting into the mails to agents from the home office a lot of literature 
under the guise of sales promotion material that is not such. He thought too many 
agency bulletins were devoted to “telling Johnny to be a boy, with a long 
list of names patting Johnny on the back for being a good boy” when they should 
tell him how to be a good boy. This speaker pleaded for more bulletins directed 
at helping the new agent get off to a good start, giving him information on under- 
writing, claims, collections, and quantities of reasons why wage earners should 
carry A. & H. insurance. Each should do a selling job on a single subject. Salient 
features of these talks are given as follows: 


Boston, May 24.—Conference 


eood 


premium was paid. The only card record 
is an alphabetical index file to which 
lapses and cancellations are posted and, 
expense and how “a dollar saved on the reverse side, a complete claim 
is a dollar earned” in handling them record of the individual. Mr. Moore said 


sa his company has saved the cost of mak- 
ise , ore, O ife secretary, . : be : “tee 
wisely, W. J. Moore, Old Life secretary ing more than 1,500,000 individual post- 


W. J. Moore on Saving Money 
Discussing the tangible items of home 


office 


spoke first about his company’s method = jnos by following this practice. 

in not posting A. & H. premium pay- In preparing premium notices for poli- 
ments. Here’s how it works: At time ¢yowners the Old Line has successfully 
e licy is issued an addressograph followed the method of not checking 
the policy 1s issued an at SOgra] such notices before sendine them out. 


plate is made up which is considered as 
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Here’s the system as explained 7 Mr. 
“We carefully check the master 


Moore: 
Addressograph plate when it is origin- 
ally made up and follow an established 
routine on any changes that are made, 
with the result that the few errors which 
have occurred have been so insignificant 
as to be of no importance. Figuring 
conservatively, we have saved the check- 
ing of more than 3,000,000 premium 
notices in both the A. & H. and life de- 
partments over the years we have use: 
the Addressograph system, to say no 
thing of duplicate card files set up ac- 
cording to premium due date, filing 
equipment and floor space. This has not 
impaired our service to policyowners, 


Sound Destruction Program 

Mr. Moore felt that a sound destruc- 
tion program is another method of dol- 
lar-and-cents savings and he said on this 
point: “The accumulation of records in 
the average insurance company is a 
problem and the equipment and space 
required to store these old records be- 
comes quite an item of expense. As 
an example of what can be accomplished 
in this direction, we have destroyed more 
than 30,000 claim jackets in the accident 
and health department and more than 
50,000 jacket files in the life department. 
Each year, this program represents the 


dollar-and-cents saving of 250 square 
feet of floor space, plus the additional 
space required for the jackets that are 


savings on the new 
interest and depreciation 
investment. These are 
‘pluses’ to slip through our 


destroyed, plus the 
files, plus the 
on the capital 
a lot of 
fingers. 
“These methods result in major sav- 
ings! There are many other methods 
where relatively small savings can be 
accomplished by the instalation of cer- 
tain types of equipment such as book- 
keeping and ditto machines, etc.* Most 
of us do not realize how much it costs 


(Continued on Page 49) 





the master record. This plate contains 
the necessary information about the poli- 
cyholder, type 
etc. These plates are 


of policy, premium, 
filed according to 
each 
busi- 


age, 
and under 
(1) 
semi-annual and 


agent’s code number, 


are two sub-sections: monthly 
ness and (2) quarterly, 
annual business. 

“On the 


month, we 


twenty-sixth day of each 
agents a collection 
report (imprinted the Addresso- 
graph plate) of all premiums due during 
ensuing month, Separate reports 
are used to segregate monthly business 
semi-annual and annual 


send the 
from 


the 


from quarterly, 
business. 

“The agent indicates 
name the date and amount collected and 
returns the report to the home office as 
soon as all collections are but 
in no event later than the date specified 
in the heading of the report. All reports 
when received are referred to the Ad- 
dressograph department so the tab on the 
plate can be switched to indicate the 
premium has been and the reports 
are filed according to the 
number. 


opposite each 


made, 


paid 


agent’s code 


“You may ask what happens when the 
policyowner remits direct to the home 
office. In that case we run off a home 
office collection report, a receipt and an 


agent’s acknowledgement from the Ad- 
dressograph plate. The report is handled 
just as if the agent had sent it in. The 


receipt goes to the policyowner and the 


premium acknowledgement to the agent 
informing him that the premium was 
remitted direct to the home office.’ 
Under this system, said the speaker, 
the agent literally does the premium 
posting and the company is saved that 
expense. When a claim is presented, it 


is a simple matter to refer to the agents’ 
report file to determine when the last 
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A. & i. Text Book To 
Be Ready by Feb., 194) 


EDUCATION COMMITTEE REPO; 


Chairman E. J. Faulkner Enthusiast; 
Over Possibilities of Home Office" 
Training School 
Boston, May 24.—An encourag ‘ING Te. 
port of progress was made to the con 
vention this afternoon by E. J. Faulk. 
ner, Woodmen Accident president, in his 
capacity as chairman of the confereng, 
education committee. Its efforts this 





FAULKNER 


E. J. 


year have been devoted to development 
of text book material bearing on the A 
& H. business and Chairman Faulkner 
reported that seven of the proposed fi- 
teen chapters of this book have already 
been written. The balance of the work 
will be completed by the time the con- 
ference executive committee holds its 
February, 1940, meeting. In his report 
Mr. Faulkner said: 

“At its meeting one year ago, the 
conference approved the report of the 
education committee proposing the es- 
tablishment of a training course for the 
home office employes of member com- 
panies. As you may recall, the purpose 
of the course was to develop a_ better 
informed home office staff from which 
may be selected the leaders of our busi- 
ness in the years to come. The general 
plan of the course was endorsed a year 
ago and your education committee was 
instructed to take the necessary steps 
to put it into effect. 

“In compiling a bibliography of ma- 
terial bearing on our business, it  be- 
came apparent to the committee almost 
at once that there was no general work 
on our field sufficiently comprehensive in 
scope to serve as a text book. The com- 
mittee’s efforts this year, therefore, have 
been devoted to the “development of text 
book material suitable for this purpose. 

“Your committee is still enthusiastic 
about the constructive work which can 
be accomplished by the conference 
through the medium of a home office 
training course. We, therefore, ask 
leave of the conference at this time to 
continue ‘our efforts on the necessary 
text book with a view to having a com- 
plete bibliography and all necessary text 
material completed by next year. 

Serving png Mr. Faulkner on. this 
committee are D. Ramsey, C. C. In- 
man, L. B. Mullins and A. N, Hepler, Jr 
Chairman Faulkner is one of the youngest 
company chief executives in the country, 
being at 28 years old the president ol 
Woodmen Accident, a post he has ably 


occupied since last September shortl) 
after the death of his uncle, A. 


Faulkner. ! 
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Health & Accident Underwriters Conference Meeting 





‘From Farm Boy to Presidency’ 
Expresses L. D. Cavanaugh’s Rise 


“From farm boy to presidency” is a 
‘atch headline expressive of the busi- 
v . 
ness career of L, D. Cavanaugh, execu- 
tive vice-president of the Federal Life 
of Chicago. This week Mr. Cavanaugh 
presided at the thirty-eighth annual con- 
vention of the Health & Accident Under- 
writers Conference, gave a_ satisfactory 
report of his stewardship as its president 
during the past year, and received well 
deserved tributes from conference mem- 
bers for his leadership. Now he is about 
to step into another presidency—that of 
the Federal Life—which high office he 
will assume when Isaac Miller Hamilton 
retires from office on September 6 on 
the occasion of his seventy-fifth birth- 


day. Mr. Cavanaugh, who will be 50 
years old on June 2, will be the Fed- 
eral’s second president. 

Mr. Cavanaugh’s career has_ been 


marked by hard work and devotion to 
his profession. His intimates say that 
he has three hobbies—golf, bridee and 
work—principally the latter. Having 
spent his early life on a farm near 
Hartford. Wis., he has a keen apprecia- 
tion of the long hours of toil and con- 
scientious application needed to make a 
success of a given job. He can probably 
speak feelingly of attending a country 
school and small town high school, and 
the thrill of satisfaction which was his 
when in 1908 he entered the University of 
Wisconsin, majored in mathematics and 
economics. and was graduated with hon- 
irs in 1912 with a B.A. degree. 

A keen, level-headed actuary, Mr. Cav- 
anaugh has no regrets today for having 
chosen the actuarial profession upon his 
graduation from college. His training 


ground was in the office of a consulting 
actuary at Syracuse, N. Y., followed by 
a period of experience as a special ex- 
aminer with the Wisconsin Insurance 
Department. There he is remembered 
for the avidity with which he tackled 
any and all assignments. 
25 Years With Federal Life 

On August 10, 1914, Mr. Cavanaugh 
joined the actuarial department of the 
Federal Life and on the same day this 
year he will celebrate his twenty-fifth 
anniversary with that company. His 
ability both as an actuary and an exec- 
utive showed itself early in his connec- 
tion with the Federal, and Mr. Hamilton 
years ago picked him as his successor 
and trained him for his future responsi- 
bilities. “L. D.,” as he is known in the 
Home Office, was elected a member of 
Federal’s board of directors, then mem- 
ber of its executive and finance commit- 
tees, and in 1923 became a vice-president 
of the company. Since 1931 he has been 
its executive vice-president. 

In addition to his active interest in 
the affairs of the Health & Accident 
Underwriters Conference Mr. Cavanaugh 
is a member of the American Life Con- 
vention, the Life Office Management As- 
sociation and the Casualty Actuarial So 
ciety. That he has the respect and con- 
fidence of his contemporaries in such 
organizations as well as among his own 
associates is indicated by the two follow- 
ing expressions. 

John M. Powell. president and actu- 
ary, Loyal Protective Life, Boston, who 
has known him for the past quarter of 
a century, says: “The fact that during 
that time the comments from people who 
have known Mr. Cavanaugh intimately, 


as well as those who know him casually, 
have all been unanimously commendable 
speaks volumes.” And E. A. McCord, 
secretary of the H. & A. Conference, 
who is president of the Illinois Mutual 
Casualty, refers to him as “a man of out- 
standing ability and integrity—qualities 
which have won for Mr. Cavanaugh the 
high position he now holds with the 
Federal Life.” 


L. D. Cavanaugh 
(Continued from Page 41) 


ber companies have demonstrated what 
can be accomplished through the elim- 
ination of weaklings from their agency 
force and the careful selection of those 
The 
than 


brought into the sales organization, 
company is considered no_ better 
those who represent it. 

“We must assist our field men through 
methods of education and training so 
that it will be possible for them to in- 
crease their earnings to the point where 
they can have the comforts of life with- 
out devoting part of their time to other 
lines of activity. 

Can Improve Public Relations 

“Whatever our companies and_ this 
conference may do to strengthen and 
improve the sales department will react 
not only in increased volume of business 
but in a better feeling on the part of 
the public towards the health and acci- 
dent business. 

“It is encouraging to note that the 
members of this organization are becom- 
ing more and more agency-minded. For- 
tunately company officers in charge of 
agency departments are having more and 
more opportunity to discuss their plans 
and problems with the corresponding 
officers of other companies. This is a 
helpful condition and should be encour 
aged by all company management.” 

In closing Mr. Cavanaugh said in part: 


“During the past year I have been in 
close contact with the executive offices 
of this conference. We should congrat 
ulate ourselves on having such an effi 
cient staff, particularly our executive 
secretary and our assistant secretary. | 
know that our executive secretary has 
worked very conscientiously and effect- 
ively and the conference has continued 
to progress through his able and efficient 
management. 

“T congratulate the chairmen and the 
members of all committees for their ac 
complishments during the past year and 
| hope that the members will cooperate 
with the incoming president as heartily 
and effectively as they did with your 
retiring president.” 





Canada Mirrors U. S. Move 
In Auto Rate Reductions 


Reductions in premium rates for pub 
lic liability and property damage cover 
age in automobile insurance policies in 


the United States are attracting some 
attention in Canada. As a result some 
Canadian companies now are quoting 


lower rates on automobiles not used for 
business. One company, the General Ac 
cident, is writing automobile insurance on 
cars driven for pleasure and between 
home and office only at a reduction from 
the standard rate of 20%. However, so 
far as can be learned, no attempt has 
been made by any company in Canada 
to reduce the premium rate because the 
car is driven only a limited number of 
miles per year. 


WEST COAST VISITOR 
F. B. Alldredge, secretary, California 
Association of Accident & Health Clubs, 
and manager of the Occidental Tife’s A 
& H. department, is attending H. & A 
Convention in Boston. 
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Agency Management Clinic 


(Continued from Page 43) 


3. Absence of initial and continuing 
personal supervision. 
In this connection Mr. Barr asked: 


“Are the companies prepared to refutc 
these assertions?” His own impression 
is that many companies are too greatly 
concerned with increasing the numcrical 
streneth of their producing organizations 

to “make appointments” regardless of 
the importance of the move. Investiga- 
tion is sketchy and superficial. Mr. Barr 
asked: 

“Why do we continue to delude our- 
selves with the vain hope that by some 
miracle the men brought into our organi- 
zation under these conditions will turn 
out well and make a success for them- 
selves and for our companies ? 

“In the management of our home office 
organizations great pains are taken to 
secure the service of the most competent 
person available to fill a given position, 
even to the least important. Why do 
we seem to consider it less important 
that our agents be equipped with a com- 
plete knowledge of the job they are try- 
ing to do? If nothing else, selfish mo- 
tives should impel us to extend every 
reasonable facility to our fieldmen that 
will serve to increase their usefulness 
and effectiveness.” 

Recommendations Offered 

Mr. Barr recommended—also expressed 
the wish—that all companies “might is- 
sue advices to their agency departments 
that in future the value to the company 
of the services of those charged with the 
responsibility of selecting and appointing 
agents will be judged, not by the num- 
ber of appointments made in the course 
of a month or a year, but by the char 


acter of the men brought into the or- 
ganization. 
“That companies generally apply to 


agency applicants reasonable standards 
of fitness seems elementary and super- 
fluous but, if the records mean any- 
thing, the suggestion is definitely in or- 
der. 

“Perhaps my third recommendation 
will bring me into disagreement with 
some agency men who feel that desir- 
able agency connections can be made 
through correspondence alone. My own 
belief is that our efforts to reduce the 
number of unproductive appointments 
will never be wholly effective until this 
practice is abolished. 

“The soundness of the fourth sugges- 
tion I have to offer is so obvious that 
no emphasis is needed. I believe strong- 
ly that every company should provide its 
agency representatives, new and old, with 
a comprehensive course of instruction. 

“Fifth, and last, I feel that too little 
importance is attached to the value of 
personal contact and supervision.” 


E. J. Faulkner on “Pasts” 
Speaking of all 
having pasts, E. J. 
in referring to a 


agents 
that 


as- 


prospective 
Faulkner noted 
“past” the natural 
sumption is that this connotation sug- 
gests something wrong somewhere, and 
that if an agent has a “past” he is not 
wanted. Mr. Faulkner proceeded to an- 
alyze why this should be and to sustain 
the basic premise. First, a company 
doesn’t want an agent with a past just 
to give him another chance. The effort 
should be to prevent failure by better 
selection and training after the recruit 
ing, not the rehabilitation of misfits. The 
idea that one can resurrect and remake 
an agent has often led to disappointment. 
Mr. Faulkner pointed to dishonesty as 
the cause of failures and continued: 
“Our own experience ought to convince 


some 


us that it is hard to change a man’s 
nature. How many times have we been 
convinced of the complete reformation 
of an agent only to discover at a later 


date that he was completely blind to the 
distinction between the company’s money 
and his own. Perhaps a second cause of 
failure is pure laziness. As agency man- 
agers, would not our time and effort be 


more profitably directed in the develop- 

ment of other material ? 
Wrong Done to Some 

“Many agents acquire a past because 
of sheer ineptitude. I am sure we are 
all acquainted with the drifters. We 
actually do such people a wrong by en- 
couraging them to stay in the field, 
whereas their natural talents might lead 
them to success in other lines. 

“Some of us have had the case of the 
agent who can’t get along with his old 
company. If he comes with us, the ques- 
tion is, will he find other and new rea- 
sons for dissatisfaction? We should be 
particularly cautious of the agent who 
leaves his old connection and comes to 
us with great promises of what he can 
do in developing a territory for us. 

“An agent may not succeed in the in- 
surance business because of his morals, 
reputation or habits. Our business re- 
quires the highest confidence on the part 
of the buying public. All that we have 
to sell is an idea, a promise. There can 
be no argument that it is of the highest 
importance that we be represented by 
men and women of good habits, morals 
and reputation. Truly our habits do own 
us, and if they be bad, if they have been 
bad in the past, prospects for the future 
would not seem too bright. 

“Some might argue that agents fail 
because of poor training. Such an agent 
is apt to be difficult to absorb into an- 
other organization. It is hard to teach 
an old dog new tricks.” 

G. A. L’Estrange on Claims 

Accident and health coverage is hu- 
man insurance, said Mr. L’Estrange in 
opening his address. He took up first 
the fundamental relationship between 
agent and claimant at the time the ap- 
plication is obtained, that being, to the 
speaker’s mind, the most important one, 
and one that is too frequently forgotten 
and ignored. The agent is the link be- 
tween the company and the policyholder. 
The major portion of the so-called “grief” 
in this business was held to be directly 
chargeable to and controllable by the 
writing agent. He doesn’t always realize 
that he is initiating a contract when 
completing an application. His sole 
thought has been to “get the applica- 
tion.” None of this is beneficial. Mr. 
L’Estrange continued: 

“With our company, whenever we are 
convinced through the medium of a claim 
that the agent did not appreciate or 
value this relationship, we adopt a sim- 
ple procedure. The attention of the 
agent is directed to the fact that where 
grief and dissatisfaction was created by 
factors over which he had control, he, 
in the final analysis, is the sufferer; be- 
cause, while the company may lose some 
business and prestige by the incident, 
the agent loses both in a greater meas- 
ure. 

“In a further effort to stress the im- 
portance of the agent’s position, we have 
at all of our agency meetings and in all 
of our bulletins devoted considerable 
time and space to consideration of the 
inter-relation of agency and claim prob- 
lems. 

“The second phase of the association 
of the agent to claims requires a classi- 
fication of the various types of agents. 
To my mind the broker is the most diffi- 
cult one to deal with. In second position 
I would place the general agent, writing 
all lines of insurance. Frequently he 

leans backwards in favoring the claim- 
ant. 

“A third type in this group is the 
agent who acts as a contact between 
claimant and company. He assumes a 
neutral attitude, desiring only to see that 
his client’s claim is equitable and that 
the company fulfills its contractual ob- 
ligation. | believe we are universally in 


accord when I say that this individual is 
respected not only by his company but 
his policyholders as well.” 


A fourth type of agent described by 
Mr. L’Estrange was one who became too 
interested in claims after being a good 
producer of quality business, resulting in 
his developing into a poor claim man 


who had retrogressed into an_ inferior 
producer. When he was finally divorced 
from claim work he again became an 


outstanding producer. This leads to the 
concluding paragraph of this address 
which contains the statement that the 
less agents have to do with claims the 
better. 


O’Connor on Competition 


Mr. O’Connor likes the term “com 
petitive,” regarding it as wholesome and 
invigorating, but believes that when 
joined with “practices” it becomes dan- 
gerous. He pointed out that insurance 
is limited in its manner of advertising 
and that it has but one lane to travel, to 
put its wares over 100% with the vast 
army of insurance salesmen. Mr. O’Con- 
nor held that there are now few com- 
panies which worship volume at the ex- 
pense of ethics and common sense. The 
old practice of getting another company’s 
agents away from it by promising them 
something has given way to holding con- 
tests and awarding prizes. Mr. O’Connor 
ridiculed some of the practices followed 
in connection with furthering contests 
and added: 

“T think you will agree that such sales 
stimulation and methods tend to place 
the accident and health business in the 
category of a peanut venture. 

“Then we have the procedure in vogue 
today of financing agents. That must 
be part and parcel of the New Deal. I 
believe that subject was discussed at 
length, and ably so, at the meeting last 
year. I further believe that it was finally 
acknowledged that financing was unpro- 
fitable, but that it was necessary. That 
to me does not make sense.” . 

Excess Commissions 
Mr. O’Connor frowned upon the excess 


commissions practice with more Vig, 
than on any other, “principally becats, 
it has failed more times than it has i 
fited the recipients or the companie, 
and furthermore it is a subtle practio’ 
foreign to the ethics of our business ’ 

“In my opinion the day has arrive 
when we should strive to place our bys 
ness on a level with other lines of ina, 
ance. I have principally in mind the life 
insurance business to which, you migh; 
rightfully say, accident and health insur. 
ance is closer than any other line I 
believe we have reached the day whey 
prompt and careful consideration should 
be given to the merchandising of our 
article. We are fortunate in getting mor 
free advertising for our line than Pm 
other. ‘ 

“Have we met the issue by the simp 
method of merchandising and getting 
up-to-date, or have we struck to the olf 
fashioned ideas—financing agents, ryp. 
ning contests, etc.? To be frank With 
you, I think we really go out of our way 
sometimes to insult the intelligence 9 
the average agent and producer. 

Education Neglected 

“The time has come when we shoul! 
give more attention to the education 
and proper training of the producer, | 
behooves us to prepare for tomorrow }y 
applying our knowledge to the business 
and in turn to our producers. Knowledge 
without the proper application and direc. 
tion is as progressive as the famous base. 
ball term ‘No hits, no runs, no errors’ 
_ “I state without much hesitation that 
in my opinion we have placed too mutch 
emphasis on the coverage for sales with 
little or no attention as to how to prop. 
erly sell it. After all, lacking stability 
and the proper foundation—knowledg 
of the business. How could a strong, 
healthy and profitable growth develop? 
Couple knowledge with the proper seler- 
tion of an agent and I believe you have 
a combination that will overcome the big 
problem we have always faced and which 
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we are facing to a greater degree today 
—production. 

en endeavoring to look at this prob- 
lem of ours with a futuristic gaze, be- 
lieving wholeheartedly that we must 
create many new ideas of salesmanship to 
meet the present day buyer who is, as 
you will doubtless agree, a shrewd buyer, 
an intelligent buyer and one who is 
cognizant of the fact that he needs the 
fundamental protection we have for sale. 
To meet and to overcome intelligent 
objections the producer must have more 
in his mind than a rudimentary knowl- 
edge of the business and a rate book 
in his hand.” 


New Agency Management 
Bulletin Being Published 


Harold R. Gordon, exccutive secretary 
of the conference, had the following to 
say in his report about the agency man- 
agement committee, the new_ standing 
committee which was brought into being 
because of the interest of many agency 
ofacers of conference members during 
recent years in agency management prob- 
lems. This committee handled the prep- 
aration of the Wednesday morning pro- 
eram, which is reviewed in another col- 
umn, and received Mr. Gordon’s com- 
mendation for good work done during 
its first year. His report said: 

“As a result of a meeting of this com- 
mittee last Fall, it was decided to ex- 
periment for a period of at least a year 
with the issuance of an agency manage- 
ment bulletin by our office each month 
for the purpose of furnishing to agency 
officers a medium for distributing ideas 
and information on such agency topics 
as selection, recruiting, training, super- 
vision, financing and commissions, con- 
tests, bulletins, agency records, licensing 
problems, etc. After careful considera- 
tion of the character of the material to 
be contained in these bulletins, the first 
agency management bulletin was issued 
in April and immediately received hearty 
approval by the companies. A plan has 
been developed for editing this bulletin 
by agency men and the twelve months’? 
trial period will demonstrate whether or 
not the value of this bulletin has been 
established and whether it will be con- 
tinued. The cooperation of every agency 
officer is necessary in exchanging ideas 
and information that will make this pub- 
lication worthwhile.” 





TRIBUTE TO BERT FAULKNER 


Late President of Conference Who Served 
But Three Months Lauded in Gordon 
Report; L. D. Cavanaugh, Too 
_The late Bert Faulkner, Woodmen Ac- 
cident, who served but three months of 
his term as president of the conference 
and then succumbed to a serious illness, 
came in for a special tribute in the annual 
report of Executive Secretary Harold R. 
Gordon. So did L. D. Cavanaugh, Fed- 
eral Life, who as first vice-president in 
Mr. Faulkner’s official family, stepped 
into the presidency upon his untimely 
death. Here’s what Mr. Gordon. said 

about both of these leaders: 

“The conference suffered a great loss 
last year. When after holding office but 
three months Bert Faulkner passed away, 
the conference lost not only a_hard- 
working and constructive administrative 
officer but a very fine personality. It 
was my good fortune to have known him 
intimately. During the interim between 
our last annual meeting, when he as- 
sumed his office as head of the confer- 
ence, and the time he died, he was not 
in good health—but despite the handicap 
of carrying on correspondence with our 
office from a hospital bed, he eave no 
indication of the seriousness of his illness 
and each letter from him carried with it 
a note of optimism and definite plans 
for a_ splendid conference year. He 


took his responsibility most seriously and 
was prepared to give to the conference 
every possible bit of service and loyalty 
that he possessed. Our only recompense 
in the loss of a good friend is that we 


Effect of Government 
Policies on Business 


JOHNSON IN OPTIMISTIC VEIN 


Future Problems Can Best Be Met by 
Insurance Men Providing the Most 
Possible, and Cheaply 


W. C. Johnson, vice-president Massa- 
chusetts Protective of Worcester, takes 
a highly optimistic view of business in 
the United States in the long run, but 
much will depend on the standards of 
our government. Insurance will be in 
position to meet the future in proportion 
as those engaged in it contribute faith- 
ful performance. Sounding this keynote 
in an address at the opening session of 
the Health & Accident Underwriters 
Conference in Boston this week Mr. 
Johnson said: 

“What lies ahead? 
citizen, I say to you 
ahead a stronger, a 
prosperous America. Don’t sell the 
United States short. It’s a rich coun- 
try, rich in its natural resources and in 
the quality of its citizenship. 

“If we and those who follow us will 
work as our fathers and_ forefathers 
worked, to upbuild our nation and pro- 
tect its liberties, its future is secure. It 
is too great a country to be ruined by 
temporary checks or changes, or by any 
man or group of men, applying to its 
affairs experimental and possibly mis- 
taken philosophies of government. 

“When we remember the tasks of our 
forefathers, in felling the forests and 
clearing the land for the plow, working 
without light or power or machinery, or 
any of the conveniences of modern liv- 
ing; we are impatient alike of those who 
preach pessimism, and of those for 
whom stargazing and wishful thinking 
can take the place of perspiration. Earth 
gets its price for all earth gives us, and 
if we will work for a better America we 
shall have it. 

Dependence on Government 

“What lies ahead? As an insurance 
man TI remind you that in the past in- 
surance, in all its branches, has kept 
pace with national prosperity and served 
its useful purpose to all classes of our 
people. It will be so again, except as it 
may be affected by changed methods of 
government. should they be definitely 
changed from traditional American 
standards. 

“The future of many of our business 
enterprises will depend upon whether we 
live under a democracy, a bureaucracy, 
or an ill-disguised autocracy, with its in- 
evitable tendency toward paternalism. In 
the past, the future of insurance was 
dependent upon the future of business 
in general. Today the future of both 
eeneral business and insurance depends 
in nart on the standards of government 
which may be nermanently established in 
these United States. As individuals we 
can join in dealing with that problem. 
As insurance men. we shall have to ac- 
cent what we have to accept. and on this 
point T want to impress a thought which 
should guide us all: 

“In spiritual matters it may be fairly 
said that the best possible preparation 
for the life to come lies not so much 
in dreaming about heaven as in the 
faithful performance of one’s duties in 
this life. So we, as insurance men, and 
the institutions we serve, will be in the 
best position to meet whatever prob- 
lems the future may bring. if we now 
give to the many who need its service, 
sound protection at reasonable cost, ad- 
ministered with a scrunulous regard not 
merely for the rights but for the inter 
ests of our polievholders. Then, come 
what may, our business will be as well 
equipped as possible to meet the future 
and its problems.” 
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happier, a more 





have tried to do the job that he would 
have wanted done. 

“The conference was indeed fortunate 
in having as its first vice-president an 


Home Office Management Session 


(Continued from Page 46) 


to continue using old equipment which 
has outlived its value. It is almost the 
same principle as using the old car 
year after year until the junk man casts 
aspiring glances at it and friends no 
longer call it a ‘model car’ but a ‘hor- 
rible example.’ Each year, it costs more 
to run the car and you have a great 
deal invested in a worthless article. So 
it is with office equipment.” 
Intangible Expense 
Under the more elusive item of intan- 
gible expense the speaker said “it was 
surprising how many dollars slip through 
our fingers because misguided depart- 
ment heads do not allow individuals to 
express themselves.” He urged that this 
medium of expression be cultivated, that 
department heads understand the psy- 
chology of dealing with people. He 
thought that a few kind words of en- 
couragement to an ambitious employe 
and proper acknowledgement of a task 
well done did more to secure cooperation 
than anything else. A case at point was 
the response which greeted the request 
in his home office when division heads 
were asked to put in writing what goals 
or accomplishments they wished to attain 
in their departments during a new year. 
In the A. & H. department aione it 
resulted in these dollar-and-cents sav- 
ings: 
1. Adoption of a Hollerith system in handling 
convention qualification records. 
2. Adoption of new system of handling daily 
cash. 
3. Revision of form letters and add'tion of 
new ones. 


Paddock on Sales v. Pep Promotion 


R. L. Paddock, Time Insurance Co., 
labeled pep promotion as “ineffective 
ballyhoo” and sales promotion as_ that 
which “gets the money in the coffers, 
gives the agent a tangible to chew on.” 
He urged that agency bulletins should 
get away from the “patting Johnny on 
the back” type and should “turn sales- 
men themselves, bombarding the men in 
the field with powerful selling punches.” 
He thought too few company ads run in 
trade magazines deliver convincingly rea- 
sons for agents selling their insurance. 
The speaker continued: 

“At the last Chicago meeting of the 
National Accident & Health Association 
I collected a set of circulars from the 
booths of ten companies, about fifty cir- 
culars. Roughly about 80% of these cir- 
culars simply gave the bare outline of the 
coverage of a policy. Last month T sent 
a questionnaire to our agents asking 
them which type of circular they pre- 
ferred. All those answering the ques- 
tionnaire said that they used circulars 
during some of their interviews. Only 
two, however, preferred a circular giving 
the bare outline of a policy. The rest 
preferred either the circular that got 
across convincingly a single selling fea- 
ture of the policy, or the circular which 
told the complete coverage of the policy, 
emphasizing the selling highspots.” 

Helping Newly Appointed Agent 

Mr. Paddock then gave his own experi- 
ence with a sales promotional plan being 
developed for the newly appointed agent. 
He said: “Our basic plan is three-fold. 
First, we prepared a portfolio for the 
new agent. He receives this with his 
supplies, rate book and sample policies. 
This portfolio gives him a history of the 
company. The newcomer is made to feel 
at home in his new surroundings; he 
meets each departmental head. The port- 
folio includes the description and purpose 





executive endowed with more than the 
ordinary administrative ability. What 
ever has been accomplished by my office 
has been made possible through the close 
association and cooperation of President 
Cavanaugh and his good judgment and 
common sense upon many matters that 
were referred to him for decision.” 








How to Help Agents 

One paragraph in Mr. Paddock’s talk 
paid this compliment to agents in gen 
eral: 

“The agent is really an appreciative per- 
More than anything else he appre- 
ciates being sold—given the reason why. 
You can’t blame him, cither. Each and 
every policyholder of his is his life blood. 
So much so that he wouldn't think for a 
minute of taking for granted that the 
policyholder will always understand. To 
make his policyholders or his prospects 
understand, he must be armed with sell 
ing reasons why, and then be able to 
deliver the goods. When that is accom 
plished he has completed a sale. There 
is no thrill in the world like selling a 
person, whether it be a policy or just a 
point of issue. Naturally, then, the agent 
is an appreciative being if the home of 
fice is in there pitching every minute of 
the day with the one concept in mind 
that they are part of a selling job.” 
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of each policy we issue, and the needs 
cach policy fills. Also it contains an 
outline by which the new man can study 
the policy as well as suggestions on pre- 
senting the policy to the prospect. 

“Secondly, there is a series of surveys. 
Each survey deals with an individual pol- 
icy. The last one is on the standard 
provisions. The first survey is mailed 
one week after the agent has been ap- 
pointed, and a subsequent survey each 
week thereafter. These surveys not only 
explain the different parts of the policy 
but highlight its best selling features. 
The most important part of these sur- 
veys is the questionnaire on the policy 
which the agent completes and returns 
to us. 

“The third part of our plan is a weekly 
bulletin designed to place selling words, 
ideas and facts into the mouth of the 
new agent. During the first twenty-six 
weeks he is with the company the agent 
receives these weekly bulletins. The sur- 
veys and the weekly bulletins have stim- 
ulated an immediate response from the 
new agent. In letters received from them 
are all types of problems and misunder- 
standings of which we would never have 
been aware had not the agent been 
prompted to write by the questionnaires 
and the weekly bulletin. 

“This is a sincere effort on our part 
to conduct ourselves as salesmen in the 
presence of a new agent, rather than 
kissing him off on his new career with a 
rate book, sample policies and a bushel 
basket full of ‘do or die for our dear 
old flag,’ ‘see the people,’ ‘talk, sleep, 
eat accident and health insurance.’” 

Mr. Paddock argued that selling should 
not be confined just to the agency de 
partment. It should seep into every nook 
and cranny of the home office. He ex 
plained: “By that I don’t mean just 
making use of letters going out from the 
claim department to cram in a few cir 
culars, or working out a colorful policy 
envelope for the underwriting depart 
ment, or writing nifty lapse letters for 
the collection department. T mean that 
every department, down to the office boy, 
must do his part in our effort for better 
salesmanship by delivering the goods. 

“There are altogether too many mys- 
terious things which the agent doesn't 
comprehend. The right word or the right 
sentence inserted in routine correspond 
ence is often all that it takes to clear 
these mysteries. What is routine in one 
department doesn’t seem routine to an 
outsider. We have all had the experi" 
ence of the agent who has turned cold as 
ice towards the company, only to find 
that his feclings have been deeply hurt 
by an action that was taken for granted 
by the company. Somewhere along th« 
line the thought of selling that agent on 
the action was not taken for granted.” 
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Direct Mail Plays Large Part In 
Monarch Life’s Conservation Program 


accident and 


than the 


No 


conservation of 


company in the 
business 


that in sending 


health 
Monarch Life of Springfield, 
of personal interest to Clyde W. Young, president of this company, 
prominent mention in his annual reports to stockholders. 
reminder letters to all Monarch agents and managers each month 


closer attention to 

Mass. A subject 
it always rates 
further than 


field has given 


He 


goes 


together with their lists of business which are coming up for renewal for the first 


these 


The 


“preaching” in 
common sense 


There’s no 


Yankee 


time. 
Fneland 


notes—just a 
connecting 


friendly expression of New 
with the policyholder is a 


link 


pink sheet message to be brought to his attention, aimed to impress him with the 


a of his income protection. A group of Mr. Young’s reminders, sent out in 
recent months, are presented below: 

“Little Drops of Water—” the river flowing, it is the renewal of 

I ite bd tame? the old business that keeps it flowing 

Do you remember this old rhyme: with meseadingn strcmath to the occu. 


“Little drops of water, little grains 
of sand, 

“Make the mighty 
promised land.” 

familiar with 


ocean and the 


this 


We 


of combining 


are all process 
small units to make a large 
This constant evolution is present 

We 
terms of only 
forgetting 


unit. 
all around us. 
we think in 
sult, frequently 
the end. 

The means, of course, are 
and if they are not given proper atten- 
tion you can’t expect to reach your goal. 

That’s why we constantly emphasize 
the importance of renewals. They ave 
the backbone of healthy agency growth. 
And that, in the last analysis, is what 
you want. It means more money to you 
and your agents. 


so used to it 


the end re- 
the means to 


become 


fundamental 


Balance 
\ successful agency is largely a ques 
tion of balance—balance between new 
business produced and old business re- 
tained. Too much stress on either phase 
of your business would naturally be det- 

rimental to the other. 
Most certainly you must strive to pro- 
duce new business. That makes for the 


erowth of your agency. But, if your 
agency is to continue and maintain its 
crowth, the old business must not be 
neglected. 

Keep production up. Keep lapses 
down. Keep a_ balance. 

New Opportunities in 1939 

We start another New Year in less 
than a month. This will mean new op 
portunities for you and your agents. 


Opportunities to give your clients, both 
Id and new, one less worry about the 
future. And freedom from worry in these 
difficult times is something worth having. 
In selling and renewing Income Pro- 
tection policies don’t overlook this point. 

The New Year also offers you and 
every one of your agents a new oppor- 
tunity to make even better records than 
you have in the past. Get a head start 
m 1939 by renewing as much of your 
business coming due in January as vou 
can before 1938 becomes history. Best 
wish for a successful New Year. 

Successful Agency Like a River 

It has always seemed to me that a 
successful agency was like a river. From 





a modest beginning it grows ever larger 
like the river that starts as a spring, 
overflows into a brook, and fed by in- 
creasingly larger streams flows on with 
increasing strength to become an ocean. 

Enlarging upon this simile. the general 
agent is to fe agency what the spring 
is to the river. He starts things movine 
and by adding sub-agents, who may be 
likened to the tributaries of the river. 


keeps building up his business to ever 
larger proportions. 
Even the business written by your 


agency follows the pattern of the river 


First, you have new business—then you 
add ‘still more new business, but you 
must retain the old business if you are 
to maintain and increase the volume of 


your production. 


Kemember, while new business starts 


Typical Message to Policyholder 

Here follows a typical message directed 
to the policyholder’s attention in “man- 
in-the-street language.” : 

\ Furr TANK—No Workiks: 
a gas station! Wonder if I need gas! 
You glance at the gauge, see ‘that the 
gas is rather low in the tank, but you 
think “TI’ll stop at the next service station,” 
and you continue on your way. 

On you go, putting miles between you 
and that service station you passed up back 


a a , 
“There’s 


3 


there in Podunk Hollow. You look at the 
gauge again, and find the needle is now 
way over on the empty side of the scale 


and it doesn’t even jiggle. Next thing you 
know the motor sputters, coughs and “gives 
up the ghost.” And there you are—out of 
How you wish you'd stopped for 
gas when you had the chance! 

The time to renew your Monarch Income 


gas! 


Protection is now—while you still have 
the chance. A week from now or even 
tonight you might meet with a serious 


accident, then it would be too late. 

It’s a real comfort to know vou will have 
Monarch Income Protection when you need 
it. And the way to have it when you 
need it is to renew it while you can. 


Tuke Reports at Syracuse 
On Traffic Safety Effort 


Charles H. Tuke, 
street and highway safety committee, re- 
ported to the New York State Associa- 
tion of Local Agents in annual convention 
in Svracuse this week, saying in part: 

“Our efforts have been backed by the 
outstanding National Safety Council, 
which, as vou know, is maintained by vari- 
ous organizations, not the least of which 
are the stock casualty companies. Those 
companies also formed the National Con- 
servation Bureau which is wholly main- 
tained by them. We are proud of the 
bureau and more than glad to be a part 
of it and cooperate with it. 

“May 4, 1939, the Rochester Safety 
Council celebrated its twenty-fifth anni- 
versary of continuous service to Rochester 
and the surrounding community. It has 
the honor and distinction of being the 
oldest safety council in existence. 

“As I have always maintained every 
community must continue to strive for 
zreater safety no matter how well its past 
record may appear. 

“T recently forwarded a lettet 


Rochester, chairman 
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Agent’s Responsibility As 
Seen by Homer D. Sherwood 


Casualty agents were charged with 
personal responsibility toward the cas- 
ualty business in general in an address 
civen last Saturday by Homer D. Sher- 
wood during the Indiana conference on 


fire and casualty insurance. 


“The insurance agent today must 
realize that he owes something to the 
business,” said Mr. Sherwood. “He 


should not be content merely with de- 
riving a living from it because, unless he 


recognizes the full extent of his obliga- 
tions, he may find outside authorities 
entering the picture and changing it in 
a manner not to his liking.” 

Mr. Sherwood’s discussion of automo- 
bile liability insurance was one of the 
speeches given at this conference, held 
at Bloomington. Ind., under the spon- 
sorship of the State Association of In- 
surance Agents and Indiana University. 
He is assistant supe rvisor of the agency 
field service department, casualty di- 
vision of the Travelers. 

“The increasing demand for compul- 
sory liabilitv insurance,” asserted Mr. 
Sherwood. “is the direct result of the 
failure of those engaged in the insur- 
ance business to provide more: than 
25 or 30% of motor vehicle owners with 
liability insurance. Of the uninsured 
75%. a very considerable number are fi- 
nancial unable to pay damages in any 
substantial amount.” 

He cited two methods by which agents 
of National Bureau companies may dis- 
charge their individual resnonsihility to- 
ward the automobile liability business. 
They are the safe driver reward plan and 
the new $1000 limit policy. The latter, 
said the speaker, is designed to meet the 
needs of motorists in the so called lower 
income brackets. Seventy percent of the 
automobiles in the United States. he 
nointed out, are owned bv neonle whose 
incomes are less than $2000. Thece are 
the people for whom the $1,000 limit 
contract is intended. 





dents of the thirty-eight local boards in 
New York State regarding safety activi- 
ties and requested their interest in the 
elimination of the $100 minimum judgment 
for property damage claims from the motor 
vehicle law. They wrote to their senators 
and assemblymen immediately, and in all 
instances that T know of received a favor- 
able reply. We have been asked to draw 
a bill, which we have done, and we have 
been assured that an honest effort will be 
made to pass it. 

“At this time T am asking 
agents in every community, 
size, create a safety 
the citizens.” 


that the 
regardless of 
organization, amon 
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Los Angeles A. & H. Men 
To Fight “Ham & Eggs” 
MAY AFFILIATE. | WITH C. OF ¢ 
Club Concerned ‘Quer London Lloyd’; 


Entry Into A. & H. Field Through 
Sale of Newspaper Policies 





The Accident & Health Managers 
Club of Angeles, at its regular 
meeting May 16, took steps looking to- 
ward affiliation with the Los Angeles 
Chamber of Commerce on the same basis 
as the life insurance men, through having 
a committee of accident and health men 
recognized by the Chamber. 
came after 
George L. 


Los 


This action 
Assistant General Manager 
Pascoe of the Chamber of 
Commerce delivered a straight-from-the- 
shoulder talk on the subject “Ham & 
Eges & Fire,” in which he told his hear- 
ers their organization must help battle 
the $30 per week Ham & Eggs plan or 
wake up as a loser when the battle is 
finished if the plan is adopted. 

Club President Walter E. Mast spoke 
on London Lloyd’s entry into the acci- 
dent and health field through the news- 
paper policies and said that, following 
the withdrawal of the request made to the 
Insurance Department for an interpreta- 
tion of the law, Lloyd’s had begun selling 
such policies. This matter is now back 
in the hands of the club’s officers and 
directors for study and action. 

M. L. Topper, manager, A. & H. de- 
partment Postal Union Life country-wide, 
was elected to club membership. It was 
decided to purchase identity buttons to 
be worn at meetings by each member. 
E. M. Casey, Associated Indemnity, a 
new member, talked on his impressions 
of the club’s activities. 

Mr. Pascoe in his address said that 
there was a disease affecting the body 
politic, and it had manifested itself first 
in the “Epic” deal of Upton Sinclair in 
1936; then in 1938 in the Townsend old 
age pension, and now again in the “$30 
Every Thursday” or the “Ham & Eggs” 
agitation. 


Indianapolis A. & H. Ass’n 
Being Organized Today 


Accident and health men of Indian- 
apolis met last week at the invitation 
of John McGurk, Indiana manager, Mu- 
tual Benefit H. & A. Association, to dis- 
cuss the formation of a local associa- 
tion of agents and managers engaged in 
this line. Organization meeting is be- 
ing held today with Wendell C. Taylor, 
head of an A. & H. digest service, as 
temporary secretary. Those active in 
forming the association include FE. T. 
Bonham, Pacific Mutual Life; B. B. 
Ochs, Loyal Protective Life: E. +t 
Pryor, Monarch Life of Springfield, 
Mass.; W. R. Sieber, National Accident 
& Health, and Don G. Trone, Indiana 
Travelers. 








RELIEVING COURT CONGESTION 

Surety Underwriters Association of 
Southern California, at its meeting May 
17 heard Superior Court Judge Elliott 
Craig, who handles probate matters in 
the Superior Courts, tell of court pro- 
cedure methods and of the many cases 
that have been tied up for decades and 
still have not been finally settled. He 
said records are being searched to fer- 
ret out these cases, close them up, and 
thus clear the court files. 
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